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lchmond Show Draws Crowd— 
is @ scene taken at the Richmond (Calif.) auto show,\which this year 


than 5,000 spectators. 
d Motor Car Dealers Assn. and the Quota Club, wer 


jubs for welfare programs. 


. C. Dealers See Signs P. 


By Robert M. Lienert 
Associate Editor 
APERATORS in the used-car 
W field last week reported that 
they are over the winter hump and 
the market is on the verge of 
strong upturn. 

“With spring weather still a 
: se to most parts of the 
however, used-car 
remained quiet since a brief 

early last montn, accord- 

to reports from the field, 
There were scattered instances 
week of renewed used-car in- 


New-Car Dealers 
Pay $225,000 in 
Wichita Case 


(CHITA, Kans. — On the eve 
of trial.of a $6,150,000 antitrust 
fait, new-car dealers here agreed 
| week to pay $225,000 to settle 
of court. 
The suit was brought by two 
Wed-car dealers, Don Schmid and 
@chnnie Eagie, who were repre- 


| a & Dickey, 
? law firm which also 


general counsel to the National 
t Automobile Dealers 


Dickey, of this firm, for- 
ly served in the antitrust divi- 
of the U. S. Department of 


case was considered generally 


* 


[= ® test of the franchised dealer 


of marketing cars. How- 
the charge of trust conspiracy 
f connection with an effort to 
n the franchise system was 
ed to be the crucial _ 


Ss HMID sel Eagle deanna that 
the franchised dealers brought 
| ure on advertising media in 
Me Wichita area, preventing the 
C dealers from advertising 

Cars they had for sale. 
This, they charged, caused great 
e to the business of the used- 


Profits from the three-day show, co-sponsored 


Published Weekly at 
2666 Penobscot Bidg. 


acted 
the 
turned over to Service 


t extensive 


terest, but they were 
market up- 


enough to carry\ 
ward, 
= + . 

_<— men say they see no 

reason why 1957 should not 
eclipse 1956 as the best used-car 
year in history. With new-car sales 
running about the same as a year 
ago, they say, the used-car market 
basically should run about equal to 
1956. 

The anticipated growth, they 
say, will result from “bonus” 
sales stemming from price boosts 
on new cars which have switched 
many prospective customers into 
the used-car field. 

While there has been but slight 
attention paid to it, the fact is that 
used-car prices right now—model 
for model—are riding about $100 
higher than they were a year ago. 

Even if sales do not exceed the 
1956 total, used-car men say, the 

(Continued on Page 4, Col. 1) 
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Dealer Profit Skids to .8% 


By William Ullman 
, Washington Correspondent 
Wine prot ‘ON.—Average operat- 
ing profit of new-car dealers in 
956 sagged to 0.8 percent, Frederick 
3 Bell NADA executive vice-presi- 
Qhat said last week. 


/ Profit had been 0.8 percent in the 
first quarter of 1956, 1.0 percent at 
the end of six months and 1.1 per- 
cent at the end of nine months. 

In 1955, average dealer profit was 
1.7 percent. It was 0.6 in 1954. 


Bell revealed the 1956 profit fig- 
ure in telling the Senate Labor 
subcommittee that NADA “vigor- 
ously” protests any extension of 
the Fair Labor Standards Act to 
cover presently exempt retail and 
service establishments. 


Putting added burdens on the re- 
tail car industry could create eco- 
nomic “concern,” Bell told the sena- 
tors, who are studying“extension of 
the Federal wage-hour law. 

“It is our view that wages should 
be earned—not legislated,” he said. 

a = * 


oa application of the 
wage-hour law “will not neces- 
sarily increase productivity nor will 
it provide the ability of the retail 
industry to pay higher wages,” Bell 
said. 

Employes of establishments 
covered by the Federal statute 
must be paid a minimum of $1 an 
hour and at least time and one- 
half for overtime, defined as work 
in excess of 40 hours per week. 

Bell testified that he wasn’t plead- 
ing the “inability or the lack of de- 
sire of an automobile dealer to pay 
a living wage to all of his employes 
—a wage that is directly in line 
with conditions within the local 
market in which he operates. 

“Obviously, the words that the 
gentlemen of the trade unions so 
frequently use — ‘sweat-shop condi- 
tions,’ ‘substandard wages’ and so 
forth do not apply to the franchised 
automobile dealers of America.” 

- * * 

ELL told the subcommittee— 

headed by Senator John Ken- 

nedy, Massachusetts Democrat, that 
further intrusion by the Federal 
Government into matters “properly 
and historically local or state in 
character” is “abhorrent” to dealers 
and economically “unwarranted.” 

He said the work-week in re- 
tailing has declined, average 
wages in retailing have about 
kept pace with increases in other 
economic sectors and retail pay- 
rolls have more than kept pace 
with gross sales. 

Further, he contended, wage hikes 
that don’t reflect increased produc- 
tivity bring inflation. 

There’s no need to extend Federal 
wage-hour coverage to the auto sell- 
ing trade, the NADA witness ar- 
gued, because auto dealers pay the 


“highest average wages” of all 11 
major groups of retail trade. 

He said dealers in 1956 paid their 
employes an average of $1.81 per 
hour while the average employe 
work-week had declined almost 6 
percent since 1945 to 43.8 hours. 

“This has been done voluntarily 
by dealers without the compulsion 
of either Federal or state laws,” 
Bell said. 

a * : 

aan that extending cov- 

erage of the wage-hour law to 
dealerships would be “unrealistic 
and ruinous,” Bell concentrated his 
fire on legislative proposals to strip 
the exemptions from dealers and 
other retailers who do over $500,000 
worth of business annually or whose 
establishments are part of a chain. 

He said that if such standards 


Chrysler, Ford Advance 
On New Franchises 


DETROIT. — Members of the 
Chrysler, DeSoto and Dodge na- 
tional Dealer Advisory Councils 
assembled at the Sheraton-Cadil- 
lac Hotel in Detroit last Friday 
(March 1) to check over details 
of the new contract to be offered 
Chrysler Corp, dealers. 

Meanwhile, most Ford Motor 
Co, dealers met with their district 
managers last week. The dealers 
heard reports on the recent Ford 
Dealer Advisory Council meet- 
ings, additional information on 
the new Ford dealer insurance 
and an announcement that the 
new franchise would be forth- 
coming in a few weeks. 


were applied, 61.7 percent of the 
nation’s dealers—principally those 
handling “more popular lines”— 
would come under the Federal 
law. This, he added, would be dis- 
criminatory. 

“Hourly earnings and pay rates of 
automobile mechanics,” he argued, 
“are substantially the same in any 
given particular locality, irrespec- 
tive of the size of the dealer’s es- 
tablishment where the mechanics 
or servicemen may work. Hence, 
the unfairness of a $500,000 classifi- 
cation .. . is immediately apparent. 

“There is no justification for dis- 
criminating between competing 
dealers whose employes perform 
identical services and are compen- 
sated on substantially the same 
basis.” 

Bell said that dealers, if covered, 
would also suffer by virtue of being 
in competition with independent 
garages and gasoline service sta- 
tions, which would remain exempt. 

= = = 


ELL also claimed that applica- 
tion of the Federal law’s over- 
time provisions to dealers would be 
unjust because it’s “virtually im- 
possible” to limit the work of their 
employes to 40 hours per week and 
most dealerships are too small to 
introduce a shift in employment 
schedules. 
Consequently, he said, “most 
dealers would have to pay over- 
time penalties on a regular basis.” 
NADA’s prepared statement con- 
tained no explicit reference to the 
testimony of Secretary of Labor 
(Continued on Page 49, Col. 1) 


Preliminary Probe Goes Beyond Insurance... 
Wide Finance Quiz Urged 


ASHINGTON.— The Senate is 

being urged to extend the 
forthcoming investigation of auto 
insurance to include _ so-called 
“packs” on auto finance charges, it 
was learned last week. 

Capitol sources say that the 
preliminary staff investigation al- 
ready has moved beyond the 
question of insurance overcharges 
to a broad study of finance 
charges themselves, 

The staff of the auto marketing 
subcommittee has been conducting 
interviews for several weeks with 
executives of the finance companies 
which are the parent firms of the 
insurance subsidiaries under inves- 
tigation. 

7 > . 
ActvaL hearings are not ex- 
pected to get under way for at 


Output Due to Rise in March 


By Martin L. Whitmyer 
Staff Writer 

QGtarraD-up production sched- 

ules at Chevrolet, coupled with 
longer overtime operations by other 
Big Three car producers, are ex- 
pected to push industrywide auto 
output back over the 145,000-unit 
mark this week. 

Last week’s output was held to 
an estimated 139,288 cars when 
Chevrolet curtailed assembly op- 
erations at three plants on com. 
day and Ford worked only two of 
its 15 car assembly plants on Sat- 


Chevrolet’s three-plant shutdown 


was a continuation of the division’s 
readjustments “to balance produc- 
tion schedules with inventories in 
the field,” a project which started 
the previous week. 
+ - 7 

HHE General Motors division re- 

turned to normal operations 
Tuesday, however, and by Saturday 
had assembled an estimated 30,600 
cars. Ford, despite its near-total 
shutdown on Saturday, turned out 
an estimated 33,750 cars. This com- 
pares with an output of 33,605 cars 
at Ford and 27,089 at Chevrolet the 
previous week. 


Plymoyth, which worked only 


five days, dropped from 17,294 
units the previous week to 14,390 
last week, but continued to hold 

a better than 28,000-unit year’s 
lead over Buick, its contestant 
for third place in the production 
race. Plymouth also matched its 
goal of better than 65,000 cars for 
February. . 

As of last Saturday, the top four 
makers had produced 810,662 cars 
for 65.3 percent of total industry 
production. During the same period 
of 1956, the same four makers— 
Ford, Chevrolet, ‘Buick and Plym- 

(Continued on Page 49, Col. 3) 


least two weeks. The fact that the 
inquiry into alleged overcharges by 
insurance subsidiaries of major auto 
finance companies have been de- 
layed twice has led to rumors that 
the probe had been sidetracked. 
However, the investigation still is 
very much alive behind Senate 


scenes. 
—WiuurmM ULLMAN. 


Top Cars 


New-car registrations, 15 states 
for January: 

1957 Pos. 
1—16,539 
2—15,847 
3— 6,295 
4— 5,602 
5— 4,914 
6— 3,473 
I— 3,142 
8— 2,931 
9— 2,139 

10— 1,402 

1l— 1,379 

12— 951 

13— 841 

14— 6577 

15— 3384 

16— 218 

17— 110 

18— 96 

19— 71 

20— 21 Continental 

1404 Misc, 


Total All Makes 


1956 Pos. 
12,768— 2 
16,015— 1 

5,474— 5 
6,562— $3 
5,504— 4 
3,941— 6 
2,395— 8 
2,150— 7 
1,802— 9 
1,1998—11 
1,310—10 
814—13 
1,005—12 
495—14 
132—18 
399—16 
52—19 
137—17 
426—15 
33—20 
652 


Make 
Ford 
Chevrolet 
Plymouth 
Buick 
Oldsmobile 
Pontiac 
Dodge 
Mercury 
Cadillac 
DeSoto 


Nash 
Metropolitan 
Hudson 
Packard 


63,365 
Further details on Page 42. 
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Drive for Competitive Work Standards... 


Behind Chrysler Labor Strife 


By Joseph M. Callahan 
Staff Writer 
, does Chrysler Corp. have so 
much labor trouble in contrast 
to General Motors and Ford? 

This was asked by many automo- 
tive men again last week when 
these three festering labor disputes 
came to a head: 

1. Two hours before the dead- 
line, a strike that would have 
closed down the entire Chrysler 
Corp. in 48 hours was postponed 
at the Dodge Main plant, pending 
further talks. A few hours later, 
a complete agreement was 
reached. 

2. A long-pending strike threat 
against DeSoto’s two plants was 
apparently settled. 

3. Representatives of 11,000 work- 
ers.in four Chrysler Corp. plants in 





Ford Promotes 
Harder to Head 
Cars and Trucks 


DEARBORN.—D. S. Harder has 
been appointed executive vice-presi- 
dent of Ford Motor Co., Henry Ford 
II, president, an- 
nounced last Fri- 


day. 

In addition to 
his present re- 
sponsibilities over 
the basic manu- 
facturing divi- 
sions, Harder will 
now have respon- 
sibility over all 
ear, truck and 
tractor divisions 
as well. 

Harder formerly was executive 
vice-president — basic manufactur- 
ing divisions. In connection with his 
new responsibilities for the car and 
truck divisions, he will primarily 
concern himself with their manu- 
facturing and assembly operations. 


To assist him in carrying out his 
increased responsibilities, Harder’s 
staff has been enlarged. D. J. Davis, 
who has been vice-president - manu- 
facturing on the company’s central 
staff, continues as vice-president - 
manufacturing but will report di- 
rectly to Harder. 

Harold R. Foss, formerly director 
of the manufacturing engineering 
office, has been appointed director 
of the newly created assembly oper- 
ations office on Harder’s staff. 

L. D. Crusoe, executive vice-presi- 
dent-car and truck divisions, is 
continuing on leave of absence be- 
cause of illness. 


S-P Ups Skillman; 
Revelle Joins Mack 


SOUTH BEND. — Sydney A. 
Skillman, 48, last week was elected 
a vice-president and general sales 
manager of Studebaker - Packard 
Corp.. according to Harold E. 
Churchill, president. 





D. 8. Harder 





S. A. Skillman 
Skillman replaces Carl K. Revelle 
as general sales manager. Mack 
Trucks, Inc., last week named Rev- 
elle its West Coast division man- 
ager. 

Skillman, former assistant gen- 
eral sales manager, joined Stude- 
baker in 1927 at Philadelphia in 
sales promotion work. 


Churchill said Skillman has held 
executive positions in every phase 
of the company’s marketing organ- 
ization. 

Revelle joined Studebaker in 1935. 
Before becoming S-P general sales 
manager last year, he had been in 
charge of West Coast Studebaker 
sales. Revelle also is 48. 


Cari K. Revelle 








Windsor, Ont., directed their offi- 
cers to seek greater benefits from 
the company. 
* + * 
bien Chrysler Corp, has been 
plagued with an almost con- 
tinuous succession of labor disputes 
since World War II—for a wide 
variety of reasons, factory and 
union officials say the current trou- 
bles mainly are caused by: 

An allout drive by the corpora- 
tion’s labor relations people to 
achieve work standards—output 
per man—that are equal to Ford’s 
and GM’s. 

Corporation officials are con- 
vinced that work standards must be 
improved if the corporation is to 
survive and if its products are to be 
competitive—pricewise and quality- 
wise—with GM and Ford. 

Thus, the labor-relations revolu- 





Safety of Auto Design 
Urged as Senate Study 


WASHINGTON. — Senator 
Richard Neuberger, Oregon Dem- 
ocrat, last week called for a Sen- 
ate study to determine whether 
new automobile designs meet the 
safety requirements of the gov- 
ernment’s $25 billion road build- 
ing program. 

Neuberger said action by the 
Senate Subcommittee on Roads 
and Highways was justified 
because of the Government’s in- 
vestment in the highway pro- 
gram—‘“a major purpose of which 
is increased safety.” 

He suggested that the study 
also look into the “size and horse- 
power of cars, as well as the con- 
sumption of fuel as compared 
with the quantity of petroleum 
in measurable reserves in this 
country.” 




















Auto Production — 161,971 cars, 
trucks in week vs. 157,368 year before. 

Business Failures — 300 in week 
vs. 230 year before. 

Department Store Sales—Up 7 
percent from yeor before. 

Freight Loadings—675,966 cars in 
week, down 22,353 cars from year be- 
fore. 

Gasoline Stocks— 202,254,000 bar- 
rels, an increase of 2,359,000 barrels 
in week. 

New-Car Registrations — 68,336 
in 1957 to date vs. 63,865 year ago. 

New-Truck Registrations — 13,- 
690 in 1957 to date vs. 15,312 year 
ago. 

Oil Stocks—250,525,000 barrels, a 
decline of 402,000 barrels in week. 
Soft Coal Output—9,745,000 tons 





tion at all Chrysler Corp. plants has 
been quietly progressing for the 
most part. 

* * - 


Not a Speedup 

O* COURSE, the upgrading of 
work standards isn’t merely 

making the men on the production 

line sweat a little more, although 







this is certainly part of the situa-|"~ 


tion, especially when a given group 
is producing much less than com- 
parable GM or Ford workers. 

The upgrading also involves bet- 
ter organization of work in the fac- 
tories and the introduction of auto- 
mation in many plants. 

However, Chrysler Corp. never 
will be able to make a car as 
cheaply as General Motors until 
the production of its parts and 
components becomes as inte- 
grated as it is at GM. 


Top officials of the International 
UAW reportedly have been con- 
vinced of the pressing need for 
Chrysler Corp. to achieve competi- 
tive work standards. 

Their position has been: “We see 
your problem. But you got yourself 
into this situation; so you'll have to 
work it out at the plant level with 


the locals. We'll help you out when | 


we can—but that won’t be very 
often.” 
* * > 

— the problem of 

Chrysler Corp. and the interna- 
tional officials is the fact that many 
local officers, and probably the bulk 
of the 130,000-man work force, have 
not been sold on the need for im- 
proving productivity. 

Unfortunately, some local officers 
are as antagonistic to Walter P. 
Reuther, UAW president, and others 
in the top echelon as they are to 
the corporation. 

Another factor causing a great 

(Continued on Page 7, Col. 1) 





Business Barometer 


estimated in week vs. 10,050,000 tons 
year before. 

Steel Output — 96 percent of ca- 
pacity estimated vs. 97.8 percent week 
earlier. 

Used-Car Prices — $970 average 
in February vs. $981 in January. 

Wholesale Prices—116.9 percent 
of 1947-49 index vs. 117 percent week 
earlier. 

. . * 


Common Stocks 





Feb. Feb. 1956-57 

27 20 High Low 
Am. Motors 5% 5% 8% 5% 
Chrysler 69% 70% 87 60 
Ford 56% 56% 63% 51% 
GM 39% 39% 49%, 30% 
S-P 7%, 6% 10% 5% 
Average 35.65 35.95 















series. 


Plymouth Unveils New Model— 


Plymouth has added a new model to its 1957 line of cars—the Savoy four-dow 
Sport Sedan hardtop, above. The addition makes the four-door hardtop available fg 
the first time in Plymouth's middle series. Previously, Plymouth offered a four-door ang 
two-door model in the top Belvedere series and only a two-door hardtop in the Savoy 












GM ’56 Net $847 Million, 


Down 28% from Record 755 


DETROIT. — General Motors in 
|1956 enjoyed 
|year in dollar sales and net income, 
| according to the annual report pre- 
|sented last week to shareholders by 
Harlow H. Curtice, president, and 
|Albert Bradley, chairman of the 
board. 

Net sales of $10,796,442,575 and 
| net income of $847,396,102 were 
| exceeded only in the record year 
| of 1955. Net income was 7.8 per- 
| cent of sales in 1956 and 9.6 per- 

cent in 1955. 

Sales dropped 13 percent in dol- 
lar volume below the $12,443,277,420 
scored in 1955, Income was 28 per- 
cent below the $1,189,477,082 netted 
in 1955. 
| Last year, Ford Motor netted 
$236.6 million, down 45.9 percent 
from 1955. Chrysler Corp.’s net of 
$19.9 million was off 1955’s pace by 
|80 percent. 

Saleswise, Ford was down 16.9 
percent to $4.6 billion and Chrys- 
ler slipped 22.8 percent, down to 
$2.6 billion. 
| The GM report noted that the 
| 1956 financial results “reflect not 
| only a lower volume of business, 
| but also higher costs of material, 
labor, tools and services, which 
were only partially recovered by 
| new price schedules.” 
| According to the report, $85,895,- 
|365 was paid out under the bonus 
|plan in 1956, leaving a balance of 
| $19,801,413. 
| GM in 1956 gained .02 of a per- 
centage point in its share of the 
j|market over 1955, but dropped in 
junits registered from 3,639,120 to 3,- 
024,286. 
| Sales of vehicles from the Cana- 








How New Cars Sold in States Last Year 


By Robert M. Lienert 
Associate Editor 

Altnoucs the Big Three’s dom- 

ination of the overall U. S. new- 

car market was reduced slightly 

last year, the major makers man- 

aged to strengthen their hold on 
individual states. 

Their overall percentage dropped 
to 94.71 percent in 1956 from 95.20 
percent in 1955. Deepest penetra- 
tion in any single state in 1956 was 
a combined 97.57 percent, compared 
with 97.46 in 1955. 

However, in 1956, nine states 
topped 97 percent for the Big 
Three. In 1955, penetration ex- 
ceeded 97 percent in only seven 
states. 

These and other detailed views 
of the 1956 new-car market are pro- 
vided by Automotive News’ annual 
statistical analysis of registrations. 

* + a 
yas accompanying table shows 
how each make and each cor- 
poration fared in each state, as 
well as on a national average. 

Deepest market penetration 
scored by any make in 1956 was 
34.05 percent for Chevrolet in Ala- 
bama. In 1955, Chevrolet also led 
the field with its Alabama penetra- 
tion, but the figure that year was 
only 28.01 percent. 

Ford last year performed best 





in North Carolina, with a market 
share of 28.30 percent. Ford’s best 
showing in 1955 was 27.33 percent 
in Louisiana. 

Ford ran ahead of Chevrolet in 
three states during 1956—Massa- 
chusetts, Nevada and North Caro- 
lina—while in 1955 it ran ahead of 
Chevrolet in 11 states. 

Chevrolet’s smallest penetration 
in 1956 was 21.00 percent in Nevada, 
which was also Chevrolet’s least- 
popular state in 1955, when it got 
17.74 percent of the market there. 

* * * 
prokps lowpoint in 1956 was 18.66 
percent in the District of Colum- 
bia. In 1955, Ford also hit bottom 
in the National Capital area, with 
17.92 percent. 

Ford’s biggest margin over Chev- 
rolet was 2.00 percentage points in 
Nevada. Chevrolet’s widest lead 
over Ford was 9.22 percentage 
points in Alabama. 


| 56.36 percent in Alabama, although 


| the market in Texas. (Not in Cadil- 
|lacs, either. All GM lines except 
Chevrolet ran behind national aver- 
ages in Texas. Chevrolet, however, 
| picked off 32.11 percent of all new- 
car sales in Texas.) 

GM cut its narrowest slice of the 
pie in the State of Washington, 
where its new-car sales accounted 
for 46.73 percent of the market. 


* * * 


For? MOTOR did best last year 

with 33.13 percent in Arkansas; 
worst with 23.06 percent in the Dis- 
trict of Columbia. 

Chrysler’s deepest penetration was 
21.74 percent in Pennsylvania, al- 
though it also sold more than 21 
percent in New Jersey. Its smallest 
market share was 10.55 percent in 
Louisiana, but it also fell below 11 
percent in Texas. 


AMC ranged from 0.48 percent 





At the corporation level, aver- 
age market penetration last year 
was 50.78 percent for GM, 28.45 
for Ford Motor, 15.48 for Chrysler 
Corp., 1.93 for American Motors 
and 1.76 for Studebaker-Packard. 

That compares with 1955 figures 
of 50.75 for GM, 27.63 for Ford Mo- 
tor, 16.82 for Chrysler Corp., 1.91 
for AMC and 2.06 for S-P. 

GM’s best showing in 1956 was 





in Mississippi to 5.13 percent in 
Wisconsin. S-P penetration 
started from a low of 1.08 per- 
cent in South Carolina and rose 
to 4.11 percent in Nevada. 

As noted above, Chevrolet was 
No. 1 in all but three states, run- 
ning second to Ford in that trio of 
exceptions. 

Nationally, Buick was third, the 
(Continued on Page 46, Col. 1) 





dian and overseas manufacturing 


its second greatest | plants, however, were at an alltime 


record, the report said. 
Provision for U. S. and foreign 
income taxes by GM in 1956 to- 
talled $894 million. GM said it 
has provided an average of more 


* * * 
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GM Slices Its Dollar— 


This shows what happened to the money 
General Motors took in during 1956. It 
received $10,910 million and paid ovt 


| $5,410 million to suppliers; $3,155 million 
| to employes; $1,150 million for taxes; $347 


million for depreciation; $566 million to 


| shareholders, and $282 million for facili- 


ties and working capitol. 
= = x 
than $1 billion a year for income 
taxes in the seven years since 
Jan. 1, 1950. 
Capital expenditures of $891 mil- 
lion for real estate, plants and 
equipment during 1956 were the 


; M in this 
it also took more than 56 percent of | an Cae ae we Ss 2 


category in any one year, the re 
port said. Capital expenditures in 
1955 were $608 million. 

Total capital spending in the 
postwar period was about $4.3 bil- 
lion, the report said. 

Net working capital at Dec, 31, 
1956, was $1,746 million, compa 
with $2,058 million at Dec, 31, 1955, 
and $1,351 million Dec. 31, 1954, In- 
ventories Dec. 31, 1956, totalled $1,- 
720 million, compared with $1,602 at 
Dec. 31, 1955, 

The number of owners of GM 
stock increased in 1956 by 91,000 
to a record total of 656,076 at the 
end of 1956, according to Curtice. 

Continued growth, Curtice said, 
brought the total shareholders to 
667,308 as of Feb. 14, 1957. 





Metropolitan Is Second 


In Foreign-Car Sales 


DETROIT.—The 1956 R. L. Polk 
report on foreign-car registrations 
inadvertently omitted the Metro- 
politan total. 

There were 7,145 Metropolitans 
registered during 1956, enough to 
rank American Motors” small car 
second to Volkswagen, which 
listed 50,011. 
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the question “Does Price Alone 
New Automobiles?” by Charles 
Eastman (Pontiac), Stamford, 


Conn., will prove interesting. 


He asks: Are the prices of new 
automobiles to be elastic? Does a 
change in price bring a corres- 
ponding c hange in consumption? 
Eastman claims that all evidence 

ts to the contrary. The larger 


the new-car market is elastic to 
alone. If they did, he says 


been to utilize the same dies and 
reduce the cost.” 


“Instead, they expended enor- 
mous sums to make the package 
more attractive, and substantially 
raised the price, at the time stat- 
ing they individually and collec- 
tively expected to sell more cars 
to the public at the higher cost. 
“Car manufacturers appear to 

feel that price alone has about as 
much effect on their product as the 
classic example of table salt. No 
one would expect a change in cost 
of, say, 10 percent to make any 
change in table salt consumption 
one way or another. 

“Yet, some car dealers persist in 
their erroneous belief that by giv- 
ing away $100—about 3 percent of 
the average selling price—that they 
can make substantial changes in 
total car buying. = ie 

> 


Advent of ‘Wheel and Deal’ 


— look at the record. Back 
around 1950 the automobile- 
buying public had been through 
four years of the seller's market, 
where allowances were arbitrarily 
low, due to the unbalance of sup- 
ply and demand. The car-buying 
public eagerly looked forward to 
the day when supply would catch 
up with demand, and the buyer 
could once again dicker over the 
allowance for his tradein. 

“A ‘big’ allowance became a 
fetish to him. The ‘hig’ allow- 
ance desire was met at first by 
one of the large companies 
(whose product was less saleable 
than others by previous stand- 
ards) by a combination of two 
factors—raised selling price (the 
pack) and lower profit per unit 
(the discount or over-allowance). 
Auto dealers know this appar- 

ently clever maneuver of the 
moment as the wheel-and-deal sys- 
tem. Dealers using the wheel-and- 
deal system did have, at first, a 
marked advantage over competi- 


tion. The purchaser had a ready 


answer for his craving for a ‘big’ 
allowance, amd=much busiwess was 
diverted fromewne dealer to another 
by use of this device, which in all 
its facets included the ‘Would You 
Take, ‘Free Trips to the Moon,’ 
ete., etc. 

“Factory-inspired dealers using 
the system were delighted in that 
their products were sold beyond 
their merit based on engineering 
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Dealers tell me 


By John 0. Muan 





§ WE press for more profits 
A this year, I am sure a discussion 


manufacturers obviously don’t think 


“their approach to 1957 would have 




































and design. Factories extolled the 
virtues of the system and openly 
asked, ‘Wouldn’t you rather sell 200 
cars at $200 per car profit than 100 


cars at $300?’—and at the time they 


seemed able to furnish proof. 
+ + * 


The Day of Reckoning 
ae they didn’t see, or pre- 
tended mot to see, was that 
total consumption was affected only 
slightly. There was some shift with- 
in the market, but the market as 
a whole was little affected by the 
net reduced selling price. 
“And as many farsighted dealers 
predicted the inevitable car-dealer 
haos resulted. To maintain price 


alass and hold his market, most 


ealers were forced into some form 
of the wheel-and-deal system. A re- 
duction in one way or another of 
gross profit per unit resulted in 
lower and lower net profits until 
in 1955, dealer profits nearly disap- 
peared. 

“The important thing to 
remember is that this profit cut- 
ting did not result im any 
material increase in the overall 
volume of total automobiles sold.~ 
The increase in new-car volume 
is easily accounted for in the fan- 
tastic increase in the net disposa- 
ble income of Mr. America and 
his insatiable desire for new and 
freshly styled automobiles. Price 
alone doesn’t intrigue him. 

“Can anyone possibly maintain 
that 1955 saw more cars sold than 
1953 because of price decrease? Not 
at all, since first and foremost the 
net selling price was increased 
materially between 1953 and 1955. 
From 1953 to 1955 personal disposa- 
ble income increased, more cars 
were available, credit was eased, 
cars were redesigned, etc., etc., and 
more cars were sold despite a price 
increase. 

“In 1956, car sales fell from 1955 
levels. Why? A price increase? Not 
at all! The 1956 falloff seems to 
be due to tightening of credit, the 
oversold 1955 market, the lack of 
fresh appeal in the 1956 models as 
compared with their 1955 counter- 
parts, plus the disillusionment of 
scores of dealers with the failure 
of price cutting to bring in greater 
total profit. 


Arithmetic Lesson 


ss look at a typical U. S. city 
in the fall of 1956—Stamford, 
Conn. The total monthly registra- 
tions of all new cars averages about 
300. There are about 10 new-car 
dealers who share in this business, 
so each’ averages about “80 ocmars in 


@robably averages about $200 with 


the trade figured at its wholesale 
(actual) value. On this $200 figure, 
many dealers are marginal. Any 
reduction in profit per unit, without 
an off-setting increase in units 
would mean failure for.some. Con- 
versely, any slight increase in net 
selling price per unit would result 
in much healthier dealers. 

“Let’s see what $200 times 300 
is. The average monthly new-car 
gross (before expenses) is $60,000. 
That’s an average of $6,000 per 
dealer — a break-even figure. A 
drop of $100 net per unit would 
cut in half the dealer gross — 
from $6,000 to $3,000 average per 
dealer,.and break most of the 
dealers! And this 3 percent drop 
in average net selling price would 
not increase Stamford’s total 
registrations materially. 

“Conversely, an increase of only 

3 percent in net selling price ($100) 
would increase the average monthly 
gross from $6,000 to $9,000, or an 
increase in annual gross profit of 
$36,000 per dealer; and this at very 
little sacrifice in total volume. 

“Let’s say for the sake of argu- 
ment that total new-car sales might 
be cut 10 percent (all evidence 
points to the contrary) by raising 
net selling price only 3 percent 
(gross profit from $200 to $300 per- 
car average). A drop in total sales 


to 270 per month at $300 gross per 
(Continued on Page 48, Col. 3) 
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Dealer Ad Wins Award— 


Wood Chevrolet Co., Birmingham, Ala., 
won top honors in the newspaper special 
sale classification at the Advertising 
Awards Competitions, sponsored by the 
Birmingham Advertising Club. The winning 
full-page ad, above, was prepared for 
Wood by its agency, Evelyn Allen Pro- 
ductions, under the supervision of Harold 
L. Wood and Thed Shanks, sales manager. 















Galesburg Dealers Sue 
To Halt Picketing 


By Joseph M. Callahan 
Staff Writer 

_ Galesburg (Ill.) auto dealers 

besieged by union pickets since 
last May, went into Knox County 
Court last week to seek an injunc- 
tion against picketing of their 
dealerships. 

Named as defend- 
ants in the suit were 
the International 
Teamsters Union, the 
International Ma- 
chinists Union, the 

Galesburg locals of the two unions 
and their officials. 

The suit asked for a temporary 
court injunction enjoining the 
unions from picketing, to be fol- 
lowed by a permanent order. 


The dealers charged that the 
“union picketing constitutes inter- 
ference with the lawful and regu- 
lar course of dealers’ business and 
the employment security of their 
employes” in alleged violation of 
the Illinois statute and the 14th 





Hufstader Calls Colo. Bill 
Peril to Dealer Franchises 


DENVER. — Auto manufacturers 
may be forced to abandon their 
present system of enfranchised 
dealers in Colorado if a bill before 
the Legislators regulating dealer- 
factory relations becomes law, Wil- 
liam F. Hufstader, General Motors 
vice-president in charge of the dis- 
tribution staff, said today. 

The week before, Hufstader as- 
sailed a proposed factory - dealer 
licensing law before the Arkansas 
Senate Judiciary Committee. 

In Denver, Hufstader said the 
Colorado bill “completely ignores 
the public interest, seriously re- 
stricts the freedom of contract on 
which our economy is based ... 
and threatens the complete destruc- 
tion of the franchise system in the 
automobile industry.” 

“Whether it is the draftsman’s 
intention or not,” he said, “the 
operation of this act will force 
manufacturers to abandon the 
franchise system in the state of 
Colorado. The only alternative 
will be a distribution system 
based on sales to any person li- 


St. Louis Assn. 
Picks 5 Directors 
At 49th Meeting 


ST. LOUIS.—Five directors were, 
elected for two-year terms at the 
49th annual meeting of the Greater 
St. Louis Automotive Assn. 

Elected were Michael J. Bilgere 
(Chevrolet), Thomas E. Costello 
(Ford), C. A. Gilbert (Buick), Irvin 
F. Jordan (Chrysler) and Ray Rix- 
man (Dodge). 

Dr. Kenneth McFarland, General 
Motors educational consultant, was 
principal speaker at the annual 
dinner. 

Special guests included Charles 
Albrecht and Les Sander, president 
and executive vice-president, respec- 
tively, of the Illinois Automotive 
Trade Assn., and James A. Gorman, 
secretary-manager, Missouri Auto- 
mobile Dealers Assn. 

Gorman explained the features 
and importance of the dealer license- 
plate bill now before the Legisla- 
ture. Vince McMahon, MADA first 
vice - president, represented Presi- 
dent R. G. Benthrup who was on 
vacation. 


Bell to Address 


Illinois Dealers 


SPRINGFIELD, Il. — Frederick 
J. Bell, NADA executive vice-pres- 
ident, will be a featured speaker at 
the convention of the Illinois Auto- 
motive Trade Assn., according to 
Les Sander, IATA executive man- 
ager. 

The convention will be held Apr. 
4-5 at the Leland Hotel, Springfield. 


censed as a motor vehicle dealer.” 


Hufstader presented General Mo- 
tors’ views at a House Judiciary 
Committee hearing on House Bill 
317. The bill would require all deal- 
ers, manufacturers and factory rep- 
resentatives and others engaging in 
the automobile business to be li- 
censed by the Colorado motor-vehi- 
cle administrator. The administra- 
tor, with a five-member advisory 
board, would have broad powers 
over conduct of the automotive bus- 
iness in Colorado. 


Hufstader said the proposed law 
imposes “revolutionary liabilities” 
and stringent regulations upon 
manufacturers’ relations with fran- 
chised dealers. 


However, if manufacturers dis- 
continue their franchise arrange- 
ments and do business only with 
non-enfranchised dealers, “we can 
avoid the burdens of the 
tion,” Hufstader pointed out. 

“Is it reasonable to expect that 
any manufacturer will expose him- 
self to the liabilities and responsi- 
bilities imposed by this statute 
simply because he prefers to do 
business on a franchised basis?” 
Hufstader asked. 

“It is apparent that the bill is not 
designed to serve a public purpose 
but is solely in the interest of cer- 
tain private persons—the present 
dealers—and is intended to perpetu- 
ate their position as retailers and to 
prevent a manufacturer from sub- 
stituting some other dealer who 
would do a better job of serving 
the public. 


“We do not believe that current | 


conditions in the automobile in- 
(Continued on Page 45, Col, 1) 


amendment of the U. S. Constitu- 
tion. 


the 
mitted that their profits had 
declined 20 to 50 percent as a 
result of the picketing which 
prohibits members of other 
unions in the Galesburg area 
from trading at the dealerships. 
Those who do, the dealers said, 
are held up to ridicule and scorn 
by the unions and threatened with 
the loss of their jobs. 


= > > 


Bleak Dealer Outlook 


‘oe suit said that spring is the 
most profitable time of the year 
for deaiers, and if the court offers 
no relief, dealers may not make 
any profit this year. 

Plaintiffs in the suit are Puck- 
ett Buick Co., Windish Motor 
, Mc- 


man-Swanson, Inc. (Pontiac-Cad- 
illac), Brown .Motor Co. (Olds- 
mobile), Weaver "Motors (DeSoto- 


Chevrolet and Martin Motor Co. 

(Nash). 

Judge Riley Stevens disqualified 
himself in the case because he said 
he has maintained cordial relations 
with both sides and because he has 
traded with the dealers since the 
strike began. 

Judge Burton Roeth of Canton, 
Ill., who was in Galesburg to pre- 
side at an off-street parking suit, 
agreed to hear the case. The hear- 
ing was tenatively set for late last 
week, but there were no results at 
press time. 

Named defendants in the case 
were Teamster Local 15 and three 
Teamster officers, Kermit Miller, 
Edward Pavilat and Lester Baum. 
Also named as defendants were 
Machinist Lodge 208 and three 
officers, Lee Chapman, Roy Lank- 
ford and Roy Siemiller. 


First Union Approach 


a the pattern of the dis- 
pute, the brief said that Dale 
Windish, then president of the 
Galesburg Automobile Dealers 
Assn., was approached almost a 
(Continued on Page 48, Col. 3) 


Kansas Dealers 
Meet Apr. 3-4 


TOPEKA, Kans. — The 26th an- 
nual convention of the Kansas Mo- 
tor Car Dealers Assn. will be held 
in Wichita Apr. 3-4, according to 
Roscoe Hambric, secretary-man- 
ager. 

Hotel Broadview will be head- 
quarters for the convention, he 
said. J. M. O’Mara, Hutchinson, is 
president of the association. 


On the House .. . 


ment could give 


declares . 





Wemhoff 


Now that a Federal Court of Appeals has upheld 
a District Court ruling that an auto maker’s agree- 


one dealer an exclusive franchise 


in a city, Wisconsin association Manager Louis 
Milan hopes that NADA will carry the ball and re- 
solve the closed territory issue by carrying the 
decision to the U. S. Supreme Court, if necessary. 
“Let’s clear the atmosphere, once and for all,” Milan 
. . Missouri association has added a new 
field man, R. D. Johnson .. . 

Chicago-area Ford dealers report used-car 
sales up 11 percent in February compared with 
January, while inventory rose 7.6 percent. Cus- 


tomer repair orders increased 1.6 percent and 
labor volume rose 3.3 percent .. . American Motors is distributing 
a clever tie clasp, whose center piece is an AMC car key which 
can be filed to fit one’s own car (AMC, of course) ... North Dakota 
association points out that UAW members pay $30 annual dues, 
while 75 percent of that dealer group’s members pay only $20 to 


$25 per year... 


Chicago show exhibitors report an increase in actual sales on the 
floor this year, but note difficulty in getting salesmen to work the 
show ... Dealers are being warned to contact their local association 
when they received a Wage & Hour form FO-45, which determines 
whether they come under the W & H law. 


Pere Wemnuorr, Editor, 
Automotive News 
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End of Winter Slump Indicated... 





U. C. Dealers Await Brisk Upturn 


(Continued from Page 1) 


higher prices this year will mean 
greater dollar volume, with a cor- 
responding increase in gross—and, 
they hope, net—profit. 

+ * + 


7 overall average wholesale 
price of used cars last week was 
$970, according to Automotive News’ 
index. This was $97 above the year- 
ago average of $873. 

The gain in average prices is 
no way the sole result of steeper 
prices on current-model cars, 
which last week averaged $95 
more per unit in price than they 
did a year earlier. 

In fact, the price of current- 
model units has shown less increase 
over the year-ago figure than any 
other model. Higher average prices 
are the rule throughout the index. 


Plymouth to Keep 
Output Booming; 


Other Makes Up 


DETROIT.—Plymouth, which has 
regained third place in new-car 
sales, has scheduled production to 
continue at a high 
level through the 
“biggest selling 
season just 
ahead,” Jack W. 
Minor, sales vice- 
president, said 
last week. 

Demand for the 
new models, he 
said, continues at 





4. W. Minor tory. 

Speaking at a luncheon of the 
Chamber of Commerce in Kansas} 
City, Minor said that during Janu-| 
ary and the first 20 days of Pa 
ary, dealers delivered 83,891 new 
Plymouths for a market penetration 
of 10.2 percent, an improvement of 
25.9 percent over the 8.1 percent 
penetration scored by Plymouth 
during the full year of 1956. 

Production, he said, has reached 
its highest level in 15 months. 

> . > 


Lincoln 


Lincoln registrations in the De- 
troit sales district for 1956 were 
the highest since 1953, the company 
announced. It cited figures released 
by R. L. Polk & Co. 

The company said 2,996 cars were 
registered in the district, which 
was 17 percent more than the 2,562 
total in 1955. The Detroit sales 
district consists of northern Ohio 
and all of Michigan. 

M. D. Imus, Detroit district sales 
manager, said total registrations of 
42,598 were the highest in Lincoln’s 
35-year history. 

= ” 
American Motors 


New-car sales by Nash and Hud- 
son dealers in the 10-day period 
ended Feb. 20 were 13.9 percent 
ahead of the first 10 days of the 
month and 13.4 percent ahead of the 
comparable period of January, Roy 


Abernethy, vice-president of auto- 
(Continued on Page 6, Col. 1) 








Chevrolet Wins Trophy— 


Chevrolet was awarded Pure Oil Co.'s 
Performance Trophy for winning the most 
points in the 1957 NASCAR Speed Weeks 
at Daytona Beach, Fla. The presentation | 
was made by L. W. Sweet, left, Pure vice- 
president, to E. N. Cole, Chevrolet general 
manager. Chevrolet was declared the win- | 
ner with 574 points, to 309 for the run- | 
nerup. 


three-year-old cars, which averaged 
$906 last week, compared with $748 
a year ago, up 21.12 percent. 

* ++ * 


1. overall average price is up 
only 11.11 percent, and the gain 
in current models (’57s last week 
compared with ’56s a year ago) was 
only 4.11 percent. 

The price of two-year-olds was 
$1,275 last week, compared with 
$1,062 a year ago, for a gain of 
20.06 percent. 

Up 19.02 percent were five-year- 
olds, which average $388 last week 
and $326 a year ago. By jumping 
from $508 a year ago to $596 last 
week, four-year-olds improved 17.32 
percent. 

The gain was 12.50 percent for 
six-year-olds, which rose from $240 
to $270. Seven-year-olds were up 
8.74 percent, from $183 to $199. 

Ranking behind current models 
for the smallest price increases 
were year-old units, which aver- 
aged $1,721 last week and $1,612 a 
year ago, for a gain of 6.76 percent. 

= + * 


HE combination of bigger prices 
with the prospective bigger 
market has used-car men smiling 
even more than usual in this opti- 
mistic pre-spring period. 
Wholesale auction operators last 
week reported strong markets but 
nothing exceptional. 

One operator in the East said 
“prime” cars were being “nipped 
at the gate” by particular buyers. 
If clean cars continue in short 


in Piymouth's his-| SEEN for South Africa 


Eprror’s Note: Mrs. George M. 
Slocum, chairman of the board of 
Avtomotive News, is on a world 
cruise contacting key auto deal- 
ers and distributors on business 
conditions. Here is one of her 
reports: 

ed * * 
By Mrs. George M. Slocum 
Chairman, Automotive News 


PORT ELIZABETH, South Af- 


which has experienced an automo- 
tive seller’s mar- 
ket for 17 years, 
appears likely to 
continue with the 
same situation for 
some time to 
come. 

With an esti- 
mated population 


cluding 2,907,000 
whites, South Af- 
rica expects to sell 





and 17,000 new trucks this year. 


Automotive factory representa- | 


tives and dealers, however, feel 
that removal of import controls 
would allow absorption of 100,000 
new cars a year. 

A disquieting note for U. S. man- 
ufacturers is the increasing interest 
being shown in lower-priced Euro- 


pean cars, although the unabated) 


demand makes sale of almost any 
vehicle import a simple matter. 


Approximately 750,000 vehicles) 


are operating in the Union of South 
Africa, where cross-country mile- 
ages are considerable because of 
the great distances between major 
centers. 


The overall total includes 150,- 


000 trucks. However, long-distance | 
truck transport is severely re- | 
stricted to protect state-owned | 


railways. 
The passenger car definitely is a 


Gala Gayle 


$200 Free Coffee Binge 


Hails Texas Rain 

HARLINGEN, Tex. — Finis 
Easterling and Gayle Van Tyne, 
auto dealers, ordered free coffee 
for everyone in downtown Harlin- 
gen to celebrate a heavy rain which 
fell in dry Rio Grande Valley. 

Easterling said the first bills in- 


|dicated the coffee would cost about , 


$200. 


“I didn’t realize people drank that 
much coffee,” he said. 


of 13,915,000, in-| 


Mrs. Slocum 50,000 new cars| 


supply, average prices on used units 
may be pushed to even higher 
levels in comparison with the situ- 
ation in early 1956. 

Average prices last week com- 
pared with week-earlier averages 
as follows: ’50s, up $9; ’52s, up $1; 
’5ls, down $2; ’54s, down $5; ’55s, 
down $7; ’56s, down $10; ’53s, down 
$12, and ’57s, down $12. , 


AMC Considers 
Air Suspension, 


Engineer Says 


BUFFALO. — American Motors 
Corp. is considering use of air sus- 


pension systems on its Nash, Hud- | Coyjter Cited for Institutional Ad— 


| son and Rambler cars, according to 


|Harry Elkins, AMC research engi- Coulter Motor Co. (Cadillac), Phoenix, Ariz., won first prize for its full-page cole 
| neer. institutional advertisement celebrating Phoenix's 75th birthday. Featuring the them, 
; : _ | “Over the Years—Many Satisfied Customers,” the ad depicted the firm's 30 years ¢ 

late calor or ae Society 2 service to the community. Dean Coulter, center, vice-president, is shown accepting th 
top award at the annual advertising award banquet. Other officers of the dealership’ 

include C. W. Coulter, president, and Frank Duffy, secretary-treasurer. 


|motive Engineers, said buses and 
|trucks have been using air suspen- 
|sion systems for some time. 


| H. H. Deist, assistant manager, | Riding a Rocket... 
|Firestone Tire & Rubber Co.’s en- 


| gineering laboratories, speaking at 


| pension system in the 1930s. 

Deist predicted that air tanks to 
be used in future air suspension By Robert M. Finlay 
systems may give batteries an as-| ~ Editorial Director 


sist by taking over some of their DD a four-barrelled carburetor | $83 while fuel injection is billed at 
duties. — punch to an engine already| #bout $400 more than that. 


powerful with two barrels and you 


Maybe that’s 
why Oldsmobile 
calls cars 
equipped with the 
six-barrel car- 
buretor “the J-2 
Rocket.” 

At any rate,| 
Oldsmobile has 
been producing 
the J-2 since mid- 


| necessity, and there is no question 
|that automotive sales serve as a 
| Stimulus to the economy, according 
| to officials of General Motors South 
| African (Pty.) Ltd. 

With used cars enjoying a ready 
demand, obsolescence is a negligible January and now | 
| factor in motivating vehicle sales. . is turning up the 
Import restrictions make it almost H. N. Metzel burners on pro- 
mandatory to get the maximum pos-| motion. Olds sees the J-2 as offer-| 














Used-Car Bulletin from Detroit .. . 


| Latest Auction Prices 
(Copyright, 1957, by Automotive News) 


| Sible life out of anything on wheels.|ing car buyer more performance | 
rica——The Union of South Africa,| 





the same meeting, said Firestone e h 2 
developed a bellows-type air sus- Olds Pushing t e - 


get a sensation somewhat similar to | 


Continued Seller’s Market a jet engine taking off. 


| three two-barrel carburetors in use, 





(Aptco Auto Auction. Sales every Wednesday and F riday.) 


Feb, 27 HUDSON — '55 Hornet 4-dr., $1,130". 
(Sold 171 cars out of 283 entered.) SS Super Jet 4-dr., $288. 
BUICK —- '56 Special Riviera, $2,020* reeteL— “f Sdr., 94.275° (pe). 54 
(ps), $1,900°; Century Riviera, $1,- 4-dr., $1,185* (ps). 
905*. °55 Special Riviera, $1,320*: LINCOLN-—'56 Premiere Hardtop, $2,- 
2-dr., $1,300*. *54 Super Riviera, $1,- 710° (ps). '54 Capri Hardtop, $1,040°*. 
| 130°; Century Riviera, $1,045*; Spe- MERCURY—’56 Monterey conv., $1,- 
| cial Riviera, $1,040*. "53 Super conv., | 745* (ps); Hardtop, $1,750*; "a-dr., 
765° | $1,600°. ‘55 Monterey Hardtop, $1,- 
CADILLAC—'56 (62) sedan de Ville, | 490°, $1,150*; Custom Hardtop, $1,- 
$3,720* (ps); coupe, $3,510* (ps), 290°, $1,250°; 4-dr., $1,295*; 2-dr., 
$3,200* (ps). '54 (62) coupe de Ville, $1,200. "54 Monterey Hardtop, $970; 
$2,415* (ps); 4-dr., $2,240* (ps); 4-dr., $870*, $850. '53 Monterey Hard- 
conv., $2,330° (ps). °51 (62) sedan, top, $750*, $700, $650°*; 2-dr., $525. 
$415*. ’52 4-dr., $390. 
|| CHEVROLET—’57 Two-ten (8) 2-dr., NASH—’53 Ambassador Hardtop, $525". 
$2,290* (ps); Bel Air (8) Hardtop, OLDSMOBILE—’56 (98) Holiday, $2,- 
$2,270* (ps). '56 Two-ten (6) 2-dr., 250* (ps); (88) Holiday, $2,150* (ps), 
$1,200* (ps); 4-dr., $1,050. '55 Two- $2,085* (ps), $2,035*, $1,900"; Super || 
ten (8) station wagon, $1,365*; 4-dr., | Holiday. $1,980* (ps). '55 (98) Holi- 
$1,195, $1,010; 2-dr., $865; Two-ten day, $1,650*; (88) 4-dr., $1,605*, $1,- 
(6) 4-dr., $1,140*; Bel Air (6) 4-dr., 360*; 2-dr., $1,430*; Super Holiday 
$1,260*; Bel Air (8) Hardtop, $1,250; $1,600* (ps). 54 (98) conv., $1,400*: 
2-dr., $1,110*; One-fifty (6) 2-dr., | Holiday, $1,210; (88) 2-dr., $1,065. 
$805. ‘54 Two-ten 4-dr., $760. ‘53 ’53 (98) Holiday, $850* (ps); (88) 4- 
$420", "$405. "52 SL" a dr., $690* 
42¢ . *S2 -dr., a 
ie Se RE, tehae Baan eae PACKARD—'53 Clipper 4-dr., $525*; 2- 
CHRYSLER — °56 NY 4-dr., $2,295* dr., $290°. 
(ps). ‘55 Windsor Nassau, $1,550* PLYMOUTH—’'57 Belvedere (8) 4-dr., 
(ps); NY Hardtop, $1,225*. °53 NY $2,250*. °56 Savoy (8) 2-dr., $1,070. 
4-dr., $570* (ps). "55 Belvedere (8) station wagon, $1,- 
DeSOTO—’56 Fireflite Hardtop, $2,250* 325*; Hardtop, $1,300* (ps); 2-dr., 
(ps). °53 Firedome Hardtop, $620* | $1,000, $905; Savoy 4-dr., 2 at $900; 
(ps); 4-dr., $525, $460, $435* (ps). Plaza 4-dr., $875; 2-dr., $790. ’53 
DODGE—’57 Royal 4-dr., $2,700*. '55 Cranbrook 4-dr., $365, $355*, $255; 
Coronet Diplomat, $1,430*, $1,155*; Cambridge 4-dr., $360, $355*, $320, 
4-dr., $1,220*; 2-dr., $1,200*; Royal $315. 
| Lancer Hardtop, $1,355*, $1,275; PONTIAC—'55 Star Chief (8) Catalina, 
conv., $1,350° (ps). 54 Royal 4-dr., $1,405*; Chieftain (8) Catalina, $1,- 
$760. '°53 Coronet 4-dr., $445; 2-dr., 400* (ps); 4-dr., $1,150*, $625*; 2- 
$375; Meadowbrook 4-dr., $400, $365, dr., $890, '54 Chieftain (8) Catalina, 
$350*. '51 Wayfarer 2-dr., $100. $975*, $965*; station wagon, $940*; 
| FORD—’57 Fairlane (8) 500 Victoria, j 4-dr.,. $825*; 2-dr., $595*; Chieftain 
| 
| 








$2,315*. '56 Country sedan, $1,700*; | (6) 2-dr., $575. "53 Chieftain (8) Cata- 
Fairlane (8) Victoria, $1,630*, $1,595, | lina, $570*; 2-dr., $550, $415; 4-dr., 
$1,450; club sedan, $1,435*, $1,350; $525*, $485", $475*, $450*, $415. 52 
Custom (8) 2-dr., $1,380*, $1,285*. 2-dr., $350*; Catalina, $140, ’51 4-dr., 
’55 Fairlane (8) Victoria, $1,260* $245*. 


| (ps); 1 ’ : , , 
gece eT toot est ey eee «| STUDEBAKER—'53 Commander Land 


$1,000*; Main (8) 2-dr., $900, ’54 Cruiser, $300. °52 Commander 2-dr., 
Custom (8) 2-dr., $805*, $735, $675; $200. 

Main (8) 2-dr., $540. ’53 Custom (8) WILLYS—’53 Areo Lark 2-dr., $290. 
2-dr., $400; Crest (8) Victoria, $565*. MISCELLANEOUS — ’55 Chevrolet %- 
| ’52 Custom (6) 2-dr., $315*,. ’51 Cus- ton stake, $745. °53 Jaguar 4-dr., 
| tom (8) 2-dr., $220. | $800; Studebaker %-ton pickup, $235. 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions on Pages 32, 33, 36, 37, 42 








| whenever the accelerator is pushed 


| injection to get down’ around 


Inspections Due 


|tain an inspection sticker at the 
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per dollar than fuel injection, The 
six-barrel job has a factory list of 






















* > * 


Ant N. METZEL, chief en- 
gineer of Oldsmobile, discussed 
the extra-power situation with auto 
writers last week after a demon- 
stration of the cars. 
Metzel explained that during nor- 
mal driving the car operates with 
only the center carburetor of the 


“That's where economy comes 
into the picture,” he said. 

When the driver wants to tap the 
reserve of power, he pushes the 
accelerator three-quarters of the 
way down. At that point, the other 
two carburetors come into action 

“A newly developed vacuum 
power control system starts to open 
the valves of the two end carbu- 
retors,’ Metzel said. 

* o * 
Tos J-2 Rocket engine has a 10 
to 1 compression ratio, 

“Most drivers,” Metzel said, “are 
apt to use more acceleration for 
climbing hills, or for passing, than 
they actually require. In most other 
multiple carburetor systems, all 
carburetors open at the same time 


downward. 


“Therefore, economy of opera- 
tion suffers. But with the Olds- 
mobile’s J-2 Rocket engine, there 
is much greater opportunity for 
economical operation, simply be- 
cause the driver needn’t call on 
the engine’s reserve power, de- 
rived from the two end carbure- 
tors, unless he actually requires 
tg 
The extra two carburetors can 
be put into play at any speed when 
a sudden burst of power is needed. 
At steady acceleration, however, 
they would not come in until the 
car was travelling 90 miles an hour, 
Metzel expects the price of fuel 



















soon. 


For All Used-Car 
Sales in New York 


BUFFALO, — New York’s new 
compulsory auto-inspection law 
covers only 1952-and-older cars for 
inspection this year, but there's 4 
little-known feature of the law that 
will effect sold or transferred used 
cars—even used 1957 models. 

Effective May 1, owners of all 
1953 and newer used cars must ob- 











time of sale or transfer, unless the 
car already has a sticker as a result 
of a voluntary inspection. 

If a car is purchased from a reg- 
istered dealer, he is responsible for 
the inspection. But in a deal be- 
tween individuals, the law doesn't 
specify who is responsible for it. 


Most Powerful Transistor 
in Auto Radio! 


THE ONLY ONE BIGGER IN PERFORMANCE THAN THE PARTS IT REPLACES 


Greater Power Output 
Broader Tonal Range 
Longer Service Life 
Greater Fidelity with— 


Less Battery Drain 


Now—the Delco Auto Radio has more performance and sales advantages 
than any other make! That’s the new Delco unit, made with the most | 
powerful transistor used in auto radio. 


Its clarity and dependability are unsurpassed—yet it operates on much 
less battery current than conventional tube-type sets. And, no vibrator 
or rectifier is required! 

Not only does this conserve the battery—it puts less strain on all radio 
parts. They last longer and operate more efficiently. And there are no 
distracting background noises caused by mechanical devices working 
with high voltage. 

Delco Radio’s new, transistor-powered auto radio has been installed in 
hundreds of thousands of Chevrolets and Pontiacs where it has proved 


PRINTED CIRCUITS INCREASE QUALITY AND DEPENDABILITY its ability to deliver long-lived, trouble-free performance under all driving 
OF DELCO RADIOS conditions. It’s another Delco Radio development that brings more 
pleasure to your customers and more profit to you. 
No other radio uses so many advanced construction tech- 
niques to give you so much ruggedness, durability and value. 


A General Motors Value by D E LC O R A D i O 


DIVISION OF GENERAL MOTORS, KOKOMO, INDIANA 


WORLD LEADER IN AUTO RADIO 















Wernig to Direct. Driv 
New Engineering 
Setup at Fisher 


DETROIT.—An expanded 
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New-Car Dealers Pay .. . : 4 


Wichita Trust Case 






















Settled for $225,000 Soe 
nounced for the Fisher Body diy.§ js th 

(Continued from Page 1) Sp dumeo Ik Goodman, graced ail empl 

agreed not to enter such conspir-|pages of depositions from news- ager of the division. freq 
acies in the future. paper employes and new-car The new program coordinates the ginal 
ON Ae. dealers. fields of product design, manuf, At 

[ue suit was to have gone to/ [pn addition, he submitted more turing processes, production engi § /es5 # 
trial in Wichita on Feb. 25. The than 500 written questions to the neering, forward planning, tools ay to 8! 
case was dismissed on that date|gefendants and subpenaed more methods, product analysis and ,§ each 
in the U. S. District Court for Kan- |than 10,000 letters, papers and doc- perimental development choice 
sas following out-of-court settle-/yments. The case received two pre- Fisher employs about 11,000 in thee § doesn 
ment. trial hearings. fields. “rest 
Named in the suit as co-defend-| The pertinent documents alone Goodman said that Fisher Body; § from 
ants were the Wichita Automobile! weigh about 200 pounds, Dickey “integration of all the elements g | years 






Dealers Assn, and 28 new-car 
dealerships and dealership execu- 


tives. 
The Wichita Fagle and the Wich- 


said. He had expected to spend 

four weeks in Wichita presenting 

his case to the Federal Court. 
Dickey said he hoped the Wich- 






engineering control from th By 
designing phase on through th 
process of manufacture makes } with 
much more effective than the yw. gion ‘ 












ita Beacon were named as CO-CON-|ita settlement would serve “as fair linked control of the past.” 
spirators but were not named 48 /|warning to franchised dealers with Veteran Goodyear Distributor— James H. Wernig, Fisher Bod a 
defendants. similar ideas in other areas.” Schwab Rubber Co., Inc., New York, is honored by Goodyear Tire & Rubber Co. for| chief engineer, will head the eo § son r 





The suit claimed that Schmid 
and Eagle were first denied the 
right to advertise new cars in 
classified sections in October, 
1952. The complaint was filed 
against the new-car dealers on 
Aug. 13, 1954, said Dickey, and 
beth Wichita began 


and Eagle day. 

Dickey alleged that the two used- 
car dealers suffered a loss of $800,- 
000 as a result of the newspapers’ 
ban on accepting new-car advertis- 
ing from them. The suit sought 
treble damages. eee 


a Washington attorney said 
his staff has spent 2% years in 
preparing for the case that never 
went to trial. Beginning in the Fall 
of 1954, he declared, he took 1,200 


Plymouth to Keep 
Output Booming; 
Other Makes Up 


(Continued from Page 4) 
motive distribution and marketing 
of American Motors Corp., said. 

Compared with the preceding 10- 
day period, Rambler sales were up 
125 percent; Hudson, 24.3 percent; 
Nash, 15.3 percent, and Metropoli- 
tan, 14.4 percent. 

Against the comparable period of 
January the gains were: Rambler, 
128 percent; Hudson, 37.5 percent; 
Nash, 3.7 percent and Metropolitan, 
17.1 percent. 

” aa * 
Chevrolet 

E, N. Cole, Chevrolet general 
manager, told Chicago dealers that 
Chevrolet would maintain its No. 1 





In addition to Danzansky and | being the oldest Goodyear Airfoam distributor. Willy Schwab, second from left, pres- | larged activity and has been namej 
Dickey, Eagle and Schmid were | ident of the firm, is congratulated and presented a 10-year friendly relations plaque | general director of product eng. | 
represented by Wichita Attorneys | by E. J. Thomas, Goodyear president. Looking on, from left, are J. E. Mayl, vice-| neering. Bert Cotter, assistant chi¢ Stabi 
Zacharias, Hiebsch, Render and | president, Goodyear general products group, and R. E. Pauley, general manager, | engineer, replaces Wernig as chi¢ 
Kamas, and Madden and Madden. | foam products division. engineer. wi 
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With the Burroughs Sensimatic 








you mechanically speed up your 







accounting without changing 






your factory-approved system! 






position in auto sales this year and : 
would top last year’s sales through- a r - a 
out the year. ; 

Cole, addressing 500 dealers from 
Illinois, Wisconsin and Indiana, 
said he had already noticed signs 
of a spring upswing in auto buying 
in the Southwest and Southeast, 
where he has been talking at dealer 
meetings. He added that he ex- 
Pected the trend to spread North 
: with the warmer weather. 


Mercury 

Mercury sales jumped 32 percent 
in the 10-day period ending Feb. 
20, compared to the previous 10 
days, according to George S. Coats, 
general marketing manager. A total 
of 8328 Mercurys was sold from 
Feb. 11-20, compared to 6,292 in the 
first 10 days of the month, Coats 
said 
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Mercury sales rose 18 percent in 
the Feb. 11-20 period compared to 
the middle 10 days of January when 
sales were 7,058, and 18 percent over 
the middle 10 days of February a 
year ago, when 7,050 Mercurys were 
ft sold, Coats said. ; 

§ Mercury sales in 1957 have in- 
= 9.6 percent over 1956, Coats 


MYEQA-astONT 


t THE FINEST 
or. QUALITY INDIVIDUALIZED 


DEALER NAME PLATES 


are made by 
Wlorgren-STEMAG., inc. 
(FORMERLY STEMAC, INC.) 


1281 Se. Cherokee, Denver 23, Colo. 
Ask for typical sample, complete details 
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(Continued from Page 2) 

deal of the Chrysler labor strife 
is that, because of fluctuations in 
employment, Chrysler has been 
frequently saddled with the mar- 
ginal and inferior workman. 

A typical marginal worker gets 
jess and he gives less. He takes two 
to six months of unemployment 
each year because he has little 
choice. Furthermore, he probably 
doesn’t mind an occasional layoff to 
“rest up” or to “go down home” 
from whence he migrated some 
years before. 

By the same token, he is much 
more prone to go sullenly along 
with the gang in a sudden expres- 
gion of hostility and to participate 
in a wildcat strike because it’s “too 
not” or for some other trivial rea- 


gon, real or imagined. 
= * * 


Stability Sought 
HRYSLER CORP. officials are 
well aware of this problem and 
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times 


When the Sensimatic takes over on your dealer 
journals—or for that matter, all your account- 
ing records—it pulls out all the stops! 
Following your present factory-approved 
system, you can prepare your daily Distribu- 
tion Journals in one-third the time it takes to do 
them by hand. (Totals for each column print 
automatically across the page with a simple turn 
of a knob and touch of a single motor bar.) 
And, even more amazing, a Sensimatic lets you 
complete your monthly financial statement in 
just 2% hours! No wonder users call it the 
fastest accounting machine of them all! 





Drive for Competitive Work Standards ... 


Behind Chrysler Labor Strife 


are striving to stabilize production 
throughout the year. 

Stabilized production has scores 
of advantages today, including the 
eventual reduction of payments into 
the UAW’s modified guaranteed- 
annual-wage fund. 

Some time ago, William C. New- 


Title Law Introduced 


In New York Senate 


ALBANY. — A bill to protect 
used-car buyers has been intro- 
duced in the State Senate. It pro- 
vides that a title certificate must 
be issued when the car is sold 
and that the Bureau of Motor 
Vehicles would be responsible for 
certifying a title before register- 
ing it. 

Proposed effective date is July 
1, 1958, and the law would be ap- 
plicable beginning with ’59 models. 
A similar bill was passed by the 
Senate last year, but died in the 
House. 








faster! 


Easy to operate? Yes, even beginners become 
fast-working experts in practically no time. 
And that’s because your Sensimatic is so auto- 
matic that it actually makes most of the 
accounting decisions for you. 
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berg, vice-president of Chrysler 
Corp.’s automotive group, com- 
mented on the great need for the 
balanced production of cars. He 
said that an important objective 
was to give dealers balanced in- 
ventories. 

An important factor in Chrysler 
Corp.’s labor strife is the operation 
of its labor relations department. 
One UAW official, while admitting 
that this department is slowly ac- 
complishing a terrific assignment, 
said that Chrysler personnel just 
don’t have the “old pro” approach 
that GM people do. 

A high-placed Chrysler division 
manufacturing official attributed 
much of his company’s trouble to 
the organization of its labor rela- 
tion department. 

“We're obliged to work out too 
many problems at the plant level,” 
he said. “At General Motors, the 
union is repeatedly told that such 
and such a problem is in the hands 
of corporation officials, and there- 
fore out of the plant’s jurisdiction. 
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Besides permitting the situation to 
cool off, this policy has many other 
advantages.” 
+ + 
AST week’s threatened-strike by 
the 22,500 employes at the Dodge 
Main plant was narrowly averted 
by an announcement from Norman 
Matthews, UAW’s director of the 
Chrysler Department, that progress 
was being made. 

Later Matthews and John D. 
Leary, Chrysler Corp. labor rela- 
tions director, announced: “An 
agreement has been reached, resolv- 
ing all strike issues between the 
Dodge division of Chrysler Corp. 
and Dodge Local 3 of the UAW.” 

The union called on all em- 
ployes to report on their regular 
shift so production would con- 
tinue without interruption. A rati- 
fication vote on the agreement 
was scheduled for yesterday 

(March 3). 

A strike by the local would have 
closed_ down the entire corporation, 
because the Dodge local includes 
400 interplant truck drivers who 
supply the 19 Detroit-area plants 
with bodies and engine parts. 

Pat Quinn, president of Local 3, 
said the dispute concerned about 75 
unresolved grievances in the trim 


achine that prepares 


What’s more, today’s Sensimatic will stay 
modern tomorrow. If your system changes, you 
simply change the “sensing panel” —the master 
control that provides automatic operation—to 
adapt your Sensimatic to any new procedures. 

It will certainly be worth your while to get 
all the facts on how much time, effort and 
expense the Sensimatic promises to save you. 
Call our nearest branch office and ask for our 
free booklet on Automobile Dealer Accounting 
Systems. Or write to Burroughs Corporation, 
Detroit 32, Michigan. 

“Burroughs” and “‘Sensimatic”’ are trademarks 
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and metal shops concerning produc- 
tion rates and seniority. He said 
that dozens of workers had been 
disciplined for failing to keep up 
with the faster production rates. 


* * = 


a on the griev- 
ances had:been under way for 
several months, and local members 
voted overwhelmingly to strike last 
November. A brief wildcat strike 
occurred at one plant in January. 


In the DeSoto dispute, C. G. Es- 
chemach, DeSoto personnel director, 
and Syl Sumeracki, president of 
UAW Local 227, jointly announced 
last week that an agreement had 
been reached in the dispute involv- 
ing production standards and seni- 
ority. 

About 6,800 workers at DeSoto’s 
Warren and Wyoming plants in De- 
troit voted several months ago to 
strike unless the matters were 
settled. 


Sumeracki said Local 227’s bar- 
gaining committee will recom- 
mend to the membership that it 
ratify the agreement reached with 
the company and withdraw the 
strike vote. 

In the Canadian dispute, the 
members of UAW Local 444 ap- 
proved five resolutions which or- 
dered union leaders to seek im- 
proved benefits. 


The unionists are interested in 
additional rest periods, more nego- 
tiations before a worker is laid off 
in a work-standard dispute, an 
amendment in the provincial law 
to permit a strike over labor stand- 
ards, a work-standards committee 
and an area-wide meeting to formu- 
late a policy on work standards and 


automation. 
> > > 


Short Weeks at Issue 


Ca taian problems in Canada 
have been complicated by a 
three and four-day work week for 
8,500 employes, partly because deal- 
ers have deliberately refused to 
order a large volume of cars in the 
face of a possible cut in the na- 
tional excise tax on autos. 

Charles Brooks, local president, 
denied an earlier report that the 
union wanted the company to lay 
off its entire work force, rather 
than continue the short work weeks. 

An official of another auto com- 
pany summed up Chrysler's labor 
problems by saying: 

“Considering what they are try- 
ing to accomplish, we are somewhat 
surprised that they haven’t had 
even more labor difficulties.” 


Austin Introduces 
Restyled Version 
Of Family Sedan 


BIRMINGHAM, England — 
Austin Motor Co., Ltd. last week 
announced a larger and restyled 
version of its A-50 family sedan. 

Austin said it will be designated 
the A-55 because of improved 
engine performance and new fea- 
tures. The price remains unchanged 
in Britain, Austin said. 

Automatic transmission is avail- 
able as an extra-cost option, the 
company said. It is powered by a 
four-cylinder overhead valve engine 
with compression ratio of 8.3 to 1, 
which develops 51 brake horse- 
power at 4,250 r.p.m. 

Austin said the car was tested 
on the German Autobahn with an 
average speed of 60 miles per hour 
being maintained for 250,000 miles. 







THE FIRST 


“NEW LOOK” 
PENNANTS 


in over 2,000 years 


Send for our free literature ilustrating 
the largest line of traffic stoppers ever 
manufactured under one roof. Make your 
place stand out like a sore thumb. You 
get attention with Myrio products. 


MYRLO CO. 


Dept. N, 1231 Main Ave. 
Cleveland 13, Ohic 
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Coveted Performance 
Trophy won by Chevrolet as 
“best performing U.S. car’?! 


Here are facts, not claims, about performance. 
Look at the official figures from NASCAR’s* 
internationally famous Daytona Beach competi- 
tion for stock cars. Chevrolet, in two weeks of 
blistering competition, proved itself as America’s 
Number One performance car. Chevrolet 
amassed 574 points against 309 for the second 
place car. Nothing in the low-price field could 
touch it. No other car, regardless of price, scored 
such a sweep in the class events. And Chevy 
walked away with the Pure Oil Performance 
Trophy, hands down! 


Let’s look at the record, the unvarnished figures: 
FLYING MILE (two-way run) 
CLASS FOUR (Six-cylinder class) 
CHEVROLET 
2 CHEVROLET 
3 CHEVROLET 
4.. ..CAR A 
Mes. < es CHEVROLET 
CLASS FIVE (Low-Priced V8’ s) 
CHEVROLET 
(new class record) 
CHEVROLET 
CHEVROLET 
CHEVROLET 
CHEVROLET 
~and Chevy won every other place in the first 10. 


ACCELERATION (one mile from standing start) 
CLASS FOUR (Six-cylinder class) 


CHEVROLET 
CHEVROLET 
CHEVROLET 
CHEVROLET 


CHEVROLET 
(new class record) 
CHEVROLET 
CHEVROLET 


“BIG THREE’’ CLASS (flying mile for cars 
in the low-price field. All cars equipped with single-carburetor 
V8’s and automatic transmissions. ) 
CHEVROLET 
CHEVROLET 
CHEVROLET 


CHEVROLET 


All these winning Chevies were strictly stock 
models—none were modified. There’s no way to 
throw a smokescreen over ¢hese official results. 
The 1957 Chevrolet is, by all odds, the most 
astonishing performer ever produced in the 
low-price field. 

Best of all, this superiority isn’t limited to just a 
few extra-cost high-performance models. Every 
type of Chevy—from the six-cylinder models 
right up to the 283-horsepower ‘‘Super Turbo- 
Fire’ V8’s, from the single-carburetor V8’s 
with Powerglide to the stick-shift ‘‘270’s’’ —is 
a championship car in its class. 


Daytona proves it: Chevrolet dealers are han- 
dling the hottest performing cars of them all. 
Only Chevy dealers can tell this great story of 
achievement—the story of America’s Number 
One performance car. . . . Chevrolet Division 
of General Motors, Detroit 2, Michigan. 


*National Association for Stock Car Auto Racing 
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AUTOMOTIVE WASHINGTON 


Wild Hoss Inflation 
Doesn’t Hear ‘Whoa’ 


By William Ullman 

Washington Correspondent 
a that the cost of living hit a new high in January 
for the fifth straight month wasn’t unexpected, but it 

gave many capital economists a feeling of futility. 

on The actual increase wasn’t great—only 2/10 of 1 percent— 
but it is still going to mean a penny an hour wage boost 
ee Te. ee 


for more than a million auto, 
farm equipment, aircraft and 
electrical workers. 

Furthermore, the chief of the De- 
partment of Labor’s Bureau of 
Labor statistics said he expects liv- 
ing costs to continue “to creep up 
like this in February. 

To most consumers and small 
businessmen, the news sounded a 
bit ominous. Inflation continued its 
forward march in the face of much- 
discussed Federal Reserve “tight 


7 
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money’ policies. 
Prices advanced 
at the very mo- 
ment that Presi- 
dent Eisenhower 
implored them 
not to. 

The cost of liv- 
ing rose to a rec- 
ord peak during a 
month when half 
the speakers on 

Wiliam Uliman TV panels spoke 


f — 
So. : 


U.S. ARMED 
FORCES 
FAMILIES 


vaguely about how the Government 
is working to keep prices down. 


As a result, more and more peo- 
ple are wondering uneasily 
whether the Government really 
knows how to stop inflation. After 
months of wrestling with the 
treacherous spiral, the Govern- 
ment has done nothing to reas- 
sure anyone on this score. 


In spite of what the Government 
says or does not say, however, most 
people are beginning to realize that 
the following facts are true: 

Tight credit policies hurt the 
small businessman more than they 
do the big corporations. In spite of 
credit restrictions, business has 
gone right ahead expanding at a 
breakneck pace. The most notable 
exception has been residential hous- 
ing, by and large a field of small 
businessmen. 

+ * + 


Spiral Powers Inflation 


wage-profit-price spiral is 
contributing to inflation. 

Tight money policies do nothing 
to halt the wage-profit-price spiral. 
In spite of the President’s re- 
quest for voluntary action, big 
corporations and big unions are 
not likely to do anything on their 
own hook to gear wage and price 


hikes to increases in production 
efficiency only. 

If these are the economic facts 
of life in the battle against infla- 
tion, there is real cause for worry 
among small businessmen. Look at 
the breakdown of the January cost 
of living increase: 

Prices for food and clothing de- 
clined slightly. These reductions 
were more than offset, however, by 
price increases for all other major 
groups of goods and services. 

Specifically, price rises were re- 
ported for fuel oil, coal, gas, tele- 
phone service, used cars, auto in- 
surance, gasoline, new models of 
some appliances, laundry and dry 
cleaning, hospital and medical care, 
and western rail fares. New-car 
prices at dealer level were lower— 
but they only fell about half as 
much as they did a year ago. 

What do these changes mean? 
Farm prices dropped. Farm pro- 
ducers are relatively small and do 
not engage in collective bargain- 
ing with unions. Clothing prices 
dropped, and clothing manufac- 
turers are weak and cautious 
about countering wage increases 
with price increases. Car prices 
dropped at the dealer level, but 


That’s what you get when you advertise in the 
network of Army Times Publications. And that’s 
what you need to sell the military automotive 
market, a mass potential of young families with 
mature buying power and dependable incomes. 


HERE’S WHY 


Away from home, military personnel and their 
dependents have little interest in local newspapers. 
They are interested in news and information about their 
careers. That’s why they read Army Times Publications— 
written especially for Servicemen and their families. That’s 
why you get results when you concentrate your advertising 
in the network of Army Times Publications. 


This year, hundreds of thousands of cars will be purchased 
by Servicemen for their personal use. Add to this, the vast 
potential of the 29 billion dollar defense procurement 
budget, and you'll agree that the military market is a fertile 
field for advertising. For world-wide coverage, or concen- 
tration on only certain geographical areas of this market, 
we can show you how to reach it effectively and economically. 


Contact our nearest office for full information on how to 
influence new car and “after market” buying 


of the U. S. Armed Forces. 


15 WEEKLY EDITIONS REACH U. S. ARMED FORCES EVERYWHERE. 


ARMY 
TIMES 


AIR FORCE 
TIMES 


(Members of Audit Bureau of Circulations) 


NAVY 
TIMES 


Other publications include: U. $. Coast Guard Magazine, The American WEEKEND, 

The Military Market, Army-Navy-Air Force Register. 

ARMY TIMES PUBLISHING CO., 2020 M ST., N.W., WASHINGTON 6, D.C. 
Detroit Office: 1661 Guardian Blidg., Detroit 26, Michigan - Telephone: WOodward 3-5750 


U. S. OFFICES: Charleston, S. C., Chicago, Detroit, Honolulu, Los Angeles, Miami, New York, Philadelphia, San Francisco. 
FOREIGN OFFICES: Frankfurt, London, Paris, Rome, Tokyo. 


dealers know there has been m 
drop at the manufacturing levg, 

Most of the price increases, on th 
other hand, occurred in areas dom, 
inated by big producers and powe,. 
ful unions. They also occurred j 
areas which relatively are una. 
fected by tight money policig 
There is a strong suspicion thy 
stringent credit restrictions huy 
those businesses most which cop. 
tribute least to the inflationary 
spiral. 

ca 


* 
Rockier Roads Ahead? 


.. reports indicate that the 
Federal Reserve Board is sh 
ging off this possibility. One leadi 
financial paper stated the other day 
that: 

“The money managers. . . 
apparently unconcerned with the 
rise in business mortality rates 
that has occurred in recent weeks, 
Lacking exact information on the 
over-all causes for this increased 
failure roll, they are inclined to 
put the rise down as one reflec. 
tion of the revolution that has 
been going on in distribution. This 
has brought business reverses to 
many establishments in city 
areas.” 

If this statement truly reflects 
FRB and Department of the Treas. 
ury thinking, there are rockier 
roads ahead for small businessmen 


It is time now for the Adminis 
tration to give businessmen, 
straight answer to a number of seri- 
our questions. What specific solv- 
tions can the Administration recom- 
mend to the problem of the wage- 
profit-price spiral? 

Exactly how have tight money 
policies slowed down inflationary 
expansion among major industries? 

Does the Administration really 
have a clear-cut program for halt- 
ing inflation short of imposition of 
unpleasant wage and price con- 
trols? 

So far, Administration spokes- 
men, from the President on down, 
have not answered these ques- 
tions in their many press confer- 
ences and TV interviews during 
the past few months. They have 
done little more than express the 
pious hope that industry and la- 
+o will get together to stop infla- 

on. 

In the meantime, the cost of liv- 
ing continues to go up, breaking 
new records each month. 

+. = = 


Manpower Pinch Seen 


CHOOLS, industries and unions 
will have to make some revolu- 
tionary changes during the next 
decade if the nation is to have the 
kind of manpower it needs for 1965, 
according to the Department of 
Labor. 

If trends already established con- 
tinue their course, here’s what we 
have to have by 1965: 

One-third more trained profes- 
sional and technical people. 

One-quarter more craftsmen and 
semi-skilled operators; one quarter 
more clerical and sales people. 

One-fifth more managers; 15 
percent more service workers. 
We'll need fewer laborers, farm- 
ers and farm workers. 

Labor statisticians aren’t worried 
about the U. S. labor force being 
large enough, but they stress that 
it will have to be trained to fall in 
the right categories. 

To do the training job, colleges 
will have to get ready for a 75 per- 
cent bigger enrollment, high schools 
for a 60 percent increase. In addi- 
tion, industries will have to train 
many more workers on the job, ex- 
panding apprenticeship programs 
and other forms of job training. 
They will have to find useful jobs 
for people over 45, and use them to 
capacity. 

If the country meets this objec- 
tive, the gross national product 
should hit $560 billion by 1965, 
predicts the Labor Department. 
The average worker will produce 
goods and services worth $7,500 a 
year, assuming the work week 
will be six percent shorter than 
it is now. 

“Adding all these facts together,” 
commented Secretary of Labor 
James P. Mitchell, “It becomes 
clear that . . . there must be quick 
action taken to enlarge and improve 
our school system . . . improve 
training programs of ‘industry and 
labor . . . to eliminate all forms of 
discrimination, whether on the 
basis of age, sex, race, religion oF 


‘place of national origin, so as to 


give the fullest possible oupectants 
to every worker to develop 
capabilities.” 





Progress has been the keynote of the automotive industry. Today’s 
achievements are but challenges for the accomplishments of 


tomorrow. 


Over the years Bendix Products Division has contributed 
significantly to automotive progress. From four wheel brakes to 
power braking and power steering, Bendix has pioneered and 
developed many of the industry’s most notable advancements. 

And today Bendix Products Division is planning new and 


better products for the cars and trucks of tomorrow. 


That’s why the industry looks to Bendix* as a source of new 
ideas, as well as a volume manufacturer of automotive components. 


*REG. U.S. PAT. OFF. 


BRAKES + POWER STEERING + POWER BRAKING 
CONSTANT VELOCITY UNIVERSAL JOINTS « HYDRAULIC REMOTE CONTROLS 
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11. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 


2. Every dollar of gasoline and oll taxes, collected by states and federal 
9 2. Srwy dot Gol’ te the baliding and maistentone of tghwoye; 


3. Guard the of individual freedom, which made the U. S. A. 
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Capsule Comments 


General Motors dealers at council meeting with company 
executives agree that progress has been made toward re- 
establishing quality-dealer program. 

Back on the track pioneered long ago by Alfred P. Sloan 
jr., dealers say. 3 R . 


“Better brakes are a bonus resulting from higher horse- 
power,” according to Victor G. Raviolo, Ford engineering 
executive. 

One of the advances conveniently overlooked by certain 
“safety crusaders.” 


on 


ee 


* . * 
Spring season is here, with Washington’s Birthday open 
houses and arrival of March. 
If spring breezes don’t blow in the buyers, let’s go look- 
ing for them. 


PRAT Kt, RETIN 


we 


Chevrolet’s fuel-injection fleet sweeps the laurels at 
NASCAR Speed Week events. 
Fuel Injection—a flight to remember. 
* * * 
Harlow H. Curtice and Henry Ford II support Senator 
Wiley’s proposal for a review of the Federal tax structure. 
Re-examination of some of those “built-in” taxes is long 
overdue. : / : 


The 1956 new-car registrations total just missed 6,000,000 
by a hair, but still ranks as third highest of all time. 

A question for the statisticians: Which “goal” should be 
the criterion for success? 
* * * 

Unions won 104 out of 139 dealership elections last year, 
with totals and percentage of victory reaching postwar 
records. 

Why NADA is making an open entry into the personnel 
problem facing more and more dealers. 
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Coming 
Events 


Dealer Conventions 


March 24-26 — Automobile Dealers Assn. 
of North Dakota, Bismarck, 

March 25-26 — lowa Automobile Dealers 
Assn., Hotel Fort Des Moines, Des 
Moines. 

March 25-26—Nebraska New Car Dealers 
Assn., Paxton Hotel, Omaha. 

March 27—Rhode Island Automobile Deal- 
os Assn., Sheraton-Biltmore Hotel Provi- 
ence, 


Apr. | — Louisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans. 
Apr. 3-4 — Kansas Motor Car Dealers 


Assn., Hotel Broadview, Wichita. 

Apr. 4-5—illinois Automotive Trade Assn., 
Leland Hotel, Springfield, Ill. 

Apr. 10-12—Automobile Dealers Assn. of 
Indiana, Claypool Hotel, Indianapolis. 
Apr. 12-13—Arizona Automobile Dealers 
Assn., San Marcos Hotel, Chandler. 
Apr. 26-27—South Carolina Automobile 
Dealers Assn., Francis Marion Hotel, 

Charleston, 

Apr. 29-30 — Pennsylvania Automotive 
Assn., Penn-Sheraton Hotel, Pittsburgh. 

May 5-7—Idaho Automobile Dealers Assn., 
Pocatello. 

May 9-11—Washington State Auto Dealers 
Assn., Winthrop Hotel, Tacoma. 

May 14-15—Massachusetts State Automo- 
bile Dealers Assn., Inc., Hotel Statler, 
Boston. 

May 19-2i—North Carolina Automobile 
Dealers Assn., Asheville, 

May 24-25 — New Mexico Automotive 
Dealers Assn., Albuquerque, 

May 26-28—Tennessee Automotive Assn., 
Peabody Hotel, Memphis. 

June 6-7 — Oregon Automobile Dealers 
Assn., Multnomah Hotel, Portland. 

June 7-9 — Automobile Trade Assn. of 
caren Commander Hotel, Ocean 

' ° 

June 27-30—Michigan Automobile Dealers 
Assn., Mackinac Island. 

Aug. 1819—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, 
Savannah. 

Aug. 21-22 — Federation of Automobile 
Dealer Assns, of Canada, Toronto, 


Aug. 25-27—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 
Sulphur Springs. 

Sept. 6-8 — Maine Automobile Dealers 
cn. Inc., Samoset Hotel, Rockland, 

e. 


Sept. 8-10—New York State Automobile 
ealers, Inc., The Concord, Kiamesha 
Lake, e 

Sept. 8-10—Automotive Trade Assn. of 
Virginia, Hotel Roanoke, Roanoke, 

Sept. 8-10—Wyoming Automobile Dealers 
Assn., Sheridan, Wyo. 

Sept. 15-16—Kentucky Automobile Dealers 
, Sheraton Seelbach Hotel, Louis- 
ville, 

Sept. 16-17 — Minnesota Automobile 
ealers Assn., Nicollet Hotel, Minne- 
apolis. 

Sept. 16-17—Wisconsin Automotive Trades 
Assn., Milwaukee. 

Sept. 26-28—Arkansas Automobile Dealers 
Assn., Marion Hotel, Little Rock, 

Oct. 1-3—New Jersey Automotive Trade 
e.. Chalfonte-Haddon Hall, Atlantic 

ity. 

Oct. 2-4 — Texas Automotive Dealers 
Assn., Baker Hotel, Dallas, 

CF. 20-21—Oklahoma Auto Dealers Assn., 
ulsa. 

Oct. 20-22—Florida Automobile Dealers 
Assn., Balmoral Hotel, (Bal Harbour), 
Miami Beach. 

Nov. 3-5—Mississippi Automobile Dealers 
Assn., Buena Vista Hotel, Biloxi, 

Nov. 7—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford, 

Dec. 3—Utah Automobile Dealers Assn., 
Hotel Utah, Salt Loke City. 

s 


Auto Shows 


March 2-I0—Kansas City Auto Show, Ex- 
hibition Hall, Municipal Auditorium, 
Kansas City, Mo. 

March 6-9—Winnipeg Auto Show, Winni- 
peg Arena, Winnipeg, Man. 

March 6-10—Spokane Auto Show, Coli- 
seum, Spokane. 

March 13-17—Lincoln Auto Show, Muni- 
cipal Auditorium, Lincoln, Neb. 

March 14-17— Orlando Automobile and 
Truck Show, Orlando, Fla. 

March 20-24—West Texas National Auto- 
mobile Dealers Show, Municipal Coli- 
seum, Lubbock, 

March 29-31 — Hutchinson Automobile 
Show, Hutchinson, Kans. 

Oct. 30-Nov. 10—39th International Motor 
Show, Turin, Italy. 

Dec. 14-21 — Miami Automobile Show, 
Dinner Key Auditorium, Miami. 

Jan. 412, 1958 — Chicago Auto Show, 
International Amphitheatre, Chicago, 
(See CALENDAR, Page 27, Col. 5) 


30 Years Ago... 






Automotive Cartoon 


Of the Week 


“Maybe we should tell him that you can't overdo the 
accent on selling the wives!" 








Letterbox 


Sins of Distribution 

In your issue of Feb. 18, 1957, the 
last paragraph in “Capsule Com- 
ment” states: “Smaller dealers are 
losing sales because they can’t get 
cars, and charge that volume opera- 
tors in large cities are supplied 
first.” This letter is coming from a 
small dealer, and this is the truth. 

In years gone by we have usually 
had new cars sticking out of our 
ears by the middle of January. This 
year, because our products are very 
acceptable to the public, we had 17 
less Plymouths alone up to the first 
of January than we did in 1956. 

On Jan. 7 of this year we were 
invited to a factory meeting in Chi- 
cago. After the meeting we went 
around to see dealers handling the 
same line that we are. New cars 
were sitting outside in their fence- 
enclosed lots, dirty and grimy like 
they had been there a month or 
two. And more new cars were roll- 
ing in at most places we visited. 

We asked salesmen and sales- 
managers if these cars were sold. 
The answer that we got was nega- 
tive. We asked if we could purchase 
any wholesale. The reply was yes, 


The Big Stories 


A Copenhagen special dispatch says Scot Iverson, Danish engineer, 
has invented a gearless and brakeless automobile along the lines of 
which a first-class automobile can be built for less than a Ford. 

Maintaining a speed of more than 85 miles an hour, an American- 
built Auburn straight-eight touring model outdistanced the field in a 
free-for-all motor race in Stockholm, Sweden. 

Buick Motor Co. shipped 22,188 cars in February, compared with 
18,260 in January. The March schedule calls for 25,000 cars. 

The Janesville (Wis.) plan of the Chevrolet Motor Co. drove the 
250,000th car, a 1927 cabriolet, off the assembly line. The quarter of a 
million mark was reached in four years. Average production is 450 


a day this month. 


—From the files of Automotive News. 





‘Full Lots in the City... 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 









for $300 over dealer cost we could 
have all that we wanted. 


We could not deliver new cars at 
home and these cars were sitting 
there and are probably still there. 

Our factories are in debt millions 
of dollars and need sales about as 
badly as any one, and yet they dis- 
tribute new cars in this manner. It 
just doesn’t make sense to us. We 
believe that we could send our 
high-school boys up to the distribu- 
tion department and get a better 
job done——Sma.. DeEater. 

- * a 


What Was Car’s Speed? 

In reading the Jan, 28 issue of 
your publication, one of our mathe- 
maticians happened to notice the 
cartoon on Page 24, and as a matter 
of curiosity, computed the problem 
set forth in that cartoon, He seems 
to come up with a far different 
answer than that shown on the 
cartoon. 

We thought that this might be of 
some possible interest to you. We 
attach our man’s computation for 
whatever interest it might have for 
you.—D. W. Smrru, Supervisor, 
Maryland Casualty Co., Baltimore. 

(Eprror’s Nore: The cartoon 
claimed that a 50-pound shell, 
fired at a velocity of 3,000 feet 
per second, represents less mo- 
mentum than a 3,500-pound auto 
travelling 15 m.p.h. The computa- 
tions supplied by Reader Smith 
indicate that the auto would have 
to be travelling faster than 28 
m.p.h. to have the greater mo- 
mentum.) 


Why Not? 


I keep hearing rumors that Gen- 
eral Motors’ may import the small- 
ish Vauxhall from England to com- 
pete with that German car. Why 
don’t they call it a Vauxwagen? 


* * * 
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In today’s fast-changing economy ONE fact stands 
out. More people have more money than ever be- 
fore. America has a work force of over 64,000,000 

. a national income in excess of $338 billion. 
Thus it’s vital that you give fullest consideration 


to marketing efficiency. 


OUTDOOR can carry your sales message to more 
people . . . more often . . . at less cost. OUTDOOR 


sells to them closer to the point of sale! 


Because OUTDOOR posters and painted bulletins 
dominate the traffic channels of a fast-moving 


nation. And you get color, flexibility, massive 


Hold your next 
board meeting out: here 





and watch the Customers Go Buy / 


impact. Most important, your sales story sticks in 
customers’ minds: 


4 out of 5 people every month remember seeing 
specific OUTDOOR advertisements, according to 
nation-wide Starch Studies*. In markets tested 
more than 90% of people pass current posters, an 
average of 21 times in a 30-day period. 


“Ride a showing” of OUTDOOR locations and you 
can prove the impressive OUTDOOR story for your- 
self. Traffic counts are available to document the 
evidence of your own eyes. 


Investigation will be sure to produce a decision that 


OUTDOOR ADVERTISING INC. 


NATIONAL SALES REPRESENTATIVE OF THE OUTDOOR MEDIUM 


OUTDOOR belongs in your plans! Lack of time pre- 
vents your “riding a showing”? OAI will gladly 
bring the complete—but brief!—story of 
OUTDOOR’S marketing efficiency to you. 


The proved selling power of Outdoor Advertising 
has contributed heavily to America’s prosperity. 


OA lI 
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*From Starch Continuing Study of Outdoor Advertising 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Fulton, Mo. 


Factories have caught up with 
the demand of dealers and there is 
no car shortage here. 

New-car inventories are increas- 
ing along with used cars and most 
dealers report that business for 
February dropped from the strong 
January position. 

Repossessions seem to be taking a 
jump with several finance com- 
panies picking up delinquent older 
cars.—(L. H, Houck.) 

a * + 


Omaha 


A total of 1,163 new cars were 
registered in Douglas County 
(Omaha) in January, compared 
with the December total of 897. 

Chevrolet topped the field with 

315. Ford was second with 235. 
Buick, third, showed 131 registra- 
tions, and Plymouth had 100 for 
fourth. 

Truck registrations were topped 





No question about the right way to start customers off to a 
smooth-driving future—sell them Quaker State! It’s the years- 
ahead, Pure Pennsylvania Motor Oil, best for high. compres- 
sion engines and great for business. Satisfaction by the quart! 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. « MEMBER PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 


by International with 39, followed |and 11 in the last two weeks of 
by Chevrolet, 34, and Ford, 24. The | January.—(George M. Hunholz.) 
January truck total of 116 was A <o 

nearly double December's 68. — Milwaukee 


(Arthur R. Oleson.) ; 
ee New-car registrations in Milwau- 
Manlk K kee totalled 3,624, 3,634 in January, 
anhattan, Kans. a gain of 24 percent over the 
During the first two weeks of | December total of 2,933, according 
February, new-car sales in Riley |to figures compiled by the Wiscon- 
County (Manhattan), Kans.,|sin Automotive Trades Assn. 





slumped below sales in the last two! Registrations by makes were: 
weeks of January, 29 to 40, accord- 
ing to reports from the county 
treasurer’s office. 

Used-car sales held about even. 
There were 149 registrations in 
the February period, against 144 
during the last two weeks of Jan- 
uary. 


|Chevrolet, 815; Ford, 770; Buick, 
|368; Oldsmobile, 374; Plymouth, 
| 294; Pontiac, 156; Dodge, 153; Mer- 
|cury, 150; Cadillac, 114; Rambler, 
| 106; Chrysler, 76; DeSoto, 68; Stu- 
|debaker, 41; Nash, 37; Lincoln, 25; 
| Imperial, 21; Hudson, 8; Willys, 6; 
| Packard, 3, and miscellaneous, 49.— 


|February having the edge. 


leven. There were nine registrations 


In the truck department, new! ‘John E. Hubel.) 
units tallied four to three, with | 


* * 


Cincinnati 
Motor vehicle sales in Hamilton 
County (Cincinnati), O., during the 
week ended Feb. 14, totalled 1,634 


Used-truck sales were also about 


in the first two weeks of February, 





ae 
used trucks were sold in the week 
ended Feb. 14, compared with 77; 
used cars and 33 used trucks 9 
week earlier. 

Repossessions for the week endeg 
Feb. 7 totalled 60. When compared 
with the previous week, which 
established a high for this year 
repossessions decresaed 34 units 
(Frank Kappel.) 

* * 


Phelps County, Mo. 


New-car sales are good in the 
|neighboring towns of Rolla and gt 
|James in the Central Missoupj 
|county of Phelps. 
| Inventories were reported normal 
jin Rolla, but in St. James, dealers 
complained of a shortage. 
Used-car sales were reported 
|Slow, with inventories on the rise 
jin Rolla. Reposessions are about 
average, but accounts are being 
paid at a rate slower than usual.— 
(L. H. Houck.) 
oe 





illum 


“It’s your floor day!” 





* * 


Cleveland 


A sharp surge in used-car sales 
in the Cleveland area during the 
second week of February pushed 
the seven-day total to 1,611, a ree. 
ord for the year. 

New-car sales also moved up- 
ward, going to 1,484, just a few 
units under the weekly high for 
the year. 

In commercial sales, the turnover 
was 55 new units and 54 used— 
(Sanford Markey.) 

* * 


units, an increase of 29 over the 
previous week, but 244 less than 
in the like week of 1956. 

During the week a total of 727 
new cars and 66 new trucks were 
registered, compared with 757 new 
cars and 38 new frucks in the 
previous week. 

A total of 301 used cars and 40 


+. 


Ottawa 

The new-car market in Ottawa 
during February, while generally 
finding more interest among buyers 
than in the same month last year, 
has been held down by a growing 
belief that the excise tax may be 
eliminated or lowered in the com- 
ing budget. 

One large dealer reported that 
he sold 24 units in several days in 
February, or about the same as 
last year, but that at least twice 
as many prospects visited his 
showrooms. Other dealers 

| reported similar experiences. 

They believe that prospects are 
|making decisions, but are holding 
|up on the actual purchase until 
jthe budget has been presented. — 
| (M. L. Schwartz.) 


‘Boston Sells Out 
Big Service Show; 


Annex Planned 


BOSTON.—All exhibit space in 
the Commonwealth Armory has 
been sold for the National Auto- 
motive Service Show, exposition 
officials have announced. The show 
is scheduled for May 23-26. 

In an effort to accommodate late 
applicants, the committee has 
arranged to erect a Portico Annex 
adjoining and connected with the 
armory. 

The show is sponsored by N. E. 
|Regional Automotive Show, Inc. 

Three trade associations have 
scheduled programs for the days 
preceding the show. The National 
Standard Parts Assn. and the Motor 
& Equipment Wholesalers Assn. 
will convene May 20-22, and the 
Motor & Equipment Manufacturers 
Assn, will hold a one-day meeting 
May 22. 

Also slated for May 22, is the 
Kickoff Show Dinner, sponsored by 
Automotive Booster Club, New 
England B-1. 


United AL Links 
Detroit, Coast 


DETROIT. — Nonstop airline 
service between Detroit and Los 
Angeles was inaugurated March 
1 by United Air Lines. 

The new flight is serviced by DC- 
7s, with a schedule of 7 hours 15 
minutes between the two cities. 

The flight leaves Detroit at 
5.30 p.m., Eastern Standard Time, 
and arrives in Los Angeles at 9:45 
p.m., Pacific Standard Time. Over- 
night return service departs Les 
Angeles at 11:30 p.m., Pacific Stand- 
ard Time, and arrives in Detroit at 
8:30 a.m., Eastern Standard Time. 





Plastics Post to Davidson 


James R. Davidson has been aP- 
pointed executive secretary of the 
Society of Plastics Engineers, Inc. 
Davidson formerly was sales mant- 
ager of Hoosier-Cardinal Co. 





e 
5 
J] 
r 
L. 
e 
s 
“ 


= SS & 


The Bulletin goes home...delivers more copies to more people 


every seven days in Greater Philadelphia than any other newspaper 


In the prosperous 14-county Greater Philadelphia market, people 
spend $1,252,000,000 for cars and accessories each year. You 
can reach them in the home where the decisions to buy are made. 
Use the advertising columns of Philadelphia’s home newspaper— 
The Evening and Sunday Bulletin. And now your sales message 
can have the added impact of R. O. P. spot and full COLOR— 


evening and Sunday — seven days a week! 


The Bulletin exerts a powerful influence on the buying 
habits of its readers. Philadelphians like The Bulletin. They 
buy it, read it, trust it and respond to the advertising in it. 
The Bulletin is Philadelphia’s home newspaper. 

Advertising Offices: Philadelphia, 30th and Market Streets New York, 


342 Madison Ave. Chicago, 520 N. Michigan Ave. Representatives: Sawyer 
Ferguson Walker Co., Detroit + Atlanta * Los Angeles * San Francisco * Seattle 


In Philadelphia nearly everybody reads The Bulletin 





AUTOMOTIVE NEWS, MARCH 4, 1957 


TURNINGS 


by 


John T. Benedict 


Engineering Editor 


Auto Competition Extends 


To Turbine Progress News 


— true breadth of potential au- 
tomotive turbine applications 
was brought into focus by the mid- 
February rush of progress an- 
nouncements. Disclosures by Ford 
and Chevrolet that they are experi- 
menting with turbine - powered 
trucks—coming in the same week 
as Chrysler’s announcement that 
space allocated to its gas turbine 
engineering effort has been more 
than doubled—caused a few techni- 
cal eyebrows to be raised. 


followed the industry’s turbine 
developments closely. The Ford 
and Chevrolet announcements are 


You 
can quickly 
SEE 


SALES 
by make 


SALES 
by model 


SALES 
by individual 
dealer 


SALES 
by census tract 


merely the logical extension of 
previously available information 


result of growth in staff and 

facilities requirements as the new 

type of powerplant moves along 
toward preproduction prototype 
design status. 

In attempting to evaluate the 
significance of these latest turbine 
progress claims, some have asked 
if this means that Ford and GM 
are altering the course of turbine 
research to place new emphasis on 
truck installations. 

The answer to that one is “No” 
—for the tie-in between turbine and 
commercial vehicles has been dis- 
cussed publicly right from the start. 
As a matter of fact, in June, 1954, 


with the first disclosure of GM tur- 
bine design details, William A. Tu- 
runen said: “Preliminary studies 
indicated that the area in which 
the gas turbine might best make 
its initial entry into the transpor- 
tation field would be in the heavy- 
duty or commercial installations.” 
And, during the same month, GM 
unveiled its experimental installa- 
tion of a gas turbine in a bus. 
Passenger car interest at GM is 
attested by trials with such tur- 
bine vehicles as Firebird I and 
Firebird II. 

Insofar as Ford is concerned, the 
turbine-vehicle announcements 
have been handled differently. 
Although it has been common 
knowledge that Ford’s turbine pro- 
gram included road trials with 
tur bine-powered cars (and some 
pictures of a passenger car instal- 
lation were in circulation)—I don’t 
recall any official statement by 
Ford on this prior to the turbine- 
truck announcement last month. 

* * ” 


y=. again, the truck tipoff 
had been given several times 
previous to the actual announce- 
ment of a vehicle. The most-recent 
hint was handed out less than a 
month before Ford rolled-out its 
turbine truck. At the preview of 


Calif. Law Restricts 
Auto Sale After Crash 


SACRAMENTO, Calif. — A law 
making it illegal for a car owner 
to transfer his interest in any 
vehicle which has been involved 
in a reportable accident until 
financial responsibility require- 
ments are met has been signed by 
Gov. Goodwin Knight. 

A reportable accident was de- 
fined as one in which there was 
death or injury, or where prop- 
erty damage was $100 or more, 


that the gas turbine would be in- 
troduced in trucks before it ap- 
pears in production automobiles. 
While on the subject of turbine- 
powered trucks, credit for stimu- 
lating interest in such installa- 
tions with a healthy prod based 
on extensive data from actual 
field service should go to Ken- 
worth and Boeing for their pio- 
neering efforts. I imagine that 
some engineers who laughed 
when they read about the Boeing 
turbine in a Kenworth truck five 
. Or six years ago do not think it 
is quite so far-fetched today. 
However, to dispose of any 


Ford’s 1957 trucks in January,|thought that the auto industry’s 
Robert S. McNamara, general man- | turbine-development work has been 
ager of Ford Division, predicted 're-oriented toward trucks to the 


We COUNTED 


the CARS YOU SOLD 
in Cleveland in 1956 


HERE is a detailed study of the 

sale of 79,391 new 
automobiles, more than 1% of all 
the cars sold in America in 1956. 


Write, wire or phone for your copy from 


The Cleveland Plain Dealer 


Cresmer and Woodward, Inc., 627 New Center Bldg., Detroit 2, Mich. 


exclusion of passenger cars: It iy 
my guess that, in the first year 
turbine-powered truck is offered 
quantity sale, some turbine-driye, 
automobiles also will be av. 

for those who are willing to Day 
the price. 

Which reminds me that, with tp 
day’s optional fuel injection ang 
supercharger installations ca: 
price tags approaching $500, yoy 
can begin multiplying from this 
figure to get an idea of the probg. 
ble high-cost option price level of 
a turbine engine when it first ap. 
pears on the market. 


One small outward sign of the 
competitive pressure which is build. 
ing up as the auto makers strain 
to be first to perfect and produce 
a commercial gas turbine is the ip. 
tense rivalry that extends even tp 
publicity in this area. 

If you doubt this, then you mugt 
be willing to say that mere chance 
was responsible for practi 
simultaneous claims of significant 
turbine progress emanating from 
the three largest auto companies 
While admitting that this is possi- 
ble, I should tend to regard it ag 


a remarkable coincidence. 
+ > = 


Color-Anodized Keys 
Enjoy Popularity Boom 
I LOST my blue anodized alumi- 

num ignition key the first time 
my wife set eyes on it. Now, several 
weeks after appropriating the key, 
she tells me that its functional 
quick-identification value outweighs 
the novel color effect which at- 
tracted her in the first place. 

When approaching a locked car 
with an arm-full of bundles, or 
picking out the ignition key upon 
entering a dark car at night, most 
of us would be happy to dispense 
with the nuisance of identifying the 
key we want by the round-or- 
square-end method. 

Some who gave up on the end- 


*| spotting technique in favor of trial- 


and-error among a number of keys 
often are even more vocal in ask- 
ing, “When will they do something 
about this?” 

One answer is the color-coded 


One company in particular is said 
to be under way on an expanding 
program of establishing national 
outlets. Of course, even as I write 
this, I realize that the car-key 
identification value of color treat- 
ment will be somewhat lessened for 
the person who has nothing but 
colored keys on his ring. 

In any case, interest has grown 
to a point where auto makers have 
begun to explore the original equip- 
ment possibilities. One of the first 
steps has been*to have potential 
suppliers prepare preliminary cost 
and availability data The lock 
makers currently are investigating 
the situation. If they can come up 
with the right answers, it is possi- 
ble that the color-harmonizing 
touch will extend to auto keys in 
the not-too-distant future. 

In the meantime, it is an intri- 
guing idea — and perhaps the time 
is ripe for setting up a standardiza- 
tion committee. As a tentative line- 
up, how about something like this: 
blue for house front door, green 
for house side door, black for 
garage, red for gas tank lock, gold 
for trunk lock, and that leaves us 
with just plain silver or n 
aluminum tone for car door and ig- 
nition locks. 

But with the much publicized 
two-car trend, what do we do then 
for keys to the second car? 


Gas Welding Process 
Adapted to Cutting 

NEW YORK. — The inert gas 
welding process, developed by Air 
Reduction Sales Co, in 1948, cam 
now be used for cutting nonferrous 
metals in addition to welding fer 


rous and nonferrous metals, the 
firm said. 


Using standard Aircomatic weld- 
ing equipment, this new process is 
said to require no special operator 
techniques. Adjustments in ga 
flow and steel wire speed are said 
to be all that is needed. Both high 
production machine equipment and 
manual equipment can be adjusted 
for cutting with equal facility, the 
firm said. 











Across the Nation... 
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_ Dealer Changes 


' George Doyle, president, Doyle 

in Motors, has purchased C. W. 

ids, Inc. (Chrysler-Plymouth), 
after giving up a Studebaker fran- 
@hise at the start of the 1957 model 


i Mew- -car sales will be made at the 

location with used-car sales 
being handled at the Doyle site. 
Arthur C. Lohman, president of 
Fields, will continue a used-car lot 
he has been operating. 


= * 7 


Standard-Triumph Names 

5 New U. S. Distributors 

_ Five new U. S. distributors have 
‘been added by Standard-Triumph 
‘for its British-made autos. 

They are Genser-Forman, Inc., 
Jersey City, N. J.; Jarrard Motors, 
Inc. Pensacola, Fla.; Foreign & 

Cars, Inc., Worcester, Mass.; 
pean Motors, Inc., Detroit, and 
United Auto Sales, Inc., Wheaton, 
Md. 
. > = 
S-P for Murray 
Murray Motor Co., Salt Lake City, 
been franchised as a Stude- 
ker-Packard dealer. Owner is 
Murray. 


> > . 


Ford Franchises McGuire 
’ McGuire Ford has opened in Mil- 
ukee. President is John McGuire. 


Kiefer Joins Mulcahey 
| Mike Mulcahey has announced 
of a half interest in Mike 
cahey Buick Co., Ottawa, Kans., 
Ben C. Kiefer, farmer and stock- 
"man. The firm now is known as 
'Kiefer-Mulcahey Buick Co., Inc. 
"The company also handles Oliver 
n machinery. 


* 
Center Meawe Moves 
| Center Motors (Renault- 
Dauphine) has moved from 310-311 
igsbee -—, to 317 Rigsbee Ave., 
Dunh N.C. Dewey Barbee, who 
- been in the ouinenshtie "pusi- 
r for 12 years, is owner and 
or. 


I Gate Awards 
Franchises; 


13 Are Exclusives 


' DeSoto announced that it 
A ded 49 franchises from Nov. 15 
Feb. 8, giving it a total of 2,461 


ers on the latter date. Thirteen | 
of the new outlets are one-line) 
)@ealerships. DeSoto said it had 32 


clusives on Feb. 8. 

The new exclusives are: Grentner 
os., Miami, Fla.; Fairmont Motor 
es, Pawtucket, R. L.; Five Points 


ptor Co., Inc., Garden City, Kans.; 


"Grant W. Musik, Anaheim, Calif.: 
- Walton Motor Sales, Inc., Chicago; 
| dim’s DeSoto Sales, Watertown, 
Wis; Snyder Motors, Inc., Latrobe, 
: ; Hutchinson Motor Car Co., 
hinson, Kans.; Myklebust 
otors, Inc., Longview, Wash.; 
funter Sales & Service, Inc., 
Wellsville, N. Y.; Webb Motor Co., 


Calif.; Neuman Motors | 


to Inc., Towanada, N. Y., and 
n DeSoto, Inc., Oneida, N. ¥. 

j, other new dealerships are: Jesse 
mmond Motors, Sheffield, Ala.; 

Dé 8 Motor Co., Tuskegee, Ala.; 
Auto Sales & Service, 
; Channon - Metzger Motor 
Winnetka, Til.; Ned Branch 
od Co., Millington, Tenn.; Phil- 
‘lips Motor Co., Inc., Spruce Pine, 
N. C.; Adduci Motors, Inc., Hamp- 
stead, N. Y.; Sid Haydon, Inc., 
Little Rock, Ark.; Mt. Lassen 
Motor Co., Susanville, Calif.; Nat 
- Motor Sales, Warren, Pa.; Paul H. 
: ‘Taylor Motors, Inc., Beaufort, S. C.; 
Adler New Center, Detroit: 
_ Duquette Motor Sales, Inc., Mont- 


Fs 


< 


>. 


ch, 
_ Coopersville Motor Sales, Coopers- 
' Ville, Mich.; Greensburg Motor Co., 
ei Greensburg, Pa.; A. C. Morris, Sum- 
_Mersville, N. ¥.; H & S Motors, 
Inc., Lewiston, Id.; East St, Louis 
Motor Co., East St. Louis, IL; 
Anderson Motor Co., Inc., Lebanon, 
| Ore.; Greeson Bros. Neoga, IIL; 
_ Harward & Spencer, Inc., Richfield, 
. Utah; Nachiondo Motors, Winne- 


ce 





ee. O.; Leon Parker, Inc., Sparta, | 





mucca, Nev.; Brewer Sales & Serv- 
ice, Flemingsburg, Ky.; B. J. Hurley 
Auto Sales, Seaford, Del.; Janak- 
Kiley Motors, Inc., Crystal Lake, 
Til. 

Chronister Motor Co., Drumright, 
Okla.; Standard Garage, Fairbanks, 
Alaska; Lang Motors, Lakeview, 
Ore.; Cramer Auto Sales, Green- 
view, Ill.; Vandalia Bitzer Motors 
Co., Vandalia, Ill.; L & R Motors, 
Inc., Carrollton, Ky.; Henry Ober- 
ling Motor Co., Portsmouth, O.; 
Greenshaw - Eddings Motor Co., 
Tahlequah, Okla.; Hubbard Motor 
Co., Watertown, S. D., and San- 
ford Motors, Inc., Pittsburgh. 


* * * 


FA Motors Expands 


FA Motors Inc., Rochester, N. 
Pe (Volkswagen), has moved to 
new quarters at 160 Mt. Hope 
Ave. from 209 North Clinton. The 
new site will provide added show- 


room and servie space, said Fred 
Allen, president. 


* * 


Stephens Opens 2nd Deal 


McDonald Stephens (Buick), 840 
Carondelet St., New Orleans, has 
organized a separate dealership, 
Stephens Foreign Cars. Stephens 
has purchased the assets of British 
Motors. The cars to be sold are 
Jaguar, Morris, M-G, Riley, Austin- 
Healey, Triumph, Magnette, Renault 
and Austin. 


* * * 


Coggin in New Home 


Luther Coggin Oldsmobile Co., 
Birmingham, Ala., has opened its 
new building at 2314 Warrior Rd. 
The firm is headed by Luther 
Coggin sr. and Luther Coggin jr. 

* * + 
Dickman Takes Rambler 
Suburban Nash Co. 1902 Second 
St., S. W., Rochester, Minn., has 
been franchised as a Nash-Rambler 
dealership. Don Dickman is presi- 
dent. 


* * * 


3 Deals in New Mexico 


Involved in Changes 


The Ford dealership in Hobbs, N, 
M., has been purchased from Bud 
Madera by F. D. Spaniol, Liberal, 


THE WAGNER 


ROTARY COMPRESSOR 
IS IMPORTANT IN MAKING 
WAGNER AIR BRAKES 


SAFE... 


EFFICIENT 
-ECONOMICAL! 


Kans., and renamed Spaniol Ford 
Co, of Hobbs. 

At Albuquerque, Oden Chevrolet 
has announced that it will move to 
new quarters early this summer. 

Nick and Frank Cimino have 
purchased a Ford dealership in 
Raton from Bill Engle and re- 
named it Cimino Brothers Ford Co, 

* + * 


English Dodge Reopens 
English Dodge-Plymouth, 1308 
Hennepin Ave., Minneapolis, has 
reopened after remodeling. Irving 
H. English is president. 
* 


* * 


Parker Opens Plymouth 

Curtis Parker has opened a 
Plymouth dealership at 2200 Live 
Oak, Dallas. Clyde J, Maddox is 
general manager and Bill Gandy 
is sale manager. 


* * * 


Sandager Outlet Sold 


The dealership ey operated 
by the late Harry Sandager in 
Cranston, R. I., has been taken over 
by John Rossi and J. D. Oliver and 
will be known as Rossi-Oliver Ford, 
Inc. 

= * > 


Meehan Sells to Help 
Edward Meehan, Studebaker- 


Actual field analysis shows that Wagner Rotary Air Compressors 


are safe—efficient—economical. They provide plenty of air for any 
and consistently keep serv- 
ice costs low because of exceptionally long life and easy, infre- 


emergency ... 


quent maintenance. 


Wagner Rotary Air Compressors, available in either 9 or 12 
C.F.M. capacity, air or water-cooled, are standard with every 
Wagner Air Brake System. These Compressors are the only com- 
pressors that employ true rotary motion, with minimum friction 
loss. And because oil is separated and cooled before air is dis- 
charged, air temperature is reduced and formation of carbon, 


have fast air recovery ... 


sludge and varnish in air lines is prevented. 


But check all the cost-saving features of complete Wagner Air 
Brake Systems for yourself. A copy of Catalog KU-201, giving 
full information, is yours for the asking without cost or obligation. 
Write for your copy, today! And remember, when ordering new 


equipment, be sure to specify Wagner Air Brakes. 


Wagner Electric Corporation 6393 PLYMOUTH AVENUE + ST. LOUIS 14, MO., U.S.A. 


Wagne Hi Beale Gtr 


yok ROTARY AIR Cure 





WAGNER MOISTURE 
EJECTION VALVE 


is one of many important Wagner 
Air Brake Components available to 
you. This fully automatic valve keeps 
oir reservoir clean and dry. 


Operating in the 15 to 20 p.s.i. air pressure range, 
it ejects moisture with each average brake application 
without causing a noticeable drop in tank pressure. 
May be mounted in any convenient location. No heat- 
ing element is needed, as this valve cannot freeze in 
open (exhaust) position. Installation is quick and easy. 
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Packard dealer in Cleveland, has 
sold his dealership to two employes 
—John O'Malley, general manager, 
and James Dickerson. 

+ * + 


French Renault Signs 
Four More Dealers 


Renault has announced that it 
has franchised Sports Cars, Inc., 
1701 Chartres St., Houston, and 
three other dealerships. 

They are Thoroughbred Car Co., 
820 N. Broadway, Oklahoma City, 
Tom’s Sports Cars, Eastland, Tex., 
and Clayton Motors, 1130 Bland St., 
Bluefield, W. Va. 


* > * 
Nash for Moyer 
W. D. Moyer has opened a Nash 
dealership at 1224 N. Chaparral, 
Corpus Christi, Tex. 
* * 


Loll Opens Dodge Deal 
Ed Loll & Sons has been fran- 
chised as a Dodge car and truck 
dealership in Wahpeton, N, D, 
o * > 


Nutt Adds Volvo 


Volvo has been added to the list 
of imported cars carried by Clifford 
T. Nutt, Monrovia, Calif. who is 
also a Packard dealer, 


qnasanenanasanwmenanasand 


LOCKHEED HYDRAULIC BRAKE PARTS and FLUID * NoRol * CoMaX BRAKE LINING * AIR BRAKES * AIR HORNS * TACHOGRAPHS * ELECTRIC MOTORS * TRANSFORMERS * INDUSTRIAL BRAKES 





What made Macks 
THE STARS OF THE SHOW? 


a memo from P. O. Peterson, President of Mack Trucks, Inc. 


Now that the National Automobile and Truck Shows are over, we at 
Mack have been asking ourselves why so many people were lured away 
from the sleek new cars to examine our husky working vehicles—the 
Mack trucks, bus and fire apparatus. 


For we really drew the crowds! Not just casual passers-by, but interested 
visitors who studied the trucks, came aboard the new Mack bus, and even 
climbed ten feet to peer into the cab of the giant Mack dumper that 
dominated the entire floor. 


I suppose many people were impressed with the sheer size and obvious 
strength of our Macks. And perhaps by their handsome, functional 
design as well. 


But it’s certain that good looks alone didn’t draw the many “pro’s”: the 
men whose livelihood depends on the vehicles they buy and operate. I 
think they were just naturally interested in the units that do the most 
work for the lowest costs and go on doing it the longest. 


Yes, there was a strong trend towards Macks at these shows, just as there’s 
a strong and growing trend toward Mack vehicles in over-the-road 
hauling, in construction and road-building, in bus line operations, in 
fire-fighting, and in every other field where profits or protection depend 
on the performance of heavy-duty vehicles. 


You may be sure that we at Mack will continue to make the best equipment 
you can buy. We’ve got a great motto to live up to in “Built like a Mack” 
and I think the equipment we displayed proved that we do it with plenty 
to spare. 


But the real proof of any working vehicle is in its acceptance. So in the busy 
days ahead, whenever you see important hauling jobs—count the Macks! 


Mack Trucks, Inc., Plainfield, New Jersey. 


MACK TRUCKS + BUSES + FIRE APPARATUS AND ELECTRONIC EQUIPMENT 
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There are a number of excellent marketing areas open for appointment of new Mack distribu- 
tors. For particulars, write Distributor Sales Division, Mack Trucks, Inc., Plainfield, New Jersey. 
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Auto Personnel 


A. M. Byers Co, has announced 
election of L. A. McQueen and 
Frank W. Knowlton as directors. 

Both men are directors and offi- 
cers of General Tire & Rubber Co., 
Akron. McQueen is sales vice- 
president and Knowlton is secre- 
tary and general counsel for Gen- 
eral Tire. 


* * * 


L. A. Young Picks Cannon 


Appointment of Don Cannon as 
manager of the three Chicago 
plants of L. A. Young Spring & 
Wire Corp. has been announced. 
Cannon has been assistant com p- 
troller of the corporation and as- 
sistant to Russell B. Robins, mar- 
keting vice-president, 

* . + 


Tung-Sol Names Becker 


In Automotive Division 
Oharles H. Becker, of the Detroit 

office of Tung-Sol Electric Inc., has 

been named manager of the firm’s 


automotive division. : 
Becker, former assistant division 





manager, succeeds C, A, Morse who 
remains in an advisory capacity. 
Becker will direct original equip- 
ment sales. He has been associated 
with the firm since 1968. 

* 


Standard Elects Sigmier 


Election of C, OC. Sigmier as a 
director of Standard Products Co. 
has been announced. Sigmier is 
chairman of the board of Parker 
Appliance Co. He fills a vacancy 
created by resignation of Robert A. 
Weaver, chairman of the board, 
Ferro Corp. 


4-Wheel-Drive Promotes 


Anderson, Two Others 

Four Wheel Drive Auto Co, has 
promoted Victor M. Anderson to 
assistant to the sales vice- 
president and Fred A. Brown and 
Robert J. Peterson to assistant 
sales managers. 

G. F. DeCoursin, sales vice- 
president, said the promotions 
are part of the firm’s expansion 








of its sales organization, Ander- 
son joined FWD in 1936, Brown 
has spent 19 years with FWD, 
and Peterson joined FWD earlier 
this year, 


Mack Promotes Larson 


Cc. F. Larson has been named 
branch operations manager for 
Mack Trucks, Inc., Plainfield, N. 
J. He formerly was executive as- 
sistant in Mack’s government 
department. 


> * * 


Mack Promotes Lewis 


Elisworth A, Lewis has been ap- 
pointed general director of indus- 
trial relations for Mack Trucks, 
Inc. He formerly was director of 
industrial relations for Mack 


branches. 
7 > * 


| Thompson Picks Chidlaw 


To Head Planning Group 


Retired Air Force Gen. Benjamin 
W. Chidlaw has been appointed 


chairman of the planning commit- | 


tee, Thompson Products, Inc. The 
committee is responsible for chart- 
ing the future course of the com- 
pany. 

Chidlaw joined Thompson as a 
vice-president and director in 1955 


NEW ARMSTRONG TIRE 


ROLLS 114.000 Ml 


Rolling doesn’t wear off rubber — scuffing does. Armstrong’s 
new design checks scuffing, gives phenomenal mileage. 


“114,000 miles over rugged Maine roads — 
and still good for a lot more!” That’s typical 
of letters in our files testifying to the amaz- 
ing mileage Armstrong’s new Miracle S-D 
Tires run up — because they “kiss the road”. 

Tire engineers have long known that so 
long as a tire rolls over the road, wear is neg- 
ligible. But when design causes rubber to be 
dragged, even a fraction of an inch, scuffing 


causes rapid wear. 


ARMSTRONG ~~*“s- TRUCK TIRES 


Miracle S-D Armstrong Tires lick scuff- 
ing! Interlocking sipes let tread rubber 
“rock” just enough to kiss the road hello and 
goodbye. And intertread bumpers (see dia- 
gram) permit deep-tread ribs that can’t 
weave. Traction goes sharply UP; scuffing, 
slipping and skidding go sharply DOWN. 
Run your own test on these new tires that 
“kiss the road” — and revise your ideas of 


\ 


how long over-the-road tires can last. 


after retiring from the post of com- Carolina, South Carolina an! 
manding general, Continental Air | ginia. 


Defense Command. 
* * * 


Walker Appoints Ruland 


To Head New Division 


Walker Mfg. Co., Racine, Wis., 
has named Robert K, Ruland vice- 
president of its new commercial 

sales division. 
Ruland, prior to 
his new assign- 
ment, was vice- 
president and 
sales manager of 
Deluxe Products 
Corp., 


subsidiary, He will 

continue in this 

capacity in addi- 

A tion to his new 

R. K, Ruland assignment and 
| will headquarter at the company’s 


main office in Racine. 
. * * 


Ammco Ups Goodgame 


Al S. Goodgame has been ap- 
pointed Southeast regional manager 
for Ammco Tools, Inc., North Chi- 
cago, Ill. An Ammco district repre- 
sentative for 12 years, Goodgame 
will supervise sales and service in 


| Alabama, Florida, Georgia, North | 


BEFORE 
FIRST 
e RECAP ! 


Exclusive interlocking sipes 
grip road in all direction, let 
tread “rock” just enough to 
hit the road and leave it with- 


out fore-and-aft scuffing. 


Exclusive intertread 


bumpers prevent deep tread 


from weaving under load or 
braking pressure, greatly re- 
duce side-to-side scuffing. 


The Armstrong Rubber Co., Home Office, West Haven, Conn, 


LaPorte, | 
Ind., a Walker}! 


| 





| 


| 


| 


| 


| 
j 
| 
| 
j 
| 





director since 1942, 


* * * 


IHC Names Ambros« 


Victor E. Ambrose has becn 
pointed credit manager of In‘e¢ 
tional Harvester Co. of Can 
succeeding O. B. Barber, * 
ferred to the general offices 
Hamilton, Ont. Ambrose joined ¢ 
company in 1922. 


Dealer Graham Elected 


Daniel A, Graham (Lincol 
Mercury) has been elected p 
dent of the Atlanta Automoh 
Assn. for 1957. Retiring preside 
is Joe Westbrook. 


Pontiac Appoints Eley 


Appointment of Enoch Eley 
an assistant divisional comptro 


| with Pontiac has been announce 


Eley began with Oakland Mot 
Car Co. in 1927. With the exces 
tion of two years when he was w 
the Buick-Olds-Pontiac division, 
spent his entire General Mote 
Corp. career with Pontiac. 


Cheney and Viars Named © 
Baldwin-Lima-Hamilton Com 


| has assigned Clarence A. Che 


and Carl R. Viars to its Detroit af) 
fice. Cheney, 30 years with Hami 
ton division, Hamilton, O., will 
office manager and inside 
representative, Viars, former p 
service manager at Hamilton, 
be a press salesman. 

> > * 


Vickers Appoints Forster 


Executive Vice-President 


J. F. Forster was appointed exec 
tive vice-president of Vickers, 
Detroit. He will 
have direct charge 
of all Vickers 
operations. 

Forster joined 
the Vickers or- 
ganization as 
treasurer in 1941 
and was made 
vice-president and 
assistant general 
manager in 1949. 
He came to Vick- 
ers from Sperry 
Gyroscope Co. where he was pie 
duction planning manager. 

. > * 


oe 


q 


Hoover Elects Gerity 


James Gerity jr. has been ele 
to the board of directors of Hoo 
Ball & Bearing Co., Ann Arb 
Mich. Gerity is owner of Ge 
Television Corp. 


Lorton Wins Promotion 


Ralph K. Lorton has been nam 
plant manager of Centrif 
Foundry Co., Muskegon, Mich. 
company is a subsidiary of Perfo 
Circle Corp. Lorton started : 
career with Perfect Circle in 19 
in the piston-ring foundry as & 
molder. 

>. 7 > 


Volvo Appoints Hansen 


U. S. Sales Manager 


Erik J. Hansen has been appoin 
general sales manager for Vo 
Distributing, 
Detroit. The fi 
distributes 
Swedish car 
dealers in No 
America, 
Hansen has k 
seven years 
staff and fi 
Management e 
perience 
Ford division. 
is a graduate 
E, J. Hansen the University 
Michigan and the Ford Merch 
dising School and lives in 
Arbor, Mich. 


* * * 


Battelle Names Thomas 
Dr. B. D. Thomas has been ap 
pointed director of the Battellé 
Memorial Institute. He has been # 
member of the executive and tech* 
nical staff since 1934 and assistant 
- 


* * * 


Eaton Appoints Teagno 


Appointment of Joseph R. Te 
patent attorney, as director of th 
patent section of Eaton Mfg. Cc 
has been announced. He replac 
C. B. McDonald, who has retire 
after 35 years. : 


J. F. Forster oy 


ee | 
“5 
ave 
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Show Gains as 56 Market Dips... 


Heavies Lead Sales 


By W. C, Lockwood 
Staff Writer 

HERE were 894,366 new trucks 
registered in 1956, a drop of 62,- 
or 6.54 percent—from the 957,- 
registered in 1955, according to 
res compiled by R. L. Polk & 

The only bright spot in the 1956 

/ tion picture was the grow- 
ling strength of the heaviest GVW | 
cations—the only ones to | 
p sales gains. 
Three facts starkly etch the con- 
ing rise in demand for the levia- 

s of the road: 


1. Only four makers stemmed the 


How They Fared... 


ebbing tide by scoring sales gains— 
International, White, Diamond T 
and Mack. Significantly, they are, 
with the exception of International, 
predominantly in the heavy field. 
* * + 

9 AN increase of 32.48 percent in 

* registrations in the 19,501-26,000- 
pound and 31.08 percent in the 26,- 
000-and-over GVW classifications. 

3. In the five years, 1952-1956, the 
26,001l-and-over trucks have in- 
creased their share of the market 
by 4.23 percentage points, scoring 
2.03 of these in 1956. 

The registration drop in De- 
cember was 28,035—from 93,733 in 


Commercial Car Registrations 


By Makes 


Total for year, "56-'55 


Total 
Regis., 
1956 
.. 302,145 
... 263,753 
108,014 
82,266 
57,651 
23,488 
.. 15,137 
. 13,190 
8,708 
4,037 
2,974 
kcubnasbitinaets . 12,119 


Total .. 894,366 


Percent 
Share of 
"56 Market 
33.78 
29.49 
12.08 


Percentage 
Point 
Change 
— .68 
—1.43 
+1.59 


Percent 
Share of 
"55 Market 
34.46 
30.92 
10.49 


Total 
Regis., 
1955 
329,791 
295,900 
100,441 


9.20 
6.45 
2.63 


84,877 
66,208 
27,252 


8.87 
6.92 
2.85 


+ .33 
— Al 


100.00 


1.50 
1.14 
1.13 

39 

-33 
-12 
88 


1.69 
1.47 
97 
45 
-33 
10 
1.36 


14,372 
10,932 
10,817 
3,697 
3,121 
1,144 
8,449 


957,001 100.00 


* White includes Autocar, Freightliner and Sterling. 
** Miscelianeous includes Corbitt, Marmon-Herrington, Four Wheel Drive, Federal, etc. 


Truck Exports 
Pass Car Totals 


Commercials Ahead 
First Time in Decade 


DETROIT. — 
10 years, the U. S. last year ex-| 
Ported more new trucks than new 
cars. 

The Automobile Manufacturers 

completing its 1956 reports, 
Mid that foreign shipments of 
fucks and coaches totalled 205,677 
@nd of cars, 192,708. 

The difference between cars 
@nd trucks, though less than 14,- 
0, reversed every postwar year 

1946, when car output still 

a ited by materials short- 


Reflecting the 1956 domestic sales 
cline, car exports dropped 24 per- 
fent from 1955’s total of 254,336. 

1956 car export was the lowest 
1953. 

Truck and coach shipments, on 
the other hand, rose nearly 7 per- 
Cent from the previous year’s 192,- 

and marked up the highest 
total since 1951. 

Bus exports tallied 447 last year, 

Compared to 424 in 1955. 
Truck exports held relatively 
y from month to month in 
1956, ranging from a high of 
18,383 in March to a low of 14,447 
in September. The December 
was 16,790. 
Shipments of cars, however, 
to a March peak of 28,408 
and then plummeted to a mere 1,729 
in September. The December count 
Was 19,205. : 
"The 125 buses shipped overseas in 
(See EXPORTS, Page 23, Col. 1) 


—Compiled from R, L, Polk & Co. data. 





For the first time | ' 





1955 to 65,698 last year—for a loss 
of 29.91 percent. 

Chevrolet still led at year’s end, | 
with a total of 302,145 trucks regis- | 
tered, or 33.78 percent of the mar-| 
ket, to Ford’s 263,753, or 29.49 per- 
cent. 

International was third with 108,- 
014, or 12.08 percent, and GMC was 
fourth with 82,266 registrations, or 
9.20 percent of the market. 


* * & 


ODGE was fifth with 57,651, or| 
6.45 percent; Willys, sixth, 23,- 
488, or 2.63 percent; White, seventh, 
15,137, or 1.69 percent; Mack, eighth, 
13,190, or 1.47 percent; Studebaker, | 
ninth, 8,708, or .97 percent; Diamond 
T, tenth, 4,037, or .45 percent; Reo, | 
eleventh, 2,974, or .33 percent, and | 
Brockway, twelfth, 884, or .10 per-| 
cent. 
Miscellaneous makes 


registered | 


| 12,119 trucks, or 1.36 percent of the | 


market. | 

However, Chevrolet lost .68 of 
a@ percentage point from the 34.46 
percent it held in 1955, Ford lost 

1.43 percentage points while In- | 

ternational gained 1.59 points. 

GMC was up .33 of a point; Dodge, | 
down .47; Willys, down .22; White, 
up .19; Mack, up .33; Studebaker, 
down .16; Diamond T, up .06, and 
Brockway lost .02 of a percentage 
point. 

Reo held the same share—.33 per- 
cent—of the 1956 market as it did 
in 1955. Miscellaneous makes in- 
creased their hold on the market) 
by .48 of a point. 

= * * 

E Chevrolet-Ford race was lop- 

sided as far as the state count! 

was concerned, with Chevrolet tops 

in 43 states and Ford taking five 
and the District of Columbia. 

The under-5,000-pound GVW 
classification dropped 2.46 percent- 

(Continued on Page 22, Col. 3) 


Trackin’ 


-.- by Jack Weed 


| HAS been my custom for the 
past few NADA conventions to 
take a couple of weeks vacation to 
try to readjust myself to normal 
living. That razzle-dazzle conclave 
seems to get more strenuous each 
year—just another case of the hills 


ting higher. 

And I do have a failing for gab- 
bing with old friends and dealers 
from different parts of the country. 

My good wife tries her best to 
make me take a vacation and 
keep away from everything that 
pertains to the automobile busi- 
ness when we take these “after- 


convention” rambles, but some- | 


how or other some of my most 
unique experiences and best 


stories develop from contacts | 
made while trying to regain some | 


semblance of being a working 


man, And thus far this year, it | 


has been ne exception, 
Even before the convention was 


|over, Paul Larson of Ford intro-| 
|duced me to George Haberfelde, | 
|who is the Ford dealer in Bakers- | 


field, Calif. The name instantly | 
reminded me that nearly 20 years) 
ago some one had sent in a picture | 
and description of a very unique 
hoist that had been developed by 
Haberfelde and we ran the story. 
It brought him a number of in- 
quires and later brought us some 
comments from readers as to why 
we should run a story about a hoist 
that the maker did not want to sell. 


* * = 


Deep-Laying Bass 
F COURSE, I asked what 
became of the hoist, and the 


—®old gentleman told me that he tried 





to get a patent for it but could not 
for some reason or other and, with 
the exception of selling a few to 
friends in the business and other 
Ford dealers on the west coast, he 
had never done anything with it. 
He wanted me to step off and see 
his operation—he has one of the 


largest Ford dealerships in mid-| 


California and is reputed to own 
half of the city of Bakersfield — 
and the hoists that he still has 
| operating in his own shop. But 
|we got away from San Francisco 


| 


|late and had a date with the one 


| getting steeper and the steps get-| and only Slim Barnard in Las 


| Vegas, preparatory to doing a little 
exploratory work on deep-laying 
bass in Lake Mead, and so couldn't 
|take advantage of his invitation, 
for which I am very sorry. I still 
want to see that hoist. 
Slim, our wives and I went over 
to the Thunderbird for dinner in 
Las Vegas and ran into Gene 
Delmont, who used to fight in the 
light and welterweight divisions 
—and in the stable of Royce 
Martin, the former head of Auto- 
Lite. I knew that Royce once had 
| @ stable of race horses but it 
| wasn’t until then that I had ever 
heard that he also had a stable of 
fighters in his earlier days, May- 
be that is one of the reasons why 
he had the tenacity to build the 
Boyce Moto-Meter into the corpo- 
ration that Auto-Lite now is, 

The next day Abe Schiller of the 
Flamingo put the hotel's boat and 
| skipper, Joe Tomlinson, at our dis- 
posal to make our test on winter 
bass. Abe, who is credited with 
| being one of the best bass fisher- 
|}men in these parts, could not go 
due to a previous appointment but 
asked us to take along a couple of 
| USC football players with us, which 
we did. Neither Frank Hall, who 
quarterbacked this year’s team and 
will go to the Philadelphia Eagles 
}next year, nor George Belotti, a 
midget of a guy even along side 
of me who did a whale of a job of 
tackle for his Alma Mater and who 
|is scheduled to do some blocking 
|and tackling for the Green Bay 
| Packers next year, proved to be not 
too hot as fishermen but were 

(Continued on Page 25, Col. 1) 





A Visit to Goodyear Farms 


Begun in 1916 to Grow Cotton for Tires, 
It’s Now a Vital Laboratory 


By Jack Weed 
Truck Editor 


ITCHFIELD PARK, Ariz.—Born 
in desperation to offset the 


| devastating effect of the boll weevil 


Private Truck Council Officers— 


Shown above are the new officers elected by the Private Truck Council of America 
in its 18th annual convention at St. Louis. Left to right are Hugo Waniger, Anheuser- 
Busch, Inc., St. Louis, central vice-president; C. S. Decker, Borden Co., New York. 
eastern vice-president; A. B. Gorman, Esso Standard Oil Co., New York, chairman of |the most effective laboratories of 
the board; Robert C. Hibben, International Assn. of Ice Cream Manufacturers, Wash- 
ington, treasurer; H. O. Mathews, Armour & Co., Chicago, president, and George W. 


Magee, Coca Cola Co., Los Angeles, western vice-president. a 


Probe of ‘Backhauli 


ST, LOUIS. — Concern has been 
voiced at the 18th annual conven- 
tion here of the Private Truck 
Council of America over the prob- 
lem of “backhauling,” the practice 
of some private carriers hauling 
for others for pay. 

David I. Mackie, chairman, 
Eastern Railroads Presidents 
Conference — emphasizing that 
PTC members were not included 
in this category—said, “this ero- 
sion of traffic is deeply disturb- 


ing to those of us in regulated 

common and contract carriage.” 

Thomas F. Robertson, executive 
director, of the Common Carrier 
Conference—Irregular Route, 
American Trucking Assns., urged 
legislative investigation of this 
practice and formulation of a better 
definition of what constitutes a pri- 
vate carrier, 

Mackie outlined various steps 
being considered by the Interstate 


and German submarines in World 
War I, Goodyear Farms has been 
not only a major source of long- 
staple cotton for the great rubber 
company but has also been one of 


the automotive industry. 
Organized just 40 years ago, 


| Goodyear Farms was conceived 


ng’ Is Urged 


Commerce Commission to handle 
this problem, 

He said one method might be a 
legal provision. to require that no 
one may transport property by 
motor vehicle in interstate com- 
merce unless: 

1. He is certificated as a common 
carrier, 

2. Permitted to do so as a con- 
tract carrier. 

38. The operation falls within 

(Continued on Page 26, Col. 1) 


by Paul W. Litchfield, now board 
chairman who then was a some- 
what younger but farsighted 
manufacturing vice-president, as 
a spot where the long-staple 
cotton so necessary to the manu- 
facture of pneumatic tires could 
be grown in this country. 

Before that, American rubber 
companies had depended upon a 
limited supply of long-staple from 
the area around Sea Island, Ga, 
and a plentiful supply from the 
Nile River valley of Egypt. But the 
boll weevil killed off the Sea Island 
source, and German submarines 
effectively closed the door to the 
Mideast supply center. 

* 2 + 

ITCHFIELD had found 

Southern Arizona most 
resembled the valley of the 
climate, irrigation and type 
Late in 1916, Goodyear acquired 
tracts of undeveloped desert land— 
16,000 acres along the Agua Fria 

(Continued on Page 24, Col. 1) 


Truck New Products 
Page 40 
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Truck Makers’ Share 
of the GVW Market, 


By Percentage of Classification 


500 Ibs. 5,001- 10,001- 14,001- 16,001- 19,501- 26,001- 
14,000 16,000 19,500 


24 
9.70 


100.00 100.00 100.00 100.00 
—Compiled from R, L, Polk & Co, data. 


900 SIGFLARE SYSTEM 


Lead Way in Sales... 


Heavy Trucks Gain 
As ’57 Market Dips 


(Continued from Page 21) 


age points from 1955, but—with the 
5,001-10,000-pound class—accounted 
for 561,405 registrations or 62.77 per- 
cent of the total market. 

However, in the five years, 1952- 
1956, the lightest classification 
picked up 2.38 percentage points. 
This is explained by the sudden 
rise in market penetration 
achieved in 1953 over 1952 and 
followed by loss in 1954, 1955 and 
1956. 

Peak of the pickups and panels 
was in 1953 when they accounted 
for 49.53 percent of the market. 
This dropped in 1954 to 48.37, inched 
to 48.02 in 1955 and then plummeted 
to 45.56 last year. 

Last year gains and losses by 
GVE classifications went like this: 
5,000 and under, down 2.46 percent- 


age points; 5,001-10,000 pound, 
down .31 of a point; 10,001-14,000 
pound, up .25 of a point; 14,001-16,- 


000 pound, down 1.46; 16,001-19,500 


pound, up .53 of a point; 19,501- 
26,000 pound, up 1.42, and 26,001- 
and-over, up 2.03. 
aa = + 
VER the years, 1952-1956, this is 
what happened: The 5,000-and- 
under classification rose 2.38 per- 
centage points; 5,001-10,000 pound, 
dropped 2.12 points; 10,001-14,000 
pound, down 2.40; 14,001-16,000 
pound slumped 3.84; 16,001-19,500 
pound, rose 1.36; 19,501-26,000 pound, 
inched up .39 of a point, and the 
26,001-and-over trucks spurted 4.23 
percentage points, 
A breakdown of each GVW classi- 
fication by makers shows the fol- 


——e ee 
lowing percentages of the markg 
in each bracket: 

Under 5,000 pound—Che 
43.71 percent; Ford, 31.69; @ 
7.07; Dodge, 5.61; Internationg 
5.08; Willys Jeep, 2.24; Willy, 
truck, 1.84; Studebaker, 1.42, ang 
miscellaneous (foreign) 1.34 pep. 
cent. 
5,001-10,000 Pound — Chevrolet, 
31.16 percent; Ford, 27.43; Interng. 
tional, 15.48; Dodge, 11.46; GMC 
7.54; Willys truck, 4.46; Divco, 151, 
and Studebaker, .96. 
10,001-14,000 Pounp— Ford, 25% 
percent; Chevrolet, 31.63; Interng. 
tional, 13.82; GMC, 8.45; Dodge, 7%. 
Divco, 2.21; Studebaker, .89, ang 
miscellaneous (domestic), .01, 

+ - + 
pAeet-26,000 pound — Chevrole 
42.24 percent; Ford, 38.13; GMc 
7.69; Dodge, 5.61; International, 5.29. 
Studebaker, .80; Reo, .15; Diamong 
T, .07, and F. W. D., .02. 

16,001-19,500 Pounp—Internationa], 
37.34 percent; Ford, 21.40; Gmuc 
20.92; Chevrolet, 9.70; Dodge, 7.73: 
Reo, .81; White, .72; Diamond T, .71; 
Mack, .37; Brockway, .24; F.WD, 
.05, and miscellaneous (domestic), 
01. 

19,501-26,000 Pou Np—International, 
36.44 percent; GMC, 24.87; Ford, 
21.33; Dodge, 4.92; Mack, 4.33; Dia. 
mond T, 2.71; White, 2.44; Reo, 1.7: 
miscellaneous (domestic), 5: 
F.W.D., 40, and Brockway, .30, 

26.001 Pounp aNp Over—Interna- 
national, 27.11 percent; White, 21.71: 
Mack, 17.61; GMC, 11.03; Ford, 9.19: 
Diamond T, 3.83; Reo, 2.59; Ken. 
worth, 1.96; miscellaneous (domes. 
tic), 1.53; Dodge, 1.05; Broc 5 
1.01; Peterbilt, .96, and F.W.D, 4 

= = + 
i CAN be seen that only four 
makers last year extended al 
across the board with entries in 
each GVW classification. They are 
Dodge, Ford, GMC and _ Interna- 
tional. 

With Chevrolet widening its 
truck line into the heavy GVW 
field and Studebaker entering the 
16,001-19,500-pound group, it ap- 
pears that the heavy-duty com- 
petitive race is going to get a 
good deal hotter—particularly 
with the emphasis on the dump 
truck business which will be felt 
this year. 

Also, Brockway’s strength is be 
ing added to Mack’s this year in 


Canada Rejects 
Exhaust Control 
By Criminal Law 


OTTAWA, — The Canadian Gov- 
ernment has refused to amend the 
Criminal Code to provide penalties 
against owners or operators of vehi- 
cles with diesel powered engines 
that emit poisonous gases from the 
exhaust. 

Justice Minister Stuart Garson 
bluntly told Parliament that “it is 
quite improper to cure a problem 
that is capable of any other solu- 
tion by passing a law and saying 
that from such and such a date & 
certain act shall be a crime.” 

Garson said the problem really is 
a question as to the degree of con- 
centration of diesel and other auto- 
motive exhaust fumes which will 
cause trouble. However, he said, 
there are varying degrees of con- 
centration which would give rise to 
rather absurd situations if it was 
made a crime. 

“If we consider the enormous 
variation of circumstances undef 
which an offense of that character 
could be committed, I think we 
would find that in perhaps 99 per 
cent of the environments in which 
the problem of harmful exhaust gas 
could arise at all, the degree of 
concentration would harm no one, 
and therefore, should not cause the 
owner of the vehicle to be declared 
a criminal,” he said. 


Grumblatt Is President 
Of Marion (O.) Dealers 


MARION, O.—Walter Grumblatt 
has been elected president of the 
Marion County Automobile dealers 
Assn. for the coming year. 

Other officers elected include Bill 
Short, vice-president, and Jack 
Lautenslager, secretary-treasurer. 


Ethyl Transfers Anderson 


Merrill J. Anderson has been af 
pointed an automotive engineer it 
the eastern region of Ethyl Corp. 
New York. He will make his head 
quaters in New York. 
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Lead Way in Sales... 


Heavy Trucks Gain 
As ’57 Market Dips 


(Continued from Page 22) 


the latter’s bid for further sales in- 





gaeeees. * * 
es again led the states 
in total registrations for Decem- 
per and for the year. 
Top 10 states for December were: 
1956 1955 
1. California .......... 6,567 7,764 
we . 5,663 9,374 
3. New York ......... 3,670 5,005 | 
4, Illinois .............. 3,291 4,056 | 
5. Pennsylvania .. 3,206 4,764 | 
6. Michigan .......... 3,139 4,397 | 
Be EEE. cxctvcccccovsenseece 2,594 3,785 
8. Alabama . 2,316 3,701 
SPP ROEEED | scccencsecesee 2,097 3,045 
10. New Jersey ...... 1,762 2,208 
The top 10 states for the year) 
were: 
1956 1955 | 
1. California ........ 92,374 88,376 | 
i= .70,443 80,756 
3. New York ..... . 49,602 50,720 
4. Pennsylvania .43,689 45,452 | 
5. Ohio voseee BB, 921 42,315 
6. Hlinois .... 37,191 39,786 
7. Michigan ......... 34,987 41,034 | 
& Florida. .............. 27,210 28,160 | 
9. Georgia . ses DDp2OO 26,879 
10. Indiana ......... ...25,421 28,976 


California was the only one of the! 
top 10 that registered more trucks 
than in 1955. However, even Cali- 
fornia, the hottest U. S. truck mar- 
ket, failed to top registration of 
December, 1955. 

Of course, December, 1955, set a 
hard pace to beat, being the highest 
month of 1955 with 93,733 registra- 
tions. 

A comparison of the month-by- 


Hot Room 


Divco Conducts Tests 


On Cooling 


DETROIT.—Diveco truck division 
of Divco-Wayne Corp. is expanding | 
the research department to conduct} 
more comprehensive studies on de- 
livery trucks, it has been an-| 
nounced. 

Important in the studies, accord- 
ing to Ray Chapman, chief engi- 
neer, is testing of insulation and 
refrigeration systems on dairy vehi- 
cles under severe conditions. 

Installations in the laboratory in- 
clude the “hot room” where accu- 
rate measurement of the effective- 
ness of compressor units under 
variable controlled conditions can 
be made. The “hot room” will simu- 
late 120 degree weather and is large 
enough to accommodate a com- 
pletely loaded truck. 

Equipment, Chapman said, en- 
ables technicians to measure the 
temperature inside the compressor 
motor and at various points inside 
the truck during the tests. 


Exports 
(Continued from Page 21) 
December accounted for more than 
& third of the 1956 total. 
Exports for 1956 also were re- 








Pared to 25,719 in 1955. The 
exported a record 2,455 

units, against 1,224 in 1955, 

U. S. “factory sales” reported by 
the AMA totalled 6,920,590 last year, 
compared with 9,169,292 the year 
before. Factory sales of cars in 1956 
Were 5,816,109, sharply reduced from 
1955's 7,920,186. The truck totals 
Were 1,100,417 last year and 1,245,- 
083 the year before. 

Canadian factory shipments to- 
talled 470,674 last year, including 
374,126 cars, The 1955 totals were 
453,623 units, with 374,761 cars. 


Chrysler Names Bentley 
4s Manager of Plant 
Harry R. Bentley, former mana- 
ger of production planning in 
ler Corp.’s engine division, has 
been appointed plant manager of 
oumpeny’s Trenton (Mich.) 


The plant, recently assigned to the 
engine division, produces marine 
and industrial engines and power 
steering units for all Chrysler Corp. 
cars. Bentley has been associated 
with Chrysler Corp. since 1942. 


month registrations for both years 
follows: 


1956 1955 
a 66,141 62,231 
February ................ 65,478 56,242 
PEED. Dhvcasesctsteveeen 77,220 64,732 
SII ccssshinensiscidinboting 82,699 79,071 
ENE, sieuincesevsistadeosdocal 84,997 82,086 
a 78,501 90,005 
RAE 78,404 84,413 
a 79,831 92,079 
September ............ 72,420 89,924 
on 76,052 87,262 
November .............. 66,983 15,756 
December .............. 65,698 93,733 


It may be seen that, until the 
June tally was in, 1956 gave every 
promise of being the first million- 
registration truck year since 1951. 
Like Brooklyn, truck makers are 
saying: “Wait’ll next year.” 











Ton-Mile Taxation 
Yields $10 Million 


For Colorado 


DENVER, — Nearly $10 million 
for new highway construction was 
realized from Colorado’s gross ton- 
mile tax on trucks during the 18- 
month period which ended Dec, 31. 

This is more than double the 
truck-tax revenue for any compar- 
able previous period, 

S. T. Parsons, director of the 


Pet, Share Pct, Share Pct, Share 
f 





Truck Registrations by GVW Class 


("52-"53-"54-"55-"56) 


GVW o of of of of in Pct. Pts,, in Pct. Pts., 

Class 1952 Market 1953 Market 1954 Market 1955 Market 1956 Market °55-"56 ’52-"56 
5,000 Ibs. or less ............... 43.18 49.53 48.37 48.02 45.56 —2.46 +2.38 
DITOR © BTOD  cccsceccrveinersvorsmenrens 19.33 18.57 18.34 17.52 17.21 — 31 —2.12 
10,001 - 14,000 .............. 6.41 4.89 4.33 3.76 4.01 25 —2.40 
14,001 = 16,000 ooooeecccccccccceseeceees 19.73 16.20 18.10 17.35 15.89 —1.46 —3.84 
ene 4.07 3.96 3.87 4.90 5.43 53 +1.36 
TOGOL = 26CCOD ...ccsccscesescessccceseese 444 3.90 3.49 3.4L 4.83 1.42 39 
26,001 ANd OVER ...........00..cccs000 2.84 2.95 3.50 5.04 4.07 2.03 4.23 








100.00 100.00 





100,00 


state ports of entry system, said 
truck taxes collected since the new 
ports-of-entry system began oper- 
ating July 1, 1955, total $9,841,358. 


|He said the yield is gradually in- 


creasing “through better adminis- 
tration and control” of the ports. 
“We are constantly working to 
improve our method of handling 
and expediting the movement of 
trucks at the ports,” Parsons 
decalred. “We are constantly im- 
proving our ton-mile section in the 
handling of accounts and are grad- 
ually cutting down violations.” 
Parsons said that Wyoming, 


Pct, Share Pct, Share Mkt. Change Mkt. Change 


23 

















100.00 
—Compiled by R, L, Polk & Co, data 






Nebraska, Idaho, Montana, Texas 
and South Dakota have obtained 
information on Colorado’s ports-of- 
entry system with a view to estab- 
lishing similar controls. 





Dr. Zener Moves Up 


Dr. Clarence Zener has been ap- 
pointed director of the Westing- 
house Research Laboratories, it is 
announced by Dr. J. A, Hutcheson, 
vice-president, engineering. Dr. 
Zener assumes his new post after 
five years as an associate director. 





Compression Ratios 
were & fo 1 


But today 


it takes the 


PERFECT CIRCLE 
TYPE “98” 


CHROME 


to meet the exacting demands of 
modern high-compression engines 





This 1915 Maxwell was advertised as bein 
the biggest automobile value ever offer 
for $695—and only $55 extra with electric 
starter and lights. Among the interesting 
features that this investment bought were 
a “streamline body,” adjustable front seat, 


foot-rest accelerator pedal, spark and 
throttle control on quadrant under steering 
wheel—and an electric horn. With its 4- 
cylinder engine, the Maxwell was declared 
to be “‘the greatest all-around hill-climbing 


car in the world.” 


--.any good oil ring would do! 


OIL RING 





today’s 
engines. 


tomless 


grooves. 


Specifically designed for 


high-compression 


Universal application. . . bot- 


and conventional 
. all depths. 


Multiple tiny springs exert 
both side and radial pressure. 


Provides maximum oil drain- 


age. 
a 
Best for new engines... 
essential for worn engines 


ERFECT CIRCLE 


PISTON RINGS 
Preferred by more people than any other brand 


Perfect Circle Corporation, Hagerstown, Indiana = 


The Perfect Circle Co., Ltd., 888 Don Mills Road, Don Mills, Ontario 














From Cotton to Laboratory... 


A Visit to Goodyear Farms 


(Continued from Page 21) 


River and 8,000 acres near Chand- 
ler. 

Men, mules and tractors were 
brought in and Southwest Cotton 
Co. was organized the following 
year as a Goodyear subsidiary to 
handle the cotton-growing project. 

Although long-staple cotton no 
longer is needed in tire making, 
the great farms that had as many 
as 20,000 acres of it under culti- 
vation in 1920, still go on break- 
ing records and acting as a basic 
laboratory not only for tire devel- 
opment and testing but for farm 
machinery, automotive vehicles 
and large earthmoving equip- 
ment. 

The latest project was demonstrat- 
ing the need for a different design 
for tubeless tires on the front 
wheels of a tractor. In actual use 
here on the farms it was found 
that these tires could be “rolled 
off’ on short turns in this type 
of soil. 

And the farms still pose a prob- 
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lem for the manufacturers of cotton 
pickers. These farms now grow a 
grade of Acala cotton with stalks 
running up to five and six feet high, 
and no picker has yet demonstrated 
that it can pick the lower layers of 
blossoms without damaging the 
“unripe” blooms higher on the 
stalk. 


* * * 


Farm ‘Proving Ground’ 
S° EVEN though in its develop- 
ment down through the years 
from a mule-power farm to one of 
the most highly mechanized farm 
operations in this country, some 
600 to 800 additional “hands” have 
to be employed each cotton harvest 
to pick the crop. 

This Arizona desert soil is rugged 
and abrasive, and to reclaim it by 
cultivation, substantially built tools 
were required. It was found that 
farm machinery that would prove 
satisfactory on this ranch could be 
used anywhere in the world. So 
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Goodyear Farms has been a Mecca | it still is a great asset to Goodyear | obligations are paid and the Prop. 





for the farm machinery makers| Tire & Rubber Co. 


for testing and developing machines 


Not only is Goodyear Farms on 


to do the various jobs essential to| a money-making basis, but the 


large farm operations. 


The same conditions plus the 
extremes of heat and fine dust 
also made it an ideal place for 
tire testing in the development 
days of the pneumatic tire, not 
only for cars and trucks but for 
farm vehicles and heavy earth- 
moving equipment. Not too long 
ago, Goodyear headquartered its 
large tire test fleet here. 

The various steps in the develop- 
ment of the current tractor tire 
from the smooth tread of its early 
conception to the built-in lugs that 
allow it to produce full power in any 
soil condition were laregly under- 
taken here. So, too, were the pneu- 
matic tires for farm implements. 

= = = 


Apprentice Farmer Project 


— project started off with 24,000 
acres and eventually crept up to 
38,000 with 20,000 under cultivation. 
While the ranch now has slipped 
back to 16,249 acres of which 12,339 
are cultivated — since cotton no 
longer has to be king to bolster the 
Goodyear economy—and the farm | 
has been turned from a “necessity” | 
to a “stand-on-its-own-feet” basis, | 


LB Can Socony Mobil analyze my 
CH \\, layout and help me set up a more 
profitable service department ? 


WT — 


ma 


Wigwam, originally built to house 
visiting Goodyear executives and 
now a delightful winter resort 
spot open to the public with its 
marvelous cusine, 18-hole golf 
course and out-of-this-world serv- 
ice, is paying its own way as it 
goes along providing sun and 
relaxation for Goodyear “top 
brass” and many others in the 
‘automobile and tractor industries. 


One of the great humanitarian 
moves started by Litchfield in 1937 
was the Apprentice Farmer project. 
Some 2,800 acres were set aside to 
be divided into small tracts of 
about 80 acres each which are sold 
on a very well worked out plan 
to young farmers who can qualify. 

The first year the apprentice is 
a farm hand, although he lives on 
his plot. Then comes the cash-lease 
period where he receives a mini- 
mum of farm equipment. This is 
for an indefinite term allowing him 
to acquire 25 percent of the cost 
of land and improvements, and the 
third phase is the purchase of the 
land on a contract basis. The ap- 
prentice acquires title when all 
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Socony Mobil can help boost your 
service absorption in many important ways! 





How much of your overhead does your service department pay for? 
Socony Mobil can help you increase that amount. Here’s how: 


We can advise you how to set up and operate an efficient lubrica- 


tion department. Sometimes a simple change can speed up job turn- 


over . . . increase volume. 


i 
| 
| 
| 
| 
| 
We’re ready to give you the benefit of years of merchandising ex- | 
perience . . . suggest sales tips . . . give you vital retailing information 
that can change labor and parts sales figures from red to black. | 
And, of course, there’s our lubrication training program. We'll in- 

| 

| 

| 


struct your men’on the most up-to-date equipment . . . show them 
proper lubrication techniques on the make of car you sell. 


personnel. 


the oil business. 


Mobil means business ...more business for you! 


Leader in lubrication for 91 years 


SOCONY MOBIL OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP. 


Here’s why it’s good business 
to do business with Socony Mobil 


You get America’s:top sellers . . . Mobilgas, 
Mobiloil, Mobiloil Special! 


You get the help of experienced men to 
help you boost service absorption. 


You get expert on-the-job training for your 


You get the benefit of the greatest mer- 
chandising and lubrication knowledge in 











erty is clear. 


Home of Aircraft Plant 
a house, barn and equipmen 

are sold to the apprentice 
cost. Irrigation facilities are pr. 
vided similarly. Several of theg 
apprentice farmers have not 
paid up on their initial plots by 
have taken over plots of other 
who have moved on to new hor. 
zons. 


A few miles south of Litchfieg 
Village—which has stores, a post. 
office, service stations and even q 
beauty shop—is another of Good. 
year’s gifts to Arizona, the hig 
Goodyear Aircraft plant which em. 
ploys hundreds of workers and jg 
the cause of the second Goodyear 
“town.” 


Three miles north of Litchfield 
Park is Luke Field, called the 
“Gateway to Combat,” whose jet 
fighters scream over the farms in 
pairs every few minutes of the 
day on maneuvers. Back of the 
Goodyear Aircraft plant is the 
Litchfield Naval Air Facility, 
service terminal for all types of 
planes. Here is what appears to 
be one of the largest “mothball’” 
fleets of aircraft in the country, 

To give one a bird’s-eye view of 
Goodyear Farms, which now has 
more than 100 pieces of automotive 
and internal-engine-driven farm 
equipment, is to brief but a few of 
its prominent characteristics. 

In the first place all water used 
to irrigate this great development 
is furnished by 70 deep well pumps 
pulling water from an average dis- 
tance of 258 feet. These wells have 
an average flow of 1,659 gallons per 
minute that dump 51,500 acre-feet 
of water per year into 20 miles of 
concrete ditches, 24 miles of con- 
crete pipelines and 50 miles of open 
unlined ditches. An acre foot of 
water is 325,000 gallons. 


* > 2 
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| Fattening the Stock 


T= principal crops last year 
were 1,885 acres of Acala cotton 
which went 2.6 bales per acre; 2- 
900 acres of alfalfa; 1,274 acres of 
barley; 1,100 acres of sorghum 
grains, 220 acres of citrus groves, 
and 45 acres of sugar beets grown 
for seed. 

Thousands of head of cattle are 
pen fed and fattened for ranchers 
on a contract basis, and thousands 
of head of sheep are “winter 
grazed” for herders who drive them 
the 300 miles of “sheep trail” to 
their summer pastures in the 
mountains above Flagstead. 

Only 2,244 of the 16,249 acres in 
Goodyear Farms are undevel- 
oped; 376 acres are in town and 
camp sites, and 1,290 acres are 
taken up by roads and ditches. 

A “redibuilt house,” similar to the 
collapsible house trailer designed 
by the late Bill Stout, is said to be 
the only failure that Paul Litchfield 
and Ed Thomas, Goodyear presi- 
dent, have had on this entire devel- 
opment. These “do-it-yourself 
homes just wouldn’t sell. But grain 
storage bins made like an Esquimo 
igloo by spraying concrete over an 
inflated rubber bag currently are 
being used to hold the crops. When 
the concrete is hard, the bags are 
deflated and removed. 


Farm and Laboratory 


(cours Farms is pioneering 
in the agricultural field in 
another way. The current system of 
“green-feeding” cattle is a striking 
example. While the carrying capac- 
ity of pasturage normally is figured 
as one head per acre, Goodyear is 
feeding 381 head from 44 acres of 
green alfalfa which is cut and 
delivered to the cattle in feed pens, 
an increase of 7.65 to 1. These cattle 
gain 1.9 pounds per day against the 
normal gain of not more than one 
pound per day on open pasture. 

Goodyear has increased cotton 
production from 600 pounds per 
acre to 1,350; alfalfa from 1.8 to 
4.5 tons; heat from 1,900 to 3,300 
pounds; barley from 2,500 to 3,- 
750 pounds, and sorghum grains 
from 3,700 to 4,300 pounds per 
acre. 

In the vehicle-maintenance shop 
careful records are kept of each 
piece of motorized equipment and 
problems are filtered back to the 
makers of the equipment. So despite 
the fact that Goodyear Farms to- 
day appears to be just a big, well- 
run farm working closely with state 
and U. S. agricultural heads, it still 
is an automotive laboratory. 
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Truckin’ e ec ec by Jack Weed 


(Continued from Page 21) 


nd companions. They each did 
get a fish, however. 
- * + 


Snow in the Desert 


= only reason why I am throw- 
ing this “off track” instance into 
my story is because Joe introduced 
us to something radically new to 
me and that’ was to use sala- 
manders as bait. These so-called 
lizards, or as we Call them, mud- 
puppies, up in our neck of the 
woods, are the only prehistoric liv- 
ing thing that has survived down 
through the ages. There are 52 
different species from the giant 
Iguana of equatorial Pacific islands 
to the little four to seven-inch 
variety which we used and which 
are seined out of the cattle water- 
ing holes in Arizona for bait. And 
they work. 

Any fishermen among the dealers, 
who want to be assured of getting 
action on bass in Lake Mead, only 
has to get in touch with Abe Schil- 
ler and they are in. I can promise 
that. Even after four days of the 
meanest kind of weather, we drove 
through the Mojave desert with 
snow right up to the pavement all 
the way, and Slim filled his ice 
chest with snow right at the dock 
when we came in. We got nine 
nice bass. I had my first experience 
of hooking a bass in 50 feet of 
water and having it lose all of its 
fight coming up to the surface. 

From Las Vegas we headed 
down through Kingman, the Ford 
desert proving ground which is at 
Yucca, over the new road through 
the Yucca flats and the desert to 
Litchfield Park, which is the most 
amazing proving grounds I have 
ever seen. Developed by Good- 
year Tire & Rubber to save the 
“on-rubber” transportation of the 
nation 40 years ago, it proves 
tires for farmers and earth 
movers on a pay-as-you-go basis. 

Litchfield Park is just out of 
Phoenix and so, while there, I got 
in touch with Harry Amster, the 
Truckstell truck equipment distrib- 
utor who thinks nothing of equip- 
ping Euclid and Kenworth trucks 
with 25-yard bodies for strip min- 
ing of copper or figuring with a 


Carriers Support 
‘Big-Truck’ Law 


In New Mexico 


ALBUQUERQUE, N. M. — The 
New Mexico Motor Carriers Assn., 
at its annual convention here, went 
on record as opposing any changes 
. the state’s so-called big-truck 

w. 

The association, in a resolution, 
called the statute “fair, equitable 
and in the best interests” of the 
public. 

The carriers also endorsed a pro- 
Posed legislative amendment pro- 
viding that all money collected from 
highway users, including the state 
gasoline tax, be limited to highway 
purposes. 

M. H. Romney, Albuquerque, was 
reelected president, C. W. Burkett, 
Clovis, was named vice-president- 
at-large, and Arthur Stern, treas- 
urer, 


Area vice-presidents are Gurney 
Peoples, Ft. Worth; Robert E. Cut- 
ler, El Paso, Tex., and E, H. Rey- 
nolds, Amarillo, Tex. Les Thomas, 
Albuquerque, is secretary. 

The group awarded grand prize 
in its annual truck safety contest 
to Ferguson-Steere Motor Co. 
Which had an accident frequency 
Tate in 1956 of .225 per 100,000 miles. 

Other awards went to Navajo 
Freight Lines, Inc.; Whitfield 

portation; San Juan Basin 
Lines, and K. L. Towle. 


Clevite Harris Names 
Goode to Sales Post 
Appointment of Leslie E. Goode 
48 assistant to the vice-president in 
‘ge of engineering and sales of 
Clevite Harris Products, Inc., has 
been announced. 

He will be succeeded as manager 
of the company’s Napoleon, (O.) 
Plant by Ralph E. Schey, formerly 
assistant to the works manager of 
Clevite’s Cleveland graphite bronze 

ion. Goode joined Cleveland 
Graphite in 1921. 


group of farmers from Hermosilla, 
Mexico, for their plantation truck 
needs. The Mexican government is 
developing another Imperial Valley 
down there, they tell me, loaning 
mony to the farmers to develop the 
land, and these farmers buy most 
of their equipment in either Phoe- 
nix or Nogales. 


* * * 


Engineers, Watch Out 


W* WENT out to see a strip 
mine copper operation and on 
the way what did we run into but 
Lee Sheppard, broke down with 25 
tons of uranium on his Autocar 
semi-trailer dump. While his boys 
were changing a driveshaft in the 
truck, he unloaded some of his 
truck troubles on me, This guy 
runs fleets of trucks and has ex- 
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from one to two days at a time. 
Each day his trucks are not work- 
ing costs $250 in lost earnings 
alone. 

Yep, I’m loaded for some truck 
engineers now. 

That night in a theater between 
acts I got to talking with a 
gentleman while we were catch- 
ing a smoke, and who would he 
be? None other than a Buick- 
Olds, Pontiac dealer from Ban- 
ning, Calif., who had to sell out 
his business because of arthritis 
and is now planning on staying 
down here where the sun is sup- 
posed to be a sure cure. 

And tonight, what have I been 
doing? 

Sitting out in front of my Motel 
on Route 80 as it comes into Yuma, 

Ariz., wishing that a lot of my 
friends back north who damn pick- 
ups as a nuisance could see the 
parade going both ways. I kept 
count for 20 minutes. During that 
time two pickups went past every 
minute and that was just twice the 
number of station wagons I saw. 
And that’s down here where one 


Mobile TV Unit— 





periences with trucks that seldom| would think every one would have All the comforts of home are contained in this mobile television unit built by WBAL- 
happen in the north. He knows|a wagon. They say that there are| TV, Baltimore, to handle telecasts of special events. The 30-foot aluminum White 
what it means—and costs—to have/| more trucks sold—counting pickups | truck is 12 feet high, air conditioned and accommodates five cameras, video type 
cab welds come apart due to twist/— in this county than passenger | equipment and a six-man crew. The integral-type van body was built by McCullogh 
and little things lay up his job| cars. Motor Corp., Lehighton, Pa. It is powered by a White Mustang engine. 
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our customers lick 


and WEAR 


brake problems with new improved 









BRAKE LININGS and LINED SHOES 


For both power and manually operated brakes 


Raybestos lining will stand up under the most critical demands of today’s high-powered cars and congested 
traffic conditions! New manufacturing processes, new compounds, new resins, new binders, new high-speed 
proving ground testing, plus new “fire band” grooving for some cars, all combine to give Raybestos lining 


® New Heat Resistance ® New Positive Safety 
@ New Fade Resistance @ New Braking Power 


® New Quiet Performance 
® New Long Life 





New Improved Raybestos PG Sets (left) and “Contour Ground” Lined Shoes are factory packaged for every make and model car. 


See your Raybestos jobber today for full details on how POINT 
YOU CAN SELL EVERY CAR YOU SERVICE THE BRAKE 
CHECK 


includes adjustment 





1. Pull front wheels and inspect linings 
2. Check brake drums 

3. Inspect front wheel bearings 

4. Clean brake assembly 

5. Check hydraulic system 

6. Adjust brakes or recommend a reline 
7. Read test brakes 

You get paid for every car you check! 








AMERICA’S BIGGEST 


SELLING FRICTION MATERIAL 









RAYBESTOS DIVISION of Raybestos-Manhattan, Inc., Bridgeport, Conn. 

RAYBESTOS-MANHATTAN, INC., Brake Linings « Brake Blocks « Clutch Facings « Fan Belts « Radiator Hose « In- 
dustrial Rubber « Mechanical Packings « Asbestos Textiles « Engineered Plastics » Sintered Metal Products « Rubber 
Covered Equipment « Laundry Pads and Covers « Abrasive and Diamond Wheels e Industrial Adhesives « Bowling Balls 
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Council Elects Armour’s Mathews. . . 


Rail Official Hints 
Private Truck Curbs 


(Continued from Page 21) 


the definition of “private carrier 
of property by motor vehicle,” 
which, Mackie said, must be more 
restrictive than at present. 

He indicated that such a legal 
provision would make all commer- 
cial interstate carriage of property 
by motor vehicle subject to control. 

“Unless some remedial measures 
are taken,” said Mackie, “to handle 
the current problem, the conse- 
quences might have possible ad- 
verse effects on the U. S. standard 
of living.” 

Robertson, in addition to men- 
tioning the “backhauling” problem, 
urged a conference between the 
Private Truck Council and groups 
from ATA to consider mutual 
problems, 

He urged joint action to reduce 
or repeal the present 3 percent 
transport tax and revisions of Sec- 
tion 22 regulations which sets spe- 
cial rates for government hauling 
of material. 

E, J. Emond, director of auto- 
motive safety, Armour & Co., 
charged that truck owners who 
permit defective or mechanically 
substandard vehicles to operate 
on the highways should be classi- 
fied as “murderers.” 

He cited a long list of instances 
in which defective equipment on 
trucks was the cause of some of 
the worst traffic fatalities in the 
country in the last two years. 

“The volume of our business,” 
Emond said, “justifies the constant 
use of our vehicles, but it does not 
justify us to permit these vehicles 
to operate on the main highways 

. unless we maintain them in 
safe mechanical condition.” 

H. O. Mathews, Armour & Co., 
Chicago, was elected president of 
the council for the coming year. 

Other officers include Hugo 
Waninger, Anheuser Busch, Inc., 
St, Louis, central vice-president; C. 
S. Decker, Borden Co., New York, 
eastern vice-president; George W. 

Magee, Coca Cola Co., Los Angeles, 
western vice-president; A. B. Gor- 
man, Esso Standard Oil Co., board 
chairman, and Robert C. Hibben, 
International Assn. of Ice Cream 
Manufacturers, Washington, treas- 
urer, 

More than 200 safe driving 
awards were presented at the 
convention, Among the Gold Seal 
winners were P. Ballantine & 
Sons, Newark, N. J.; Borden Co.; 
Consumers Cooperative Assn., 
Kansas City; W. S. Dickey Clay 
Mfg. Co.; Esso Standard Oil Co.; 
Lloyd A. Fry Roofing Co.; Na- 
tional Cylinder Gas Co., Chicago; 
Shell Oil Co, and Standard 
Brands, Inc. 

A prediction that the U. S. is en- 
tering its greatest period of pros- 
perity was expressed by Thomas R. 
Reid, director of civic affairs, Ford 
Motor Co. 

Reid told of new developments in 
style and design of new automo- 
biles and the “pyramiding” growth 
of the trucking industry—both, he 
said, tending to make this a nation 
on wheels. 

William L. Cook, Diamond T. 
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USED CAR DEALERS 
We can supply you with 


CHEVROLETS 


FORDS 


1955 - MODELS - 1956 
other makes too 
lowest wholesale prices 
all cars clean 


As Near As Your Telephone 
EMKAY, INC. 


6850 Cottage Grove Avenue 
Chicago 37, Illinois 
Phone: MUseum 4-6969 
Ask for Ben Geller 


Motor Car Co., speaking of tractor- 
trailer manufacturing and opera- 
tion, discussed the current and fu- 
ture use of new lightweight ma- 
terials, 

Among these were high-tensile 
alloy steels for frame side mem- 


New IH District 
Set Up in Spokane 


SPOKANE.—A new truck sales 
district has been formed here by 
International. 

M. H. Roth, former manager of 
the Seattle truck district, has been 
named manager at Spokane. W. L. 
Toft has been appointed assistant 
manager. 

The sales and service facilities 
are at 715 E. Sprague Ave. 





bers and aluminum for frame 

cross-members and spring 

hangers as well as engine, trans- 
mission and axle components, 

A. Vance Howe, Fruehauf Trailer 
Co., said that only a few years ago 
trailers were limited to carbon 
steel, but today stainless steel, alu- 
minum and combinations of alu- 
minum and steel, and even plastics, 
are being used, 

S. Colacuori, International Har- 
vester Co., said that proper selec- 
tion of a motor truck depended on 
careful consideration of such fac- 
tors as state laws, gross combina- 
tion weights, required road speed, 
engine size, transmission and 
auxiliary gear, rear axle and safety 
requirements. 

H. C, Stricker jr., chief engineer, 
Highway Trailer Co. described the 
ramifications of state laws which, 
by restricting size and weight, de- 
termine in large measure the de- 
sign of future trucks and tractor- 
trailers. 

“Tomorrow’s production,” he 
said, “may see changes in sus- 
pensions and tires to lower the 
trailer floor height which would 
add cubage to the interior of the 
unit.” 

He said that because of axle load 


restrictions and competition, more 
actual payload with lesser trailer 
weight will become a requirement 
for staying in business, 

Dr. John H. Frederick, professor 
of transportation, University of 
Maryland, noted that truck leasing 
had grown 50 percent in 1956 over 
1955, 

He outlined the three lease pro- 
grams of full service leasing, guar- 
anteed maintenance and finance 
leasing. Dr. Frederick also described 
the various tax savings under the 
different plans. 

M. C. Connors, secretary, Okla- 
homa Tax Commission, contrasted 
the picture of a motorist who can 
drive unhindered across state lines 
with the truck operator who ex- 
periences increasing difficulty be- 
cause of myriad laws affecting 
truck and trailer operators. 

He urged that “concentrated ef- 
forts” be made to provide for 
nominal registration fees for 
trucks in each state and the 
states then collect the major por- 
tion of revenue for road building 
from fuel taxes. 

“Otherwise,” Connors said, “the 
present hodgepodge system of reci- 
procity and the economy of our 
great country will suffer because of 





———— 
the difficulty of transporting to one 
section of the country some of 
items that are the surplus produetg 
in other sections.” 

A, Walter Neumann, director 
purchases and maintenance Willett 
Co., Chicago, said that maximum 
truck performance depends on 
“selecting the right truck for the 
job, adequate records and Proper 
testing facilities.” 

Improved maintenance pro. 
grams, coupled with intensified 
driver training, will assist flee 
owners to hold the line againgt 
spiraling inflationary costs in. 
volved in delivery of commodities 
to the consumer, he said, 

“The real measure of the ef. 
fectiveness of a planned mainten 
ance program,” he said, “is the 

ability of a fleet operator to com- 
petitively deliver the goods with a 
minimum of starting delays ang 
road failures.” 


Prof. White Honored 


Dr. Robert Roy White, professor 
of chemical engineering, University 
of Michigan, has been selected ag 
winner of the 1956 professional 
progress award in chemical engi- 
neering of the American Institute 
of Chemical Engineers. 


WATCH YOUR PROFITS GROW...WHEN YOU PUT UP TO 
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of potatoes per load! 










ie ef. 
inten- 
s the 


vith a 
} and 


fessor 
ersity 
ed as 
sional 

engi- 
stitute 



































One-Man Mobile Cafeteria— 

This one-man mobile cafeteria has been introduced by Dodge and Mobilteria of 
Detroit. Equipped with hot oven, steam table, coffe urns, refrigerator, pastry and 
andy compartments, the pushbutton-operated cafeteria is 10 feet, 7 inches long and 
5% feet wide. Mounted on a rolling rail within the van of a one-ton Dodge P-300 
frock, it slides in and out of the van on chain-drive power from the battery. 


Figure your extra profit, 
in terms of additional 


ton-miles of payload! 
missible. 





Up to 300 more board feet 
of lumber per load! 


Up to 21 more cases 
of can goods per load! 








Up to 110 more gallons 
of milk per load! 
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Eprror’s Note: This is one of 
@ series of letters on practical 
problems encountered in auto 
selling. It is written by a veteran 
salesman, Bert Simons, who is 
active in today’s market. 

++ * = 

Dear Ed: 

ERE’S an interesting story 

about how a bit of “everyday 
psychology” did the trick for me 
at my dealer- 
ship just the 
other day. 
Here’s what 
happened: 

Tom Williams 
and his wife 
came in to look 
at and talk 
about our most 
expensive 
model. And not 
before too long, “™ ‘ 

I found myself Bert Simons 
attempting for the close. When I 
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Meeting the Practical Problems... 
Case Histories of a Salesman 
















started in this direction, though, 
I soon found that this fellow Wil- 
liams was troubled by his 
finances. 

I here remembered that Tom 
Williams had told me he was 
what I would call a bank clerk 
at our neighborhood branch. Un- 
fortunately, however, Mr. Wil- 
liams was obsessed with a false 
illusion of his own importance. 

You see, Ed, the poor guy 
wanted what he couldn’t afford— 
actually felt he was entitled to it, 
but wouldn’t admit these facts to 
me. Yet when he was faced with 
payments much larger than he 
could handle, his real down-to- 
earth inner self said, “No!” 

= 7 = 
At = sparring around for 
several minutes and trying 
several different approaches, I 
finally recognized that all he 
needed to be closed right now was 
prestige. 
Ed, aJl this guy was really in- 


Specify the sturdy, lightweight 
combination of new Timken 
Tandem Driving and Trailer Axles 


Used together, Timken-Detroit® lightweight 
tandem driving and trailer axles may weigh 
almost % ton less than other axle combinations 
of the same capacity. This can mean 980 extra 
pounds of bonus payload every trip.* 

TDA Axles are the choice of America’s lead- 
ing truck and trailer manufacturers and opera- 
tors. For full details, contact your original 
equipment dealer or factory branch today! 


*Where 36,000 lb. tandem azxle loading is per- 
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terested in was what the fellows 
down at the bank and his neigh- 
bors on the block would think 
about his new car. 

Here was the key to my solu- 
tion. If Tom Williams wanted 
show and couldn’t afford the 
best model fully equipped, we 
would have to sell him the 
fancy show less the expensive 
options. 

Of course, this is not an easy 
thing to do and is usually met 
with all kinds of customer re- 
sistance. But here is where my 
so-called “psychology” went to 
work. 

* * * 


SAID, “Tom, let’s not kid our- 

selves or, at least, let’s not 
carry this foolish pride of yours 
too far. You just might end up 
with nothing at all if you insist 
on going in over your head or 
setting your goals out of your 
reach as you are doing in this 
case. At this rate, you are not go- 
ing to be able to buy a new car 
intelligently at all! 

“Now, here’s what I strongly 
suggest. Let’s you and your wife 
and I choose a medium-priced 
two-door with only average 
equipment instead of that 
loaded four-door hardtop you’ve 
been looking at. 

By doing it this way, you still 
will have the styling and appear- 
ance you feel are so important. 
Yet, the price difference will make 
that big difference between doing 
it right or probably not doing it 
at all.” 

Ed, because this little bank 
clerk was big enough to recognize 
and admit his actual size in life, 
he bought my “phychology” and 
my car too. 

—Bert Simons. 
Calendar 
(Continued from Page 12) 


General 


March 6-8—Annual Spring Technical Meet- 
ing, Pressed Metal Institute, Hotel 

Carter, Cleveland. 

March 7-10—9th Annual Pacific Automo- 
tive Show (jobber sponsored regional), 
Civic Auditorium, Seattle. 

March 11-12—Annual Convention, Cana- 
dian Automotive Wholesalers’ & Man- 


ufacturers’ Assn., Windsor Hotel, 
Montreal. 
March 13-14—National Automotive Serv- 


ice Show. Show Mart Bldg... Montreal. 
March 182!—SPi Annual National Con- 
ference, Biltmore Hotel, Los Angeles. 
March 27 — American Society of Tool 
Engineers, Technical Meeting and Con- 
vention, Shamrock Hilton iotel, Hous- 


‘on. 

Apr. 47—I\4th Annual Southwest Automo- 
tive Show (jobber sponsored regional), 
Automobile Bldg. Fair Park, Dallas. 

April 10-12—Point-of-Purchase vertising 
Institute, ith Annual Symposium and 
Exhibit, Palmer House, Chicago. 

Apr. 25-27—International Automotive Ex- 
position (southeast jobber sponsored), 
Dinner Key Auditorium, Miami. 

Mey 9-12 — Midwest Automotive Trade 

jow Kiel Auditorium, St. Louis. 

May 1!2-15—Automotive Engine Rebuilders 
Assn. 35th Annual Convention, Shera- 
ton-Cadillac Hotel, Detroit. 

May 23-26—National Automotive Service 
Show (national regional designated), 
Commonwealth Armory, Boston. 

June 16-2i—Annual Meeting, American 
Society for Testing Materials, Chalfonte- 
Haddon Hall, Atlantic City, 

June 20-23—Independent Garage Owners 
of America, National Convention, 


Toledo. 
Oct. 20-22—Florida Automobile Dealers 
Assn., Balmoral 


Hotel, Bal Harbour, 


Miami Beach. 








Catch of the 
Season... 


Cree PICK-UP Coach 


Fits all standard pick-up bodies. 
Easy to mount or dismount. Living 
quarters for three adults. Plenty of 
storage space. 6’ 2" headroom. 2 
large, 2 small screened windows. 
Gas—electric or ice refrigerator, 
stove, sink. Electric lights, wired 
for 6V, 12V & 110V. Insulated. 
Sturdy construction. No license 
needed. 
FREE By return mail we'll send 

complete literature and prices. 
Buy from any authorized truck 
dealer or write today. 


CREE COACHES, INC. 
MARCELLUS MICHIGAN 
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What’s the real word 
on the Edsel? 


















ord It Has 1,400 There’s good reason for the rumors, speculation, and second- 
ds " Deal mn guessing that have been going the rounds since announcement 
ers | : of the “E” car. After all, it’s the first completely new line 

2 § CL -dsel T . — —= Sor, 7 among major auto-makers in 19 years, and naturally it’s 

= ANC a font evoked a lot of comment. 

STURM tor Co. aire " “ee ee eas | Guesees run the gamut of imagination. We've even heard 
d OVER cations aoe 5 has 3 B the ‘‘E”’ will be atomic-powered soe Il have remote control. 
'S allen who iat oo O Another source says it’s to be a face-lift of an existing car. 
Economical “doodle-bug”. . . medium-priced sports car—it 
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seems everyone’s had his ear to the ground and come up with 


his own version. There’s a lot of fancy in all of this, but that’s 
human nature, and quite frankly we enjoy it. We are sure you 
understand why it’s impossible to tell you all about the Edsel 
mow, but the time has come to state these facts. 
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The 1958 line of Edsel cars will be on the American Road 
this fall—the achievement of more than ten years of research 
and planning. Styling and engineering have long since been 


Ford finalized, and prototypes built. In fact, for a considerable period, 


. ialen: - &, Ye ae : : 
Cans, _ strict aie auhiient aie oo tow” cg Mey, disguised Edsel models have been undergoing grueling road 
sales and marketing manager o- Edsel. » DOYLE, genefys,, 1, ay tests on mountains and deserts, and on highways and in city 


traffic. You may have seen one. By fall, the Edsel will have 


. r N EW FORD “EDSEL’ L| N . en! been put through paces as intensive as any car ever was before 


introduction. 
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car, the Edsel. before the first model is"! !€ quarter-billion dollars in tooling, engineering, and facilities 
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fo) | and general manager of the Edsel division 
Citation, with 18 models that include 2-door and 4-door sedans 
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Lawsuits Affecting Dealers... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 

A. P. wrote as follows: “Can 
* an automobile club avoid pay- 
ment of Federal income taxes 
claiming that it operates for pleas- 
ure and recreation of its members?” 
The answer is no, if the club en- 
gages in ordinary 
commercial and 
pofitable activi- 

ties. 
For example, in 
Automobile Club 
of Michigan Vv. 
Commissioner of 
Internal Revenue, 
230 Fed. (2d) 585, 
it was shown that 
the Automo- 
bile Club of Mich- 
L. T. Parker igan did not spe- 
cifically promote social activities, It 
performed only commercial services 

for its members. 


The higher court held that the 
club was not entitled to Federal 


income-tax exemption under the 
statute giving exemption to clubs 
organized and operated exclusively 
for pleasure, recreation and other 
nonprofitable purposes. 

This was so although for many 
years in the past Government 
agents had held the revenues from 
the club exempt from Federal tax- 
ation. According to this new rul- 
ing, Club owes $384,059.97. 

According to this new higher 
court decision the Automobile Club 
need not pay these past-due income- 
tax payments but present and future 
income-tax payments on its profits 
must be paid. 

+ * a 


Policy Must Be Read 


A. B. wrote, as follows: “We, as 

* the dealer, allowed Mr. Casey 
to try out a 1954 Chevrolet which 
he was interested in purchasing. 
Before Mr. Casey brought our car 


back to us he lost control of the 
car and smashed into a telephone 
pole completely demolishing our car. 

“Mr, Casey had collision in- 
surance on his old car and we 
contacted his company in an at- 
tempt to collect the amount of 
our loss. They have denied our 
claim. Would you kindly discuss 
this in your column at your earli- 
est convenience.” 

The situation, as you have pre- 
sented it, involves interesting law. 
Of course, one must read and study 
the insurance policy before a de- 
pendable opinion can be rendered. 

However, usually Casey’s policy 
would not protect him when driving 
the new automobile not specified in 
the policy. If the policy holder fails 
to notify the insurance company 
when he changes models, his policy 
does not protect him when using 
the car not specified in the policy. 

This rule of law is applicable 
generally to all policies held by 
private individuals. Of course, an 
automobile dealer’s policy reads 
usually to cover all cars in his pos- 
session. 

Why would your dealer’s insur- 
ance policy not protect you in a 
case of this kind when a prospec- 


“Don’t overlook the way-ahead 
styling—” 


tive customer is trying out an auto- 
mobile? 

You are protected when any em- 
ploye is driving the car, and it 
seems that your policy should con- 
tain such an extended protection 


STEEL BODY Co. 


when the car is wrecked by a pros. 


pective purchaser. 
* * + 


Must Pay Tax 


A C. A, asked this question: “Tf 
* a finance company pays all 
state, county and city taxes for 
operating a finance or acceptance 
corporation can the State compel 
it to pay a special license usually 
payable by dealers in used auto- 
mobiles?” 

According to a late higher court 
decision the answer is in the af- 
firmative. 

For example, in Murdock Accept- 
ance Corp. v. City of Memphis, 288 
S. W. (2d) 459, the higher court 
held that an acceptance corpora- 
tion, which repossessed automobiles 
and sold them mostly wholesale to 
dealers, was subject to a privilege 
tax imposed upon persons dealing 
in, buying or selling second-hand 
automobiles or parts, either as the 
principal business or as incidental 
business. 

This was so although the corpo- 
ration employed no salesmen or 
mechanics or help for recondition- 
ing automobiles and handled only 
repossessed automobiles in connec- 
tion with its business of purchasing 
secured notes, and lending money 
upon notes secured by chattel mort- 
gages. 

In this case the Murdock Accept- 
ance Corp. had paid all state, county 
and city privilege taxes specifically 
applicable to its principal business, 


> + > 


On the Other Hand... 


For comparison, see B. & B. 

Chevrolet Co. v. Hall, 170 Tenn. 
540; and Neuhoff Packing Co. v. 
City, 234 S. W. 824. 

In the case of B. & B. Chevrolet 
Co. v. Hall, the Supreme Court held 
that B. & B. was not liable for an 
additional privilege tax for “selling 
or displaying automobiles for sale 
at any other place than its principal 
Place of business,” since the com- 
pany displayed and sold its auto- 
mobiles on the lot immediately ad- 
joining its regular place of business. 

In the case of Neuhoff Packing 
Co. v. City, the Supreme Court 
held that the company was not 
liable for the privilege tax of do- 
ing business in the county, where 
its regular place of business was 
in a county different from where 
it shipped its orders. 

For further comparison, see Sims 
v. Carter, 116 S. W. (2d) 1031, and 
Commercial Standard Insurance 


Co. v. Hixson, 133 S. W. (2d) 493, 
495. 


Inspection Plan 
Backed by 80% of 


Carolina Drivers 


DURHAM, N. C. — The Carolina 
Motor Club reports that although 
nearly 81 percent of North Carolina 
car owners polled favor periodic 
motor vehicle inspections such as 
will be proposed to the State Legis- 
lature this year, many expressed 
the belief that if the licensed gar- 
ages are not supervised rigidly the 
program may become a racket. 

The club said only 9 percent of 
the motorists polled voted in favor 
of a proposed “enabling act” which 
would permit cities to charge from 
$1 to $10 for city license tags, in- 
stead of $1 as now is the case. The 
Proposal has been made by the 
State Tax Study Commission. 


Seventy-seven percent of those 
polled favored state financial aid 
for driver training in North Caro- 
lina high schools, but only 61 per- 
cent agreed to an additional $1 cost 
to state license places to finance 
such driver education. Many motor- 
ists expressed the opinion that 
driver training is an educational 
priority and should be financed by 
state educational funds. 


Ninety percent voted in favor of 
changing prearranged racing on 
highways from a misdemeanor to @ 
felony, and some motorists were 
against any form of racing, par- 
ticularly that carried out on drag 
strips. 

Scientific tests to aid police offi- 
cers to decide whether a person 
was driving under the influence of 
intoxicating liquor was favored by 
87 percent of those sending in early 
answers to the poll. 





month after month... 


‘| 1512 million men and women“live by the book” 


“~ | ,,.and the book is Better Homes and Gardens 
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e family —individually or collectively. 2,550,000 readers of an aver- 
a age issue said they tried something or used an idea suggested 1 
in BH&G—4,450,000 total actions. 1,800,000 said they bought e 
$ something shown in an article or ad—2,550,000 total purchases. O er 1C a 
- 15,500,000 people read an average issue of BH&G. One third of 3 
oe the 123,800,000 le in the U.S. 10 f ld d 
g ,800, people in the U.S. years of age or older rea 
1‘ One or more of every twelve issues. That’s 44,150,000 Better reads Better Homes & Gardens ! 
nt Homes and Gardens readers—and over 40% of them are men, 


<< 


Meredith Publishing Company, Des Moines 3, Iowa. *A 12 Months’ Study of BH&G Readers, Alfred Politz Research, Inc., 1956 
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Market Trend 


The overall average price of 
used cars sold at wholesale auc- 
tion declined $5 last week to total 
$970, according to Automotive 
News’ index. 

Only two models escaped the 
general retrenchment. 

The price of 50s went up $9, 
while ’52s advanced $1. 

Losses amounted to $2 on ’5is, 





















































































































































JOHNSON AUTO 
AUCTIONS 
Lawrenceburg, Tenn.—Tuesday 


100% insured—Neo Registration Fee 











































































































DENVER AUTO AUCTION CO. 
(Denver's Oldest Auto Auction) 
75 S. Santa Fe Littleton, Colo. 
Ph. SU 1-6673 — Ed Smith or Mil Nace 


Auction Every Friday at 11:00 A.M. 
We Issue Auction Checks and Guarantee Titles 
























































MID-WEST AUTO AUCTION 
1155 So. Platte River Dr. 
DENVER, COLORADO 


Burden-Dud 
Sale every Tuesday at I! A.M. 
Phone Sherman 4-3263 













































































Sale Every Wednesday at 11:00 
SOUTHERN AUTO SALES, INC. 
AUCTION 














Warehouse Pt., Conn. 














Crossroads 
. . where they meet... 
buyers and sellers . . . new and 
used car dealers. They meet at 
the dealer auctions of the na- 


























tion . . . and on the pages of 
Automotive News. 











You will reach both groups 
through an ad in Automotive 
News. 
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AUTOMOTIVE NEWS, MARCH 4, 1957 


News from Auction Reports.) 
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Aug. 


“a .)|lUle|!|l(lllCl Cl)! lh lhl. | | 56 
Sept. 


"565 °56 
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Figures alongside bars represent dollars. 


$5 on 54s, $7 on 55s, $10 on "56s, 
$12 on ’53s and $12 on ’57s. The 
new price on ’53s represented a 
lowpoint for that model. 

At a group of representative 
auctions last week, the average 
consignment of 166.1 units com- 
pared with 167.1 for the previous 
week. The sales ratio was 68.2 
percent, as against 70.6 percent a 
week earlier 





TOM FLETCHER'S 
DES MOINES AUTO AUCTION 


Phone ATiantic 2-8353 


Sale Every Thursday — 12 Noon 
Guaranteed Titles and Checks 








THE HARRY GELT 
CENTRAL STATES AUTO 


AUCTION 


Every Wednesday Noon 
“Gateway to the Waere sarkat” 


Phone 1181 or 1182 
MASON CITY, IOWA 
Guaranteed Checks and Titles 








MASSACHUSETTS 





PEABODY AUTO AUCTION, 
INC. 





MICHIGAN 





Flint Auto Auction, Inc. 
3711 Western Rd. Flint, 
Exclusively for Dealers 


Here in the shadow of General Motors, you 
get the best buys. 


12:30 — SALE EVERY WEDNESDAY — 12:30 
M. D. McCollum, Mgr. 








Phone Cedar 9-4492 | Jack Erwin 


Prices marked with an as- 
terisk indicate a unit equipped 
with an automatic transmission 
or overdrive and (ps) indicates 
power steering. 


LITTLETON, COLO. 


(Denver Auto Auction. Sale every Friday. 
Prices are for sale of Feb. 15.) 
BUICK — '57 Special Riviera, $2,800*. 

Special Riviera, $2,050*. 

ra, $1,545°. 


"56 
"55 Special Rivi- 
"BA Super Riviera, $1,230*. 





GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Half mile west of Grandville, 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. “BHI Nagy 
“Michigan's Best’ 

Phone: ARdmore 6-4720 








ST. LOUIS AUTO 
AUCTION BARN, INC. 


3807 Easton Ave. 
St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 
Checks and Titles Guaranteed 
Owned and Operated by 
BILL McCRACKEN and 
ROY McMANAMA 
(Dealers Only) 
Operating Since 1946 








AUTO DEALERS AUCTION, 
INC. 


Friday is Sale Day in Kansas City, Mo. 
Auction Company Checks to Sellers 
Guaranteed Titles to Buyers 


Bob Ring—Owner Fred Reed—Mgr. 
Open 6 days a week. Sale Friday 10:30 A.M. 


6200 independence Hu 3-7470 
Auctioneers 

Geo. Workman Phil Spurgeon 

Jr. Whitman 





MICHIGAN 


Detroit's Barometer 
APTCO AUTO AUCTION 


8 Years Old 
Conveniently located % mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK - - - 
WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. S$. ROUTE 25) 
MELVINDALE, MICHIGAN 


Checks and titles guaranteed 





Phone Dunkirk 3-0150 


On U. S. Route 20A 


Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive 


"5S 
Dee. 


Prices of '56s added and '48s dropped in November, 1955. Prices of ’57s added and °49s dropped in November, 1956, 





"53 Super 4-dr., $950*. 


$330*. ‘51 Special 4-dr., $270*, $225, 
$200*. °50 Super Riviera, $240*; station 
wagon, $320*. 


CADILLAC—’56 (62) sedan de Ville, $3,- 
"55 (62) 
(60) 4-dr., 
"5A (62) 4-dr., $2,225* (ps). 


950* (ps); coupe, $3,775* (ps). 
coupe de Ville, $2,850* (ps); 
$2,650* (ps). 
"53 (62) conv., $1,615* (ps). 


CHEVROLET — ’57 Bel Air (8) station 
$2,325°, 
Two-ten (8) 4-dr., $2,- 
56 Two-ten (8) 
’55 Bel Air (8) Sport coupe, 
"h4 


wagon, $2,590*, $2,550; 
$2,315*, $2,310*; 
195*, $2,060*, 
2-dr., $1,260. 
$1,506*; 


4-dr., 
$1,645. 
Two-ten (8) 2-dr., $1,080. 





NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 
Dealer Auto Auction 
Albany 5, N. Y. 
Monday — I! O'Clock 
80 car sale average 
All Titles and Checks Guaranteed 





NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% saf because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 





Center of Empire State, Insured 
Checks and Titles (Wed.). 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 


Sale, Re. 5. Ph. 3-1564, Titles & 


checks guaranteed. Mon. 10 A. M. 








MONTPELIER AUTO AUCTION CO. 


MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 
Your Good Will—Our Most Valuable Asset 
Phone 5-9535 








PENNSYLVANIA 





MANHEIM AUTO AUCTION, 
. Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 


INC. 





MURFREESBORO—Don Kelly Auto 


Auction, Junction U. S. Hwys. 70S- 
231-41. Thursday 11:00 a.m. 





"52 RM 4-dr., 


PONTIA 


BUICK—'56 Special Riviera, $1,700*. 


————$., 


Bel Air Sport coupe, $890*. ’52 SL = 


4-dr., $335*. °51 SL Deluxe 2-dr., 
50 SL Deluxe 2-dr., $255. 

CHRYSLER — ’56 Windsor 4-dr., $1,985» 
"55 NY 4-dr., $1,710* (ps). '53 NY 4. -dr, 
$765* (ps). 50 Windsor 4-dr., $145*, 

DeSOTO—’'57 Firesweep 4-dr., $2,975*, 

DODGE—’55 Coronet coupe, $1,350°. "53 
Coronet 2-dr., $415. 

FORD—’57 Country sedan, $2,700*, $2,450. 
Fairlane (8) 500 4-dr., $2,315*; Fairlane 
(8) 4-dr., $2,300*. ’56 Fairlane (8) Vie. 
toria, $1,775*, $1,725; 2-dr., $1,760*, $). 
450*. ’°55 Thunderbird, $2, 125°: Fairlane 
(8) Country sedan, $1,515*, $1, 0908; Vie. 
toria, $1,435*, $1, 085°: Custom (8) ‘4-dr,, 
$1,065, $1,000; Main (6) 2-dr., $840, $709 
54 Main (8) 2- dr., $445. '53 Ranch Wag. 


on, $690. ’52 Custom (8) 2-dr., $390*, 
HUDSON—’52 Wasp 4-dr., $140. 
LINCOLN— 53 Cosmopolitan 4-dr., $730*, 
"51 4-dr., $220*; 2-dr., $150*. 
MERCURY — '57 Monterey 4-dr., $2,640°, 
’56 Monterey 4-dr., $2,000* (ps): coupe, 
$1,875*, $1,795*, $1, 790*. ’'55 Custom sta. 
tion wagon, $1, 735°. ’54 Monterey Coupe, 
$1,000*; 4-dr., $875*. ’50 4-dr., $175, 49 
station wagon, $210. 
OLDSMOBILE—’'56 (88) Holiday, $2,199, 
"50 (98) 4-dr., $195*, $140*. '49 (98) 
conv., $125*. 
PACKARD—’51 4-dr., $160. '50 4-dr., $125, 


PLYMOUTH—’57 Belvedere (8) 4-dr. 
425*; Savoy (8) coupe, $2,330*; Savoy 
(6) 4-dr., $2,000*. °55 Plaza (8) 4-dr., 
$940. 54 Savoy 2-dr., $455. °53 Cran. 
brook 4-dr., $260. 52. Cranbrook 4-dr,, 
$230. 50 2-dr., $200, $135. 

PONTIAC—'55 Star Chief (8) 4-dr., $1,- 
000*. 

MISCELLANEOUS — ’52 
pickup, $675. 


PORTLAND, ORE. 


(Portland Auto Auction, Inc. Sale every 
Tuesday. Prices are for sale of Feb. 19.) 
BUICK—’55 Special Riviera, $1,665*; 4-dr., 

$1,650* (ps), $1,530*; 2-dr., $1,635*. "h% 

RM 4-dr., $1,395* (ps). ‘53 Super Rivi- 

era, $850° (ps). '52 Super Riviera, $606*; 

Special Riviera, $565*. '50 Super 4-dr., 

$360*; Special 4-dr., $210, $150. 
OADILLAC—’55 (62) coupe de Ville, 

235* (ps); coupe, $2,960* (ps). 

coupe de Ville, $1,390* (ps), 

4-dr., $1,250° (ps); 

(62) 4-dr., $795*. 
CHEVROLET—’'56 Bel Air (8) Hardtop, 

$2,100* (ps); Two-ten (8) statoin wagon, 

$1,885; Two-ten (6) 2-dr., $1,430. '55 Bel 

Air (8) Hardtop, $1,670; 4-dr. 

$1,385; Two-ten (8) 4-dr., 

285, $1,210, $1,170; 2-dr., $1,300, . 

$1,175; Two-ten (6) 4-dr., $1,025. "SS 

Two-ten 4-dr., $560. "52 SL Deluxe club 

coupe, $515; 2-dr., $410. "51 SL Deluxe 

Bel Air, $500*; 4-dr., $420*, $385; 2-dr., 

$150. '50 FL Deluxe 4-dr., $265; SL Spe- 

cial club coupe, $250. '49 SL Deluxe 4-dr., 
$250; 2-dr., $140. 

CHRYSLER — °50 Windsor club 
$320°; NY 4-dr., $195*. 
DeSOTO—’55 Fireflite 4-dr., $1,775* (ps). 
"54 Firedome 4-dr., $850° (ps). ‘52 De 

luxe club coupe, $300°. ‘51 
$410°. 


DODGE—’'55 Coronet (8) 4-dr., $1,170. "H 
Coronet (6) 4-dr., $650. 

FORD—’'57 Fairlane (8) 500 4-dr., $2,520 
(ps), $2,375* (ps); Fairlane (8) Victoria, 
$2,320°. '56 Country sedan, $1,980* (ps), 
$1,900, $1,890; Fairlane (8) Victoria, $1,- 
925°; 2-dr., $1,570; Ranch Wagon, $1,- 
620; Custom (8) 4-dr., $1,555, $1,550, 
$1,470. °55 Thunderbird, $2,275* (ps); 
Fairlane (8) Victoria, $1,650°; Ranch 
Wagon, $1,500*; Custom (8) 2-dr., $1,- 
160°; 4-dr., $1,140, $1,090, $1,000. "H 
Country sedan, sek ,235; Custom (8) 4-dr., 
$890, $885, $865, $860; Main (6) 2-dr., 
$700; 4-dr., $680. "53 Custom (8) 4-dr., 

$690, $520. "52 Crest (8) Victoria, $730*; 
Custom (8) club coupe, $650; Main (8) 
4-dr., $400, "51 Custom (8) 4-dr., $430, 
$350: conv., $380*°. °50 Custom (6) club 
coupe, $255; Custom (8) 4-dr., $235. "49 
Custom (8) 2-dr., $200; 4-dr., $120; Cus- 
tom (6) 2-dr., $130. 

HUDSON—'5S4 Hornet 4-dr., $730*. "53 Jet 
4-dr., $455. "52 Wasp 4-dr., $290°. "50 

$3,500°. 


Commodore 2-dr., $140. 
LINCOLN "56 Premiere conv., 
(ps). *51 Cosmopolitan club coupe, $265*. 
MEROURY —’'56 Montclair 4-dr., $2,275* 
(ps); Monterey Hardtop, $1,985* (ps); 
4-dr., $1,925*; 2-dr., $1,900°. °55 4-dr., 
$1,300. "54 Monterey Hardtop, 2 at $1,- 
320; 4-dr., $1,090. '53 Custom 2-dr., $550. 
"51 coupe, $500, $310*, $265; 4-dr., $465, 
$350. "50 4-dr., $300. 
NASH—’51 Ambassador 4- dr., $295. 
OLDSMOBILE—’'56 (88) Holiday, $2,045°. 
"55 (98) Holiday, $1,995* (ps); 4-dr., $1,- 
825° (ps); (88) Holiday, $1,840* (ps); 
Super 4-dr., $1,755° (ps). "54 (88) Super 
4-dr., $1,110° (ps). "52 (98) 4-dr., $775° 
(ps); (88) 4-dr., $620°. "51 (98) 4-dr., 
$465*, $375*; (88) 4-dr., $300*. "50 2-dr., 
$150°. 
PACKARD—’51 2-dr., $300*. 
PLYMOUTH—'56 Belvedere (8) Hardtop, 
$1,910°. "55 Plaza (6) 2-dr., $885. "St 
Belvedere 4-dr., $850*; Savoy 4-dr., $745; 
Plaza 4-dr., $735. "53 Cambridge ‘Subur- 
ban, $770; ‘4-dr. $480. "50 Deluxe coupe, 
$260; 4-dr., $235. 
INTIAOC — ‘55 Star Chief (8) Catalina, 
$1,705*, $1,550*; Chieftain (8) Catalina, 
$1,500°; 4-ar., $1,365*, $1,225. "54 Star 
Chief (8) Catalina, $1,280*. '53 Chieftain 
(8) 4-dr., $690*; Catalina, $600*. 51 (8) 
$370°, $320°. "49 2-dr., $130°*. 


Chevrolet %%-ton 


$3,- 
"52 (62) 
$1,350°* (ps); 
Hardtop, $1,150*, 51 


coupe, 


4-dr., 


STUDEBAKER—’52 Champion 4- dr., $340°. 


"51 Champion coupe, $200*. "50 Com- 


mander 2-dr., $220. 


WILLYS—’53 station wagon, $760. ’50 sta- 


tion wagon, $350. 


MISCELLANEOUS—’56 Ford %-ton pick- 


up, $1,030, $900. °55 Ford %-ton pickup, 
$850, 3 at $825, $820, $775; Chevrolet %- 
ton pickup, $755. '54 Ford %-ton pickup, 
$640. '53 Ford %-ton panel, $495. 50 
Chevrolet %-ton pickup, $480, $460; Ford 
%-ton pickup, $325; Studebaker %-ton 
at $225. °48 Ford %-ton pickup, 


WAREHOUSE POINT, CONN. 


(Southern Auto Sales, Inc, Sale every 


Wednesday. Prices are for sale of Feb. 20.) 


(Many buyers our sale this 
week and the market was strong on good 
cars. Sold 131 out of 174.) ss 
Super Riviera, $1,210*; 4-dr., $1,135°; 
Century Riviera, $1, 145°; Special Riviera, 
$1,110, $975. °53 Super Riviera, $825*, 
$795*. °52 Special 4-dr., $335*. *51 Spe 
cial 4-dr., $510, $310°" "50 RM 4-dr., 
$200*; Super 4-dr., $160, $120°; Special 

2-dr., $150*, $140*. 


CADILLAC—'56 (62) coupe, $3,800* (ps). 


"55 Eldorado conv., $3,125* (ps); (62) 
coupe de Ville, $2,850* (ps), $2,600* (ps), 
$2,585* (ps). 54 (62) 4-dr., $2,415* (ps). 


(Continued on Page 33, Col. 1) 
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151 (62) 4-dr., $849%, $800*, $790*, $645*; , OLDSMOBILE—’57 (98) Holiday, $3,425* 


(60) 4-dr., $800*; (75) limousine, $580*. 
49 (61) 4-dr., $450*; (75) limousine, 
g420*. '48 (60) 4-dr., $270*; (62) 4-dr., 
$210*. 

CHEVROLET—’57 Two-ten (8) 2-dr., $2,- 
015. "56 Two-ten (6) 4-dr., $1,350, '55 
Bel Air (8) Hardtop, $1,125; Two-ten (6) 
Delray, $1,125; 4-dr., $1,115*, $940, $910, 
$900, $875. "53 Bel Air 4-dr., $815*, 
$300*, $730*, $660; conv., $650; Two-ten 
9-dr., $575. '52 SL Deluxe Bel Air, $460, 
2 at $400; 2-dr., $300*, $260. '51 SL De- 
juxe 4-dr., $350. °50 SL Deluxe 4-dr., 

. 49 SL Deluxe 4-dr., $125. 

CHRYSLER—’55 Windsor Hardtop, $1,490* 


). 
S ’51 Custom conv., $270*; 
$240*, $135. 
pODGE—’56 Royal Lancer coupe, $1,800*. 
55 Coronet 2-dr., $1,100*, °53 Coronet 


4-dr., 


4-dr., $440°. 

FORD—'56 Custom (6) Country sedan, $1,- 
690*; Custom (8) 2-dr., $1,440, $1,300. 
55 Custom (8) conv., $1,185*; 2-dr., $1,- 
060, $935. °54 Custom (8) conv., $850*; 
2-dr., $800, $775; Main (8) 2-dr., $670, 

_ '53 Crest (8) Victoria, $630; Main 
(6) 2-dr., $320. °52 Courier, $125. 51 
Custom (8) Victoria, $395*, $225; sedan, 
$285, $250. 49 Custom (8) 2-dr., $115. 

HUDSON—'54 Hornet 4-dr., $560*. 

LINCOLN—’46 Cosmopolitan conv., $100. 

MERCURY—’55 Monterey Hardtop, $1,510*, 
$1,410*. °54 Monterey Sun Valley,  $1,- 
125*, $1,035*. °53 Monterey Sport coupe, 
$475. °52 Custom 4-dr., $435*, °51 2-dr., 
$175. 


NASH—’52 Rambler conv., $325. °51 Am- 
bassador 4-dr., $165*. 
OLDSMOBILE—’53 (98) 4-dr., $605*. ‘52 


(98) 4-dr., $445°*. °51 (88) Holiday, $325*; 
Super 2-dr., $190*, $185*, $140*; (98) 
4-dr., $200*. "50 (88) club coupe, $240*; 
4-dr., $105*; (98) 4-dr., $180*. 


PACKARD—’53 Clipper 4-dr., $495°. ‘51 
(200) 2-dr., $145. 
PLYMOUTH —'54 Savoy 4-dr., $675. ‘52 


Cambridge 4-dr., $350. '51 station wagon, 
$425. "50 station wagon, $155. ’49 2-dr., 


$120. 

PONTIAC—’56 Chieftain (8) Catalina, $1,- 
725°. '55 Chieftain (8) 4-dr., $1,235, '54 
Chieftain (8) Catalina, $1,090* (ps). °53 
Chieftain (6) 2-dr., $450. °51 Chieftain 
(8) 4-dr., $300°, $200*. ‘50 Catalina, 
$225*; 2-dr., $140, $120°. 

STUDEBAKER—’54 Champion 4-dr., $595. 
‘652 Champion 2-dr., $170. °50 Champion 
club coupe, $105. 

WILLYS—'53 4-dr., $235. 

MISCELLANEOUS——'54 Dodge %-ton pick- 
up, $580; Ford %-ton pickup, $610; Volks- 
wagen station wagon, $1,110. °52 Stude- 
baker %-ton pickup, $250; GMC \-ton 
pickup, $295. "51 Ford 1%-ton wrecker, 
$735. °48 Willys pickup with plow, $465. 
"47 Chevrolet %-ton pickup, $200. 


OMAHA 


(Richard Abel Auto Auction. Sale every 
Thursday. Prices are for sale of Feb. 21.) 

(A snow storm that hit about 10 a.m. 
made roads icy and kept both buyers 
and sellers home. Prices good on clean 
cars.) 


BUICK—'56 Super Riviera, $2,240* (ps). 
"55 Super Riviera, $1,195*° (ps). ‘54 Spe- 
cial 2-dr., $930. ‘53 Special 2-dr., $575. 

CADILLAC—'56 (62) coupe de Ville, $3,- 
815° (ps); coupe, $3,785° (ps). ‘54 (62) 
coupe, $2,100* (ps). ‘53 (62) coupe de 
Ville, $1,650°; 4-dr. $1,350* (ps). "50 


(62) 4-dr., $600°. 

CHEVROLET—'57 Two-ten (8) Delray, $1,- 
850. "56 Two-ten (8) 2-dr., $1,495°. "55 
Bel Air (6) 4-dr., $1,185; Two-ten (8) 
4-dr., $1,160°; Two-ten (6) 4-dr., $1,150. 
"4 Bel Air Hardtop, $1,035. '53 Bel Air 
2-dr., $765*; Two-ten 2-dr., $665. "52 SL 
Deluxe 2-dr., $465°. °51 SL Deluxe Sport 
coupe, $275°. 

CHRYSLER—'54 NY sedan, $1,120* (ps). 
"52 NY sedan, $355*° (ps). 

DeSOTO—'54 Firedome 4-dr., $900* (ps). 

FORD—'56 Fairlane (8) Victoria, $1,840* 
(ps); 2-dr., $1,710° (ps); Custom (8) 4- 
dr., $1,375. '55 Fairlane (8) Victoria, $1,- 
370°. "54 Custom (8) 4-dr., $845; 2-dr., 
$785. '53 Custom (8) coupe, $650*, $635°; 
Custom (6) 2-dr.. $475, $415°. ‘52 Crest 
(8) Victoria, $605*, $575°. 

KAISER—'53 4-dr., $280*. 


Ford Aide Calls 
Styling Now Chief 


Factor in Sales 


LOS ANGELES, — The empha- 
sis in car merchandising has shifted 
toward styling, a Ford Motor Co. 
spokesman told the Industrial De- 
signers Institute here last week. 

Speaking to the IDI at its na- 
tional convention, John Najjar, 
chief stylist of the Lincoln Styling 
Studio, said visual appeal now 
Plays the major role when the aver- 
age American car buyer makes 
his selection. 

“Engineering and manufactur- 
ing preceded styling at one time 
4s the first consideration in the 
Minds of those purchasing a car,” 
Najjar pointed out. “However, the 
engineer and production man have 
done their work so well that the 
Public takes for granted the fact 
that the automobile is mechani- 
cally and structurally sound, 

“Now the car buyer seeks the 
Product that is most pleasing to 

eye,” he said. “What is pleas- 
ing to the eye is pleasing to the 
individual; and what is pleasing 
to the individual, he buys, While 
he insists that his car be well en- 
gineered and assembled, it is more 
important to him that it present 
an exciting and attractive appear- 
ance.” 


(ps). ’56 (88) 2-dr., $1,735. "55 (98) 4- 
dr., $1,705* (ps), ’53 (98) 4-dr., $920*. 
"51 (98) sedan, $440*, 50 (88) 4-dr., 
$185*. 

PACKARD—’50 4-dr., $205*. 

PLYMOUTH—’57 Belvedere (8) 4-dr., $2,- 
365*. °56 Savoy (8) 4-dr., $1,450*. °52 
Cambridge club coupe, $300; 4-dr., $280. 
"51 Cranbrook 2-dr., $220, 50 Deluxe 2- 
dr., $175. 

PONTIAC—’56 Star Chief (8) Catalina, $1,- 
945°; Chieftain (8) 4-dr., $1,700*. °55 
Star Chief (8) 4-dr., . 53 Chief- 
tain (8) 4-dr., $755. ’52 4-dr., $490. 

STUDEBAKER—’53 Champion 4-dr., $500*. 

MISCELLANEOUS—’55 GMC %-ton pick- 
ws ’47 Chevrolet %-ton pickup, 


MASON CITY, IA. 


(Central States Auto Auction, Sale every 
Wednesday. Prices are for sale of Feb. 20.) 

(Excellent activity here with a large 
crowd on hand, Prices firm on clean 
units.) 

BUICK—’56 Century 2-dr., $1,995*; Riviera, 
$1,830*. °55 Special 4-dr. $1,510*, °54 
Special 4-dr., $1,510*, $976*; Century 4- 
dr., $1,010*; Super Riviera, $1,125*, $1,- 
120*; RM 4-dr., $1,185* (ps). °53 Super 
Riviera, $600*; Special 2-dr., $575. 

CADILLAC—’55 (62) sedan de Ville, $2,- 
900* (ps), $2,720* (ps); coupe, $2,835* 


(ps). '54 (62) coupe de Ville, $2,295* 





~~ 
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Model Breakdown 


Of Auction Averages 
Feb., 1957 Jan., Dec 

















Model To Date 1957 1956 
$2,432 $2,393 

1,764 1,860 

1,289 1,347 

898 938 

609 625 

394 412 

266 283 

i chetsenesens 199 200 213 

Overall 

Average $ 970 $ 981 $1,009 
(ps); 4-dr., $2,200* (ps). °53 (62) coupe 
do_ ville, $1,570* (ps), °49 (62) 4-dr., 


CHEVROLET—’57 Bel Air (8) 4-dr., $2,- 
265*. '56 Bel Air (8) 4-dr., $1,805*; 
ten (8) 4-dr., $1,510°, $1,400*; 2-dr., 
$1,410*. °55 Two-ten (8) 2-dr., 
Two-ten (6) 2-dr., $960, $930. '54 Bel Air 
conv., $995. °53 Bel Air 4-dr., $755*. ’51 
2-dr., $310*. 

CHRYSLER—’54 NY 4-dr., $1,100* (ps). 

DeSOTO— 57 Firesweep 4-dr., $2,360*. 

DODGE—’53 Coronet Hardtop, $640*. 
Wayfarer conv., $215. 

FORD—’ 57 Del Rio Ranch Wagon, $2,125; 
Custom (8) 300 2-dr., $1,990°, '56 Fair- 
lane (8) Victoria, $1,560; 4-dr.. $1,585*; 
2-dr., $1,425*. °55 Custom (8) 4-dr., $1,- 
195*. °54 Custom (6) 2-dr., $645. °53 Cus- 
tom (8) 2-dr., $610. 

HUDSON—’56 Wasp 4-dr., $1,385*. 

MERCURY—’56 Custom 4-dr., $1,635*. '55 


(Continued on Page 36, Col. 3) 


"50 


Look 


truck package. 


He can come up with exactly the right com- 
bination—axle weights and load distribution, 
body capacity and overhang—to deliver the 


biggest possible legal payload in any area. 


Service like this gives you genuine sales 
advantages. Fleet buyers want facts before 
they buy, all the facts, and you’ll have them. 
You go in ready for action with a specific 
proposal that pinpoints the performance 


Tne HEIL co. 





HEIL distributor 


Count on the Heil distributor in your area for 
real help when you’re after fleet sales. Whether 
your prospect needs three dump trucks or 30, 
your Heil man can help you present a complete 

























































































‘Oldtimer’ at Auto Show— 


The Pittsburgh Auto Show was opened by Mayor David L. Lawrence and Betty Fur- 
ness, television star, after they had driven to the opening in this stainless steel-bodied 
1936 Ford. The unusuai car is owned by Allegheny Ludium Steel Corp., Pittsburgh, 
and was loaned for the purpose of driving Mayor Lawrence and Miss Furness to the 
opening. 





fo your 


the fleet owner can expect from his trucks. 

And when you’ve made the sale, you can 
promise faster delivery because your Heil dis- 
tributor can (1) supply stock Heil body and. 
hoist units—now; (2) provide fast, expert 
mounting service. What’s more, Heil is a 
manufacturer that contractors and fleet own- 
ers know and trust. 

Let your Heil distributor help you go after 
your next fleet sale with the facts and figures 
that will make your selling job easier and more 
effective. And most important, he can help 
you give your customers the most truck for 
their money. 


MILWAUKEE 1, WISCONSIN 


Factories: 
Milwaukee, Wis., Lancaster, Pa., Hillside, N. J. 
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Artist and Designer— 


Harry Wang, artist and textile designer, 
has been appointed assistant product 
design manager of the Textileather divi- 
sion, General Tire & Rubber Co., Toledo. 
In his new post, he will design new pat- 
terns for vinyl fabrics material which are 
widely used in automobiles and other 
products. Here, Wang, who has pursued 
art and art interest most of his life, in- 
spects a 16th century Chinese scroll at the 
Toledo Museum of Art. 


Safety Idea: Bar 
Sales Chiefs from 
Drafting Rooms 


NEW YORK. Auto makers 
could prevent half the traffic fatali- 
ties and injuries through safer 
vehicle design if sales executives 
were banned from the drafting 
rooms, says the February issue of 
Harper’s Magazine. 


The “huckster approach” of the | sed 


car makers, the magazine says, 
“has lulled the public into thinking 
it has a safe car when it hasn’t.” 

Paul W. Kearney, author of an 
article entitled “How Safe are the 
New Cars?”, cites studies by Cor- 
nell University’s Automotive Crash 
Injury Research Project. 

Auto engineers know how to 
build a safe car, he says, adding: 

“But they will never be allowed 
to put that knowledge fully to 
work until the sales executives are 
banned from the drafting rooms, 
just as they’ve been banned in the 
field of washing machines, electric 
blankets, gas furnaces, oil burners 
and a score of other devices with 
high accident potentials.” 

Kearney suggests that the auto 
industry and insurance companies 
finance an impartial testing labora- 
tory of their own—“logically under 
the auspices of the Society of Auto- 
motive Engineers — and make an 
SAE seal of approval as valuable 
as the AGA or UL labels, and just 
as impervious to outside influence.” 
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Current Prices on New Cars 


The following advertised - delivered 
include the suggested base fac- 
tory list prices, Federal excise tax 
amounts and suggested dealer delivery- 
and-handling charges. Not included are 
variable items passed on to the retail 
buyer, such as State and local taxes, 
transportation charges and optional 
equipment. 

BUICK — Special — 4-dr., sed., $2,659.83; 
2-dr, sed., $2,595.83; 4-dr. hardtop, $2,- 
779.83; 2-dr. hardtop, $2,703.83; conv., $2,- 
986.83; 4-dr, 2-seat stat. wag., $3,046.83; 
4-dr. 2- seat hardtop stat. wag., $3,166.83. 
Century—4-dr. sed., $3,234; 4- dr. hardtop, 
$3,354; 2-dr. hardtop, $3,270; conv., $3,- 
598; 4-dr. 2-seat hardtop stat. wag., $3,- 
706. Super—4-dr. hardtop, $3,681; 2-dr. 
hardtop, $3,536;, conv., $3,901. Roadmaster 
—4-dr, hardtop, $4,053.33; 2-dr. hadtop, 
$3,944.33; conv., $4,066.33 (Dynafiow 
standard on Century, Super and Roadmas- 
ter. Power steering standard on Super and 
Roadmaster). 

CADILLAO — Series 62 — 4-dr. hardtop, 
$4,780.96; 2-dr. hardtop, $4,676.96; 4-dr. 
Sedan deVille hardtop, $5,255.96; 2-dr. 
Coupe deVille hardtop, $5,115.96; conv., 
$5,292.96; Eldorado Seville 2-dr. hard- 
top, $7,285.96; Eldorado Biarritz conv., 
$7,285.96. Sixty Special—4-dr. hardtop, $5,- 
614.32 Series 75—S8-pass. sed., $7,439.88; 
Imperial limousine, $7,677.88 (Hydra- 
Matic, power steering, power brakes stand- 


ard.) 

CHEVROLET — (Prices are for 6-cyl. 
models. For V-8s, add $100.) One-fifty— 
4-dr. sed., $2,048.32; 2-dr. sed., $1,996.32; 
util, sed., $1,885.32; 2-dr. 2-seat stat. wag., 
$2,307.32. Two-ten—4-dr. sed., $2,174.32; 
2-dr. sed., $2,122.32; club cpe., $2,162.32; 
4-dr, hardtop, $2,270.32; 2-dr. hardtop, 
$2,204.32; 2-dr. 2-seat stat. wag., $2,- 
402.32; 4-dr. 2-seat stat. wag., $2,456.32; 
4-dr. 3-seat stat. wag., $2,563.32. Bel Air— 
4-dr. sed., $2,290.32; 2-dr. sed., $2,238.32; 
4-dr. hardtop, $2,364.32; 2-dr. hardtop, 
$2,299.32; conv., $2,511.32; 4-dr. 2-seat 
stat. wag., $2,580.32; 2-dr, 2-seat Nomad 
stat. wag., $2,757..32. Corvette—Hardtop 
cpe. or conv. (V-8 only), $3,465.32. 

CHRYSLER — Windsor — 4-dr. sed., $3,- 
088; 4-dr. hardtop, $3,217; 2-dr. hardtop, 
$3,153; 4-dr. 2-seat stat. wag., $3,575; 

-dr. sed., $3,718; 4-dr. hard- 

$3,832; 2-dr. hardtop, $3,754. New 

. sed., $4,172.50; 4-dr. hard- 

top, $4,258.50; 2-dr. hardtop, $4,201.50; 

conv., $4,638; 4-dr. 2-seat stat. wag., $4,- 

745.50. 300-C—2-dr. hardtop, $4,929; conv., 

$5,359. (TorqueFlite, power steering stand- 

ard on Saratoga and New Yorker. Torque- 
Flite, power brakes standard on 300-C.) 


CLIPPER—(Prices are for 1956 models.) 
—Deluxe—4-dr, sed., $2,731. Super—4-dr. 
., “$2,866; 2-dr. hardtop, $2,916. Custom 
—4-dr, sed., $3,069; 2-dr. hardtop, $3,164. 

CONTINENTAL — 2-dr. hardtop, $9,- 
966. (Turbo-Drive, power steering, power 
brakes standard.) 

DeSOTO — Firesweep — 4-dr. sed., $2,- 
777.25; 4-dr. hardtop, $2,911.75; 2-dr, hard- 
top, $2,835. 75; 4-dr. 2-seat stat. wag., $3,- 
169.25; 4-dr. 3-seat stat. wag., $3,310.25. 
Firedome—4-dr. sed., $2,957.75; 4-dr. hard- 
top, $3,141.75; 2-dr. hardtop, $3,084.75; 
conv., $3,361.25. Fireflite—4-dr. sed., $3,- 
486.75; 4-dr. hardtop; $3,670.75; 2-dr. hard- 
top, $3,613.75; conv., $3,890.25; 4-dr. 2-seat 
stat. wag., $3,981.75; 4-dr. 3-seat stat. 
wag., $4,123.75. Adventurer—2-dr. hardtop, 
$3,996.75; conv., $4,272.25. (TorqueFlite 
standard on Fireflite and Adventurer. Power 
brakes standard on Adventurer.) 

DODGE—Coronet 6—4-dr. sed., $2,451; 
2-dr. sed., $2,370.25. Coremet V-8—4-dr. 
sed., $2,558.50; 2-dr. sed., $2,478; 4-dr. 
hardtop, $2,665; 2-dr. hardtop, $2,580; 
conv., $2,841.50. Reyal V-8—4-dr. sed., $2,- 
711.50; 4-dr. hardtop, $2,818; 2-dr. hard- 
top, $2,768.50. Custem Reyal V-8—4-dr. 
sed., $2,881; 4-dr. hardtop, $2,990; 2-dr. 
hardtop, $2,920; conv., $3,146. Station 
Wasons—2-dr. 2-seat Suburban, $2,860; 
4-dr. 2-seat Sierra, $2,945; 4-dr. 3-seat 


Armstrong Ups Martin 


William M. Martin, a sales rep- 
resentative in the Cincinnati dis- 
trict office of the Industrial divi- 
sion, Armstrong Cork Co., has been 
named technical sales assistant to 
the division’s gasket and packing 
department, Lancaster, Pa. 


Sierra, $3,073; 4-dr. 


$2,041.88; 2-dr. sed., 
$1,878.64. Custom 300 — 4-dr. 
$2,105.28 Fairlane— 
$2,286.36; 2-dr. sed., $2,235.08; 
4-dr. hardtop, $2,357.44; 2-dr. hardtop, $2,- 
292.80. Fairlane 500—4-dr. sed., $2,332.68; 
4- 
403.76; 2-dr. hardtop, $2,339.12; conv., 


156.56; 
4-dr. sed., 


2-dr. 


2-dr. sed., $2,281.4 


sed., 


0; 


2-seat Custom Sierra, 
$3,087; 4-dr. 3-seat Custom Sierra, $3,214. 

FORD—(Prices are for 6-cyl. 
For V-8s, add $99.98.) Custom—4-dr. sed., 
$1,990.60; bus, 2-dr., 


models. 


sed., $2,- 


dr, hardtop, $2,- 


$2,- 


505.32. Station Wagons—2-dr. 2-seat Ranch 


Wagon, $2,300.72; 


2-dr. 


2-seat Del Rio 


Ranch Wagon, $2,397.32; 4-dr. 2-seat Coun- 


try sedan, $2,451.32; 4-dr. 3-seat Country | sed 
$2,556.08 4-dr. 
Thunderbird — hardtop 
$3,408.12. 


sedan, 
Squire, $2,683.64. 
cpe. (V-8 only), 


3-seat Country 


HUDSON—Hornet Super V-8—4-dr. sed., 


$2,750; 2-dr. hardtop, $2,840. 
tom V-8—4-dr. sed., 
(Power brakes 


$3,030. 
tom.) 


IMPERIAL — Imperial — 4-dr. sed., 
837.50; 4-dr, hardtop, $4,837.50; 2-dr, hard- 
top, $4,735.50. Crown—4-dr., 
$5,406; 2-dr. 

$5,597.50. LeBaron—4-dr. 
hardtop, $5,742.50. 
Limousine prices not available. (TorqueFlite, 
power steering, power brakes standard.) 

LINCOLN—Capri—4-dr. 
$4,794; 2-dr. hardtop, $4,649. 
Premiere—4-dr. sed., $5,293.50; 4-dr. hard- 
hardtop, $5,148.50; 
(Turbo-drive, power steering, 


4-dr. hardtop, 
268.50; conv., 
sed., $5,742.50; 


dr, hardtop, 


top, $5,293.50; 
conv., $5,381. 


4-dr., 


2-dr. 


power brakes standard.) 


MERCURY — Monterey — 4-dr. sed., $2,- 
644.80; 2-dr. sed., $2,575.80; 4-dr, hardtop, 
hardtop, $2,692.80; 


$2,762.80; 2-dr. 


Truck 


Arizona 
Delaware 


District of Columbia 





Florida 

Idaho 

Ilinois 
Montana 
Nebraska 
Nevada 

New Hampshire 
North Carolina 
North Dakota 
Tennessee 


Utah 


I 
Vermont , =. 28) it; 21) 1) 28 


Virginia 

West Virginia 
Wisconsin 
Wyoming 


1? States Reported 
To — for January 


information contained in this report bes been compiled from official state documents. 
ase cied to insure accuracy of 
. cannot 


L. Polk & Co 


$3,004.80. Montelair—4-dr. sed., 


New Commercial Car Registrations, 
19 States for January, 1957-1956 


registrations by states 
are released here weekly, 
compiled by R. L. Polk repre- 
sentatives in state capitals. 


$2,940; 2-dr. hardtop, 
standard on Cus- 


Hornet Cus- 
co 
%4,- 


sedan, $5,406; 


hardtop, $5,- | 44 


93 


sed., $4,794; 4- 


89 
conv., 
$3,187.80; 


43 | Brock- 


way 


2-seat, 
4-dr. 


2-dr. 


$3, 
4-dr. hardtop, 
conv., 


4-dr. 


sed., 
4-dr. 


235.80; conv., 


hardtop, 
on Custom.) 
OLDSMOBILE — 
$2,798.47; 2-dr. sed., $2,733.47; 4-dr. hard- 
top, $2,932.47; 

$3,182.47; 
$3,202.47; 4-dr, 2-seat hardtop, stat. wag., 
$3,313.47. Super 88—4-dr. 
$2,968.47; 
257.47; 2-dr. hardtop, $3,180.47; conv., 
2-seat hardtop, 
Series 98—4-dr. 
$4,012.55; 2-dr. hardtop, $3,- 
(Jetaway Hydra- 
Matic, power steering, power brakes stand- 
ard on Series 98.) 
PACKARD CLIPPER—4-dr. sed., $3,212; 
2-seat stat. 
matic standard.) 


nv., 


7.47; 
541.47. 


6.55; 


sed., 


4-dr. 


ony Park—4-dr. 
O-Matic standard on Montclair, 
Cruiser, Voyager and Colony Park. Power 
steering and power brakes standard on 
Turnpike Cruiser. ) 
METROPOLITAN — 2-dr. 
527; conv., $1,551. 
NASH — Ambassador Super V-8 — 4-dr. 
, $2,750; 2-dr. hardtop, 
sador Custom V-8—4-dr. sed., 
$3,030. 


4-dr, 


2-dr. 
4-dr, 


$4,216.55 


wag., 


2-seat, 


hardtop, 


2-seat 


$3,384. 


sed., 
4-dr, 


sed., 


hardtop, 


Series 88 — 4-dr. 


$2,854.47; 
wag., 


stat. 


stat. 


PLYMOUTH—(Prices are for 6-cyl. 


9. 


$2,055; 2-dr. sed., 
Savoy—4-dr. 
$2,147.50; 


2-dr, 


sed., 


$2,193.75; 


4-dr. hardtop, $3,316.80; 2-dr. hardtop, $3,- 
$3,429.80. Turnptke C 
4-dr. hardtop, $3,848.80; 2-dr. hardtop, $3,- 
757.80, Station Wagons — Commuter—2-dr. 

$2,902.80; 
3-seat $3,069.80. Voyager—2-dr. 
seat, $3,402.80; 4-dr, 3-seat, $3,569.80. Col- 
3-seat, $3,676.80. 


ruiser— 


$2,972.80; 
2- 


(Mere- 
Turnpike 


$1,- 


$2,840. Ambas- 
$2,940; 2-dr. 
(Power brakes standard 


sed., 


$3,030.47; 
hardtop, $3,- 
$3,- 
wag., 
$3,740.55; 


(Flighteo- 


mod- 
els. For V-8s, add $100.) Piaza—4-dr. sed., 
$2,008.50; bus. cpe., $1,- 
2-dr. 
hardtop, $2,229.25; 
hardtop, $2,317.25. Belvedere—4-dr. 


Mack 


ie 
sed., $2,310; 2-dr, sed., $2,263.50; 4.4, 
hardtop, $2,418.50; 2-dr. hardtop, $2 348.59, 
conv. (V-8 only), $2,925.50. Suburban—sgtg. 
tion wagons) — 2-dr, 2-seat Deluxe, $2,. 
330.50; 2-dr. 2-seat Custom, $2,440.25; 4.q, 
2-seat Custom, $2,494; 4-dr. 3-seat Cu 
$2,649; 4-dr,. 2-seat Sport, $2,622; 
3-seat Sport, $2,777. 

PONTIAC — Chieftain — 4-dr. sed, “ 
527.39; 2-dr. sed., $2,463.39; 4-dr. hardtop, 
$2,614.39; 2-dr. hardtop, $2,529. 39; Qde 
2-seat stat. wag., $2, 841.39; 4-dr, 3-seat 
stat. wag., $2, 898. 39. Super Chief—4.q 
sed., $2,664.39; 4-dr. hardtop, $2,793.39. 
2-dr, hardtop, $2,735.39; 4-dr. 2-seat stat. 
wag., $3,021.39. Star Chief—4-dr. deluxe 
sed., $2,839.39; 4-dr. custom sed., $2,896.39; 
4- dr. hardtop, '$2, 975.39; 2-dr. hardtop, $2,. 
901.39; conv., $3,105.39; Bonneville cony, 
(fuel injection), $5,782. 39; 2-dr. 2-seat 
Safari stat. wag., $3,481. 39; 4-dr. 2-seat 
Safari stat. wag., $3,636.39. (Hydra-Matie, 
power steering, power brakes standard op 
Bonneville.) 

RAMBLER—Deluxe Six—4-dr. sed., $1,. 
925. Super Six—4-dr. sed., $2,065; " 4-dr, 
hardtop, $2,150; 4-dr. 2-seat stat. wag, 
$2,352. Custom Six—4-dr. sed., $2,155; 4. 
dr, 2-seat stat. wag., $2,442. Super v-3— 
4-dr. sed., $2,195; 4-dr. 2-seat stat. wag, 
$2,482. Custom V-8—4-dr. sed., $2, 285; re 
dr. hardtop, $2,370; 4-dr. 2-seat stat. wag. 
$2,572; 4-dr, 2-seat hardtop, stat. wag, 
$2,657. 

STUDEBAKER—Champion 6—4-<ir. cus. 
tom sed., $2,048.89; 4-dr. deluxe sed., $2. 
170.79; 2-dr. custom sed., $2,000.59; 2dr 
deluxe sed., $2,122.99. Commander V-3— 
4-dr. custom sed., $2,173.29; 4-dr. deluxe 
sed,, $2,295.09; 2-dr. custom sed., $2,123.59: 
2-dr. deluxe sed., $2,242.09. President y4 
—4-dr. sed., $2,407; 2-dr. sed., $2,357.99, 
President Classic 4-dr. sed., $2,538, 
Station Wagons—2-dr., 2-seat Pelham ¢ 
$2,381.59; 2-dr. 2-seat Parkview V-8, §2. 
504.69; 4-dr. 2-seat Provincial V-8, §2,. 
560.72; 4-dr. 2-seat Broadmoor V-8, §2,. 
665.97. Hawks—Silver Hawk 6 cpe., §2- 
141.59; Silver Hawk V-8 cpe., $2,263.17; 
Golden Hawk V-8 2-dr, hardtop, $3,181.82, 
(Overdrive standard on Golden Hawk.) 


4-dr, 


Stude- 


Reo | baker | White | Willys | Misc. 
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On the Financial Front... 


‘57 Survey 





Forecasts 


Parts-Profit Increase 


NEW YORK, — Earnings for the 
auto parts industry generally 
should be improved in 1957, accord- 
ing to an industry survey by Stand- 
ard & Poor’s Corp. here. 

Profit declines dominated in 
1956, the firm said, with worst 
showings registered by companies 
“heavily dependent” upon original 
equipment passenger car busi- 
ness. 

“Some with large stakes in the 
truck or replacement markets... 
realized maintained or larger 
profits,” said Standard & Poor's. 
Others buoyed profits by new prod- 
uct development or expanded non- 
automotive activities, the survey 
said. 

Current analysis and outlook for 
the auto parts industry, according 
to Standard & Poor’s, follows: 

PattrerN—Favorable year-to-year 
comparisons and quarterly varia- 
tions (will be) less pronounced in 
1957 than in 1956. The third quar- 
ter will again represent the low 
point of the year. 

Passencer Car — Original equip- 
ment sales should increase in 1957, 
in line with projected moderately 
larger output ... In 1956, the 
decline from the 1955 peak roughly 
matched the 27 percent drop in 
passenger car production. 

Truck Parts Sates—They should 
score a gain in 1957, with main- 
tained production indicated. The 
adverse effect of an 11 percent drop 
in truck output in 1956 was moder- 
ated by greater emphasis on more 
expensive heavy duty units. 

REPLACEMENT Parts Sates — They 
should score some improvement in 
1957, following little change in 1956. 


Used-Car Notes 


MIAMI.—“I think we're all taxed 
to the breaking point,” State Rep. 
W. C. Herrell told the Miami Inde- 
pendent Auto Dealers Assn. last 
week. 

Referring to repoits that an at- 
tempt will be made to extend sales 
taxes to autos in the 1957 session of 
the Legislature, Herrell said, “I’m 
going to be a tough guy to sell any 
new taxes, too.” 

Herrell said he thought “we are 
going to have to limit expenditures 
to fit existing revenues.” 

There is a chance that the price 
of license tags may be increased to 
provide additional school revenue, 
Herrell said. He declared that he 
pepees enactment of an inventory 


Herrell is chairman of a subcom- 
mittee which is studying a state- 
wide automobile and driver inspec- 
tion law. 

“I think the driver inspection 
proposition is the more important,” 
he said. “However, we are drafting 
a statewide auto inspection bill. The 
objection to that has been the cost 
of enforcement. Pennsylvania and 
New Jersey seem to have the cheap- 
est, and we are studying both.” 

> & > 


Auction Formed 


WAUKESHA, Wis. — Waukesha 
Auto Auction Sales, Inc. has been 
formed at 1203 E. Main. Incorpora- 
tion papers were signed by James 
and Mary Ann Poulakos and Lor- 
Traine Shrag, with James Poulakos 
named the registered agent for the 
corporation. 


” * * 
Tucker Drops New Cars 


LOUISVILLE. — Tommy Tucker 
has sold his Pontiac dealership near 
Ft. Knox, Ky., and moved back to 
Louisville, where he has opened a 
used-car lot here. 

+ 


” z= 
B & W Motor Opens 

AIKEN, S. C. — B & W Motor 
Co. ran a special sale in conjunc- 
tion with its grand opening here. 
Operators are Norman Barnett and 
Edward Willings. 

. 


* * 
Eisen Buys Eberl Motors 


MILWAUKEE.—Eberl Motors, a 
used-car business here, has been 
Purchased by Robert Eisen, presi- 
dent of Transport Auto Sales, Inc., 
&@ used-car and truck operation. Ei- 
8en plans to combine the two firms. 


The high number of motor vehicles 

in use and advanced prices will 

both contribute. 
” 


* * 


Ex-Cell-O to Split 


The board of director’s of Ex- 
Cell-O Corp. have declared a cash 
dividend of 50 cents per share, 
payable Apr. 1, and adopted a 
resolution providing a splitup of 
common stock on a share-for-share 
basis, with the additional shares to 


be distributed Apr. 1. 
* + + 


Gabriel Co. 


Gabriel Co., Cleveland, annual 
report, 1956 vs. 1955: Net earnings, 
$378,203 and $262,923; sales not 


given. 
* 


Sheller Mfg. 
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share on common stock, payable 
March 14. In the six previous quar- 
ters, the cash dividend was 45 cents 


a share, 
+ * * 


Sharon Steel 
Sharon Steel Corp., 1956 vs. 1955: 
Operating income, $6,905,530 and 
$7,987,622; nonrecurring income 
(1956), $6,411,709; net sales (no 1955 
comparison), $180,044,408. 


* * + 


McLouth Steel 
McLouth Steel Corp., Detroit, an- 
nual report (preliminary), 1956 vs. 
1955: Net profits, $8,806,000 and $8,- 
148,000; sales, $163,906,000 and $144,- 
987,000. ts 


Douglas Oil 
Douglas Oil Co. of California, 
nine-month report, 1956 vs, 1955 
(period ended Dec. 31): Net earn- 
ings, $585,915 and $257,101; sales, 
$22,380,457 and $17,762,267. 


* * + 


Bullard 


Dealers Cite Haghson— 
Dealers paid tribute to William L. Hughson, second from left, of William L. Hugh- 





Bullard Co., Bridgeport, Conn.,| son Co., Inc. (Ford), San Francisco, in a “This is Your Life” sketch during a meeting 
annual report, 1956 (unaudited) vs.| of the 30 Year Club at the recent NADA convention in San Francisco. Memorable 
1955: Net earnings, $1.5 million| highlights from Hughson’s long career were narrated by his partner and general man- 

Sheller Mfg. Corp. has declared a/| against net loss of $1,029,599; sales, | ager, Earle C. Dahlem. Henry Ford Il, left, president, Ford Motor Co., and Benson 
quarterly dividend of 35 cents per| $42 million and $30,278,284, 


Ford, right, Ford vice-president, attended the program. 


Why do most mechanics prefer the 
replacement bearings in the black and red box? 


Your own experience will tell you why. They know they’ll get 
exactly the right standard or undersize bearing for any recondi- 
tioning job . . . because only the Federal-Mogul line of service 
bearings is truly complete! They know the quality is right .. . 
they’ve been proving it on millions of overhauls for 33 years! They 
know their jobber is backed by fast service from our nation-wide 
network of warehouse stocks. No wonder that the black and red 
box is your best bet for every replacement bearing requirement! 


FEDERAL-MOGUL SERVICE 


DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, 


RESEARCH « DESIGN * METALLURGY ¢ PRECISION MANUFACTURING ¢ SERVICE 


~ 7 Pe tee, 
FEDERAL-mogyL 
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Postman Gets a Lifft— 


Newest motorized vehicle to be placed in service by the Post Office Department is 
the Mailster, produced by Cushman Motor Works, Inc., Lincoln, Neb. The Government 
has ordered 1,500 of the units for use in post offices in the Southwest, Southeast and 
California. The three-wheel vehicle features a fiber glass enclosed cargo body and 
cab, and a four-cycle air-cooled engine that develops speeds up to 35 m.p.h. 
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Used-Car Auction Prices 





(Continued from Page 33) 


Monterey 4-dr., $1,205. °53 Custom 2-dr., | 
$780*. 
NASH—’55 Statesman 4-dr., $1,040*. 
OLDSMOBILE—’56 (88) Holiday, $1,830*. 
’53 (98) 2-dr., $1,040* (ps); (88) Super 
4-dr., $835°*. 
PACKARD — ’55 Clipper Hardtop, 
(ps). ’°53 2-dr., $310. 
PLYMOUTH—’57 Savoy (8) 4-dr., $2,375* 
(ps). ’56 Savoy (8) 2-dr., $1,625*; 4-dr., 
$1,200. °55 Plaza (6) Suburban, $1,250; 
2-dr., $800. '54 Belvedere 4-dr., $695*, 
$670*; Savoy 2-dr., $635, ’51 Concord 2- 
dr., $260. 
PONTIAC— 55 Chieftain 
’54 Star Chief (8) 4-dr., $900*° (ps). ’52 
Chieftain (8) Catalina, $500*. 
WILLYS—’ 54 Aero 2-dr., $450*. 
MISCELLANEOUS—’56 Ford %-ton pick- 


$1,580* 


up, $945. 55 Ford %-ton pickup, $840*. 


’54 Chevrolet %-ton pickup, $805, 


PEABODY, MASS. 


(Peabody Auto Auction. Sale every Thurs- 

day. Prices are for saie of Feb. 21.) 

(Weather sunny and cool and a good 
percentage sold, Not enough cars entered 
as the holiday lowered our consignments. 
Prices good as we sold 82 cars out of 
125 offerings.) 

BUICK — '56 Special 2-dr., $1,500; Super 
4-dr., $2,100*. '55 Century Riviera, $1,- 
710*; Special 2-dr.. $1,425. ‘54 Super 
Riviera, $1,465*; Special 4-dr., $1,025, '53 
RM Riviera, $655* (ps); Special 








(8) 2-dr., $1,080. | 





4-dr., | 


$680. '50 RM 4-dr., $150; Special 4-dr., 
$255*. 

CADILLAC—’53 (62) 4-dr., $1,510*. °49 
(61) 4-dr., $450*, $275*, $210*, '47 limou- 


sine, $130*. 
CHEVROLET—’56 Two-ten (8) 4-dr., $1,- 
550*; Two-ten (6) 2-dr., $1,500*. °55 


Two-ten (8) station wagon, $1,210; 4-dr., 


$1,185; Two-ten (6) 4-dr., $1,040; One- 
fifty (8) 2-dr., $875, '54 Two-ten 4-dr., 
$790; One-fifty 2-dr., $620, '53 Two-ten 
4-dr., $650*, $590; conv., $600, °51 SL 
Deluxe 4-dr., $375, $175*. '50 FL Deluxe 
2-dr., $265. 

DeSOTO—’53 club coupe, $595*. 

DODGE—’53 Coronet conv., $550*; 4-dr., 


$500*. ’°52 Coronet club coupe, $365. ’51 
Meadowbrook 2-dr., $275. 


FORD—’56 Custom (8) 2-dr., $1,370, $1,- 
350; Main (6) 4-dr., $1,090, °55 Custom 
(8) 2-dr., $1,000, $910; Custom (6) 2-dr., 
$985; Main (6) 2-dr., $790. °54 Custom 
(8) 4-dr., $835*; Main (8) 2-dr., $640. 
’53 Custom (8) 4-dr., $650; Main (6) 4- 
dr., $485. '52 Custom (8) 4-dr., $450*, 
$410. '51 Custom (8) 2-dr., $360, $210. 


’50 Deluxe (6) 2-dr., $125. 
KAISER—’51 4-dr., $110. 





MERCURY—’56 Montclair 2-dr., $1,855*. 
’55 Monterey 4-dr., $1,055*, $1,050°. °54 
Monterey 2-dr., $1,250*, $965*. "53 Mon- 
terey 4-dr., $775*; Custom 4-dr., $610. 
’52 Monterey Hardtop, $570*, $325*. °'49 
4-dr., $140, $110. 

NASH—’54 Statesman 4-dr., $625. 

OLDSMOBILE—’55 (88) Super 4-dr., $1,- 
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difference! 


REDUCES STRESS AND WEAR 


ADDS TO AXLE LIFE - 


KEEPS TRUCKS ON THE JOB :- 


Eaton’s exclusive planetary construction distributes 


gear-tooth loads over four “‘planet’’ gears, holding 
stress and wear on any one gear tooth to a minimum. 
Completely locked out in the high speed range, these 
four gears rotate only slowly in the low speed range. 
The result is quiet operation, easy clash-free shifting, 
minimum wear, materially longer axle life. This rugged 
planetary design, plus forced-flow lubrication enables 
Eaton 2-Speeds to establish outstanding performance 
records. Eaton 2-Speeds also reduce stress and wear 
on engines and all power transmitting parts; they 


make it possible for trucks to haul more, quicker, 


longer, at lower cost. 


EATO 





CLEVELAND, 





AXLE DIVISION 


MANUFACTURING COMPANY 
OHIO 


CUTS MAINTENANCE 


LOWERS OPERATING COST 





More than Two Million 
Eaton Axles in Trucks Today. 





PRODUCTS: Engine Valves eTappets eHydraulic Valve Lifters e Valve Seat Inserts «Jet Engine Parts « Hydraulic Pumps 
Motor Truck Axles « Permanent Mold Gray Iron Castings « Forgings e« Heater-Defroster Units « Automotive Air Conditioning 


Fastening Devices « Cold Drawn Steel « Stampings « Gears « Leaf and Coil Springs e Dynamatic Drives, Brakes, Dynamometers 


570* (ps); Deluxe 4-dr., $1,545*, "54 (88) 
Holiday, $1,305*; Super 4-dr., $1,269* 
(ps). '53 (98) 4-dr., $725* (ps). 

PLYMOUTH—’'56 Belvedere (8) 4-dr., $1,. 
550. '55 Belvedere (8) Hardtop, $1,325, 
’49 4-dr., $110, 

PONTIAC—’'55 Chieftain (8) Catalina, $1,. 
475*. '54 Star Chief (8) Catalina, $1,205*, 


'53 Chieftain (8) 4-dr., $575. '50 (6) 2. 
dr., $205. 

STUDEBAKER — ‘52 Commander 4-dr,, 
$190*. '51 Commander 4-dr., $175*, ‘59 


Champion 2-dr., $105. 
WILLYS— 54 station wagon, $675. 


MISCELLANEOUS — '50 Chevrolet *:-ton 
panel, $120; Ford %4-ton pickup, $250, 
EBENSBURG, PA. 
(Ebensburg Auto Auction. Sale every 


Thursday. Prices are for sale of Feb. 21.) 


(Prices up. Excellent demand. Sold 69 

cars out of 86.) 

BUICK—’55 Super conv., $1,800*.(ps). ’52 
Super 4-dr., $450*, °50 Super Riviera, 
$150*. 

CADILLAC—’56 (62) coupe, $3,830* (ps), 


$3,650* (ps). '52 (62) coupe de Ville, $1,. 
110* (ps); 4-dr., $900* (ps), $530°*. 

CHEVROLET—’56 Two-ten (8) 2-dr., §1,. 
250. '55 Bel Air (6) 2-dr., $1,045, $875, 
*54 Two-ten 2-dr., $605. ‘53 conv., $730*; 
One-fifty coupe, $360. °52 SL Special 2- 
dr., $385. '50 SL Deluxe Sport coupe, 
$355; 4-dr., $245*, $115. 

DeSOTO—’'56 Firedome Hardtop, 
’50 Custom 4-dr., $170. 

DODGE—’55 Coronet (6) 2-dr., $1,005. '53 
Coronet (8) 4-dr., $610*; 2-dr., $430*, 
"50 Coronet 4-dr., $130*. 

FORD—’56 Custom (6) 4-dr., $1,175; Main 
(6) 2-dr., $1,100; Main (8) 4-dr., $1,050, 
’55 Fairlane (8) Victoria, $1,375*, $1,- 
245*; Custom (8) 4-dr., $1,100, $1,000; 
2-dr., $1,150*. °54 Main (6) 2-dr., $610, 
$560. '53 Crest (8) conv., $725; Main (6) 
2-dr., $310. "52 Ranch Wagon, $650. ’51 
Custom (8) 4-dr., $275*; Custom (6) 4 
dr., $220, $200. '50 Custom (8) 4-dr., 
$230, $150. 

HUDSON—’'53 Super Wasp 4-dr., $400*, 

LINCOLN—'54 Capri Hardtop, $1,090*, 

MERCURY—'57 Monterey Hardtop, $2,850*, 
"55 Custom 2-dr., $980. '53 Custom 2-dr., 
$790. "52 Hardtop, $575, $560*. '51 4-dr., 

| $325. 

OLDSMOBILE 
"51 (88) 2-dr., 
$160*. 

PACKARD—'56 Clipper 4-dr., $1,400*, "h 
Clipper 4-dr., $745. 51 4-dr., $275°*. 

PLYMOUTH—'55 Belvedere (8) 4-dr., $1,- 
265. ‘52 Cranbrook 2-dr.. $335; Cam- 
bridge 2-dr., $310. ‘51 Cranbrook Belve- 


$2,035¢, 


"53 (98) 
$215°. 


Holiday, 
"50 (88) 


$790°. 
4-dr., 


dere, $230; 4-dr., $325, $280, $220; club 
coupe, $200; Suburban, $390. °49 Special 
Deluxe 4-dr., $100. 

PONTIAC—’'55 Star Chief (8) 4-dr., $1,- 
415* (ps); Chieftain (8) Catalina, $1,- 
400°. "50 (8) 4-dr.. $165*; 2-dr., $160*. 


"46 (6) 2-dr., $100, 
STUDEBAKER—’'53 Champion 4-dr., $475. 
WILLYS—'51 station wagon, $330, $150. 
MISCELLANEOUS — '54 Chevrolet %-ton 
pickup, $810. '49 Chevrolet 1-ton pickup, 


205. 
ALBANY 

(Tim Anspach Auto Auction. Sale every 
Monday. Prices are for sale of Feb. 18.) 


(Today’s market wus active and slightly 
higher from the start. Vigorous bidding 
on the block kept the electric doors pop- 
ping up and down. Many of the prime 
cars were nipped at the admitting cate 


by particular customers. Sold 128 out 
of 167.) 
BUICK—'57 Century Riviera, $2.855* (ps). 


‘55 Century Riviera, $1,525*; Super Rivi- 
era, $1,675*° (ps). "54 Super Riviera, $1,- 


230°; Special 4-dr., $1,040°, $925. ‘53 
Super 2-dr., $700*; Special Riviera, $700. 
"52 Special Riviera, $370. "51 RM 4-dr., 
$380°; Super Riviera, $270*. '50 Special 
2-dr.. $170°, $160°; Super 4-dr., $100°*. 
CADILLAC—'56 (62) 4-dr., $3,700* (ps); 
conv., $3,600° (ps). °55 (62) coupe de 
Ville, $2,800° (ps); 4-dr., $2,700* (ps), 
2,630° (ps), $2,610° (ps). °54 (60) 4- 


dr., $2,450° (ps); (62) 4-dr., $2,250*. '53 
(Continued on Page 37, Col. 1) 


"56 Safety Record 
Reported by Ford 


| DEARBORN. — Ford Motor Co. 
jemployes made 1956 one of the 
| safest years in the company’s his- 
|tory, John S. Bugas, industrial rela- 
|tions vice-president, has reported. 


Bugas said Ford men and women 
set a new low on-the-job injury 
frequency mark with only 1.43 dis- 
abling injuries for each 1,000,000 
man-hours worked. The injury- 
severity rate was the second lowest 
on record, he added, amounting to 
only 270 lost days charged for each 
1,000,000 man-hours worked. 


The Chicago Aircraft Engine 
division led others with a frequency 
rate of only .47 of a disabling injury 
per 1,000,000 man-hours and a sev- 
erity rate of only 31 days lost for 
each 1,000,000 hours worked. Mer- 
cury was second with frequency 
and severity rates of .91 and 41 
respectively. 











MEMO To 


FORD AND CHEVROLET DEALERS 
We are interested in making suitable 
connections for local deliveries on 2 


TRADE 


basis throughout the countr 
new cars for our leased 


to supply 
eet. (Since 


these cars will be used locally your serv- 
ice shop can benefit also.) 


Contact Ben Geller 


EMKAY, INC. 
6850 Cottage Grove Avenue 
Chicago 37, Illinois 
Phone: MUseum 446969 
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(ps); conv., $2,600* (ps). "54 (62) coupe tom (8) 4-dr., $310*. (Market steady on all autos up to '56; 
de Ville, $2,750* (ps); (60) 4-dr., $2,095* | HUDSON—’54 Wasp 2-dr., $230. @ little soft on °56 and °57 models, Sold 
(ps). °52 (62) coupe de Ville, $1,200* | LINCOLN—’54 Capri 4-dr., $1,370* (ps). | 214 cars out of 314 offerings.) 

(ps); 4-dr., $940*. '51 (62) 4-dr., $550*. ’52 Capri 4-dr., $410*. BUICK—’56 Century Riviera, $2,225*; Spe- 
50 (62) 4-dr., $325. MERCURY — '55 Monterey 2-dr., $1,650*| cial Riviera, $2,000*; 4-dr., $1,935* (ps), 





CHEVROLET — ’57 Bel Air (8) Hardtop, (ps); Montclair Hardtop, $1,635* (ps); $1,640*. '55 Century Riviera, $1,800* 
$2,295* (ps). ’56 Bel Air (8) conv., $1,- conv., $1,600*; 2-dr., $500*; Custom 2- (ps); Special Riviera, $1,345. °54 Super 
810* (ps), $1,770*, $1,750*; Hardtop,| adr., $1,050*, °54 Monterey Hardtop, $1,-| Riviera, $1,205*, $1,080*, $1,075* (ps); 
$1,720*; Two-ten (8) 4-dr., $1,700*; 000°; 4-dr., 2 at $715*. °53 Monterey Special 2-dr., $1,025*, $1,020, $1,015*. 
Hardtop, $1,605*; Bel Air (6) 4-dr., $1,- Hardtop, $795*; Custom 2-dr., $400*. ’51 ’53 Super Riviera, $650*. '52 Super Rivi- 
595*; Two-ten (6) 2-dr., $1,210. ’55 Bel Custom 4-dr., $265*. '50 conv., $230*. era, $335°. 

(62) 4-dr., $1,400* (ps). °52 (62) coupe, 100*, $835*; Savoy (6) sedan, $805. ’54/ Air (8) Hardtop, $1,450*; 4-dr., $1,085"; | NASH —’54 Statesman 2-dr., §765*. '53| CADILLAC—’56 (62) sedan de Ville, $3,- 

$1,100* (ps). °51 (60) 4-dr., $650*,. '50 2-dr., $845*. ’°52 Suburban, $620; 4-dr., Bel Air (6) 4-dr., $1,135; Two-ten (8) Statesman 4-dr., $655*, $425. °52 States- 890* (ps); (60) 4-dr., $3,840* (ps). 55 



























































































(Continued from Page 36) 


(61) 4-dr., $560°. $245, $190. '51 Suburban, $325, ‘50 4-dr., 2-dr., $1,085, $1,000; 4-dr., $1,065*, $1,- man 2-dr., $280. (62) coupe de Ville, $3,085* (ps); coupe, 
CHEVROLET—'57 Two-ten (6) 2-dr., $1,-| $245. : 050*, $950; Two-ten (6) 4-dr., $1,045; | OLDSMOBILE—’56 (98) Holiday, $2,495* $2,785* (ps). '54 (62) coupe de Ville, $2,- 
55 Bel Air (6) station wagon, $1,- | PONTIAC—’55 Chieftain (8) Catalina, $1,-| 2-dr., $965; One-fifty (6) 4-dr., $850, (ps), $2,475* (ps); (88) Holiday, $2,265*| 525* (ps); 4-dr., $2,430* (ps), $2,000° 

400; Bei Air (8) conv., $1,450 (ps), $1,- 500*, $1,325* (ps); Star Chief (8) 2-dr., $835. °54 Bel Air 4-dr., $775; Two-ten (ps), $2,180* (ps), $2,085* (ps), $1,- (ps), $1,995* (ps). 


390; Two-ten (6) 2-dr., 2 at $940, $930,/ $1,525°, $1,525, $1,290* (ps); 4-dr., $1,-| 4-dr., $750; 2-dr., $715; One-fifty 2-dr.,| 950°; 4-dr., $2,050* (ps); 2-dr., $1,650*. | CHEVROLET—’57 Bel Air (8) coupe, $2,- 
); 4-dr., $960, $925, '54 Two-ten sta-| 415° (ps), $1,035. "54 Chieftain (8) Cat-| $200. ’53 Bel Air 2-dr., $825*, $565*;| '55 (98) Holiday, $1,625* (ps); conv.,| 300°. 56 Nomad station wagon, $2,060° 


wagon, $1,100*; Bel Air coupe, $930*. alina, $875* (ps); 4-dr., $785. ’53 Chief- conv., $760*; 4-dr., $600*; Two-ten 2-dr., $1,600* (ps); (88) 4-dr., $1,506*, $1,490° (ps); 4-dr., $1,690*, $1,660*; Two-ten 
iS Two-ten 4-dr., $540*, $500; One-fifty tain (8) 4-dr., $735, $520, $430. '52 4- $575, $515*, $370*; 4-dr., $575*; One- (ps). ’54 (88) 4-dr., $1,175*; 2-dr., $660*. (8) 2-dr., $1,375. °55 Two-ten (8) station 


4-dr., $480, $330, ’52 SL Deluxe Bel Air,/ dr., $430, 51 4-dr., $135. '50 2-dr., $255,/ fifty 4-dr., $370. °52 SL Deluxe 2-dr.,| '53 (98) 4-dr., $875*. ’52 (98) 4-dr.,| wagon, $1,450*; 4-dr., $1,005: Two-ten 
: 2-dr., $450; SL Special club coupe,| $165. 2 at $325*, $240. ’51 SL Deluxe 2-dr.,| $245*. '50 (88) 4-dr., $205*. (6) station wagon, $1,400*; 4-dr., $1,- 
$410. 51 SL Deluxe Bel Air, $460°, $400; | MISCELLANEOUS—’55 Ford %-ton pick- $250; 4-dr., $225*. PACKARD—’51 Clipper 4-dr., $365*. 085*, $925; Bel Air (8) coupe, $1,200; 
4-dr., $320*, $290°; 2-dr., $300*, $300. 50) up gs00. CHRYSLER — '55 NY Hardtop, $1,650* | PLYMOUTH—’57 Belvedere (8) 4-dr., $2,-| Bel Air (6) 4-dr., $1,100*. '54 One-fifty 
SL Deluxe Bei Air, $290*; 4-dr., $240, (ps). ’54 NY 4-dr., $995*. °53 Windsor; 305°. ‘56 Plaza (6) 2-dr., $1,275. '55| 2-dr., $520. °53 Bel Air 4-dr., $800*, 
$190°. . CHICAGO 4-dr., $495. '52 Windsor Hardtop, $360*;| Savoy (8) 4-dr., $965, $955, $865; 2-dr. $630°; Two-ten 2-dr., $590*, $545*, $530. 
CHRYSLER — °55 Windsor 4-dr., $1,625 ° Imperial 4-dr., $340* (ps). $925. °53 Cambridge Suburban, $320. 52 | CHRYSLER — ’57 Saratoga 4-dr., $3,040* 
54 NY Town & Country, $1,500°. . (Arena Auto Auction. Sale every Tues- | DeSOTO—’56 Firedome 2-dr., $2,225* (ps). Cranbrook 4-dr., $385; Cambridge 4-dr., (ps). ’56 Windsor coupe, $2,250* (ps). 
poDGE — '55 Royal Lancer 4-dr., $1,440", | day. Prices are for sale of Feb. 19.) ’55 Firedome 4-dr., $1,375*; Meadow-| $315, $200. ’52 Saratoga 4-dr., $240*. '51 Windsor 
$1,150*; Coronet (6) 2-dr., $1,000°. "53 (Sold 256 cars out of 412.) brook Suburban, $1,200. PONTIAC—'56 Star Chief (8) Catalina,| 4-dr., $165*; NY 4-dr., $145*. 
Coronet 2-dr., $540°. ’50 Coronet Diplo-| RuICK—’56 Century 4-dr., $2,185* (ps); |DODGE—'54 Royal (8) 4-dr., $750*. °53| $2,385 (ps); 4-dr., $1,975*. '55 Star | DeSOTO—'50 Deluxe 4-dr., $150. = 
mat, $170°*. aS ‘ Special Riviera, $2,025* (ps), $1,825* Coronet 4-dr., $415; Hardtop, $410*; Chief (8) 4-dr., $1,500* (ps); 2-dr., $1,- | DODGE—’S4 Royal 4-dr., $695. "50 Mead- 
FORD — '57 Thunderbird, $3,200°; Fa > (ps); Super Riviera, $2,000* (ps). °55| Meadowbrook 2-dr., $345. '51 Hardtop,| 400°; Catalina, $1,375*; Chieftain (8)| owbrook 4-dr., $155; Coronet 4-dr., $130. 
lane (8) Victoria, $2,140°; Custom (6)/ RM Riviera, $1,500* (ps); Century 4-dr.,| $210. station wagon, $1,455*; 4-dr., $1,070, |FORD—’57 Fairlane (8) 500 4-dr., §2- 
300 2-dr., $1,775; 4-dr., $1,770. °56 "—_. $1,475* (ps), $1,190* (ps); Super Rivi- | FORD—’57 Fairlane (8) 500 Hardtop, $2,-| $970*; 2-dr., $1,010. °54 Chieftain (8 340°; Victoria, $2,315* (ps); Fairlane (8) 
jane (8) Victoria, $1,825*, $1,750°, $1,-| era, $1,450* (ps). '54 Super Riviera, $1,-| 210°. '56 Fairlane (8) Victoria, $1,825*;| 4-dr., $865*: Star Chief (8) 4-dr., $800*.| Victoria, $2,190*; 2-dr., $1,975. 56 Park- 
625°; coupe, $1,690; Parklane —— 300* (ps), $1,085* (ps); RM Riviera, $1,-| 2-dr., $1,685*, $1,675*; Country sedan,| ‘53 Chieftain (8) 2-dr., $765*, $410; 4-| lane station wagon, $i,885* (ps); Fair- 
wagon, $1,780°; Custom (8) x ay 300° (ps); Special Riviera, $1,295* (ps); $1,675* (ps), $1,300°. 55 Country sedan, dr., $390*, $275°*, $270*. '51 4-dr., $310. lane (8) Victoria, $1,765* (ps), $1,690° 
25, ‘55 Custom (8) 2-dr., $960. ‘Ot! 4-dr., $1,050*. '53 Super Riviera, §950*| $1,575*; Fairlane (8) 4-dr., $1,190, $1,- | STUDEBAKER—'57 President 4-dr., $1,-| (ps), $1,635°, $1,240; 4-dr., $1,755°, $1,- * 
Ranch Wagon, $915°. '53 og (ps), $810*; Special 4-dr., $785* (ps),| 075, $1,050; Custom (8) 2-dr., $1,035,| 925°. °55 Commander Hardtop, $1,030*.| 550°; Custom (8) Victoria, $1,605°; 4- 
dr., $750*. '52 Main (6) 2- -* Cust $680* (ps); Riviera, $715*; conv., $715*. $1,025, $985, $940. °54 Custom (8) 2- ’53 Champion 4-dr., $370. dr., $1,300, $1,295*. °55 Custom (8) 2- 
Custom ©. $290, $180. om) 51 Special 4-dr., $360*, °50 Super Rivi-| dr., $905*, $840*; 4-dr., §735*, $610°; dr., $1,100*, $1,025", $970; Fairlane (8) 
(6) 2-dr., $100. ‘ era, $240; 4-dr., $235°. Victoria, $865*; Crest (8) Victoria, '$790*. 4-dr., $1,010°. 
HUDSON — '52 Commodore 4-dr., $240. °51| oAnirLAc—'56 (62) sedan de Ville, $4,-| °53 Crest (8) conv., $706*, $560; Ranch DYER, IND. HUDSON—'54 Jet sedan, $485. ’53 Super 
Commodore 4-dr., $100. 200* (ps), $3,870* (ps); 4-dr., $3,275*| Wagon, $615, $605*; 2-dr., $590. ‘52 Cus-| (Dyer Auto Auction. Sale every Friday.| Wasp 4-dr., $465. '52 Wasp 2-dr., $110°. 


LN — ’55 Capri 4-dr., $1,535° (ps). 
aT RCURY- ’57 Monterey Sport coupe, $2,- 
310°. '56 Montclair Sport coupe, $1,940°*; 
Monterey 4-dr., $1,880°. °55 Monterey 
Sport coupe, $1,475. °54 Monterey coupe, 
$1,025°. "52 Custom 2-dr., $460, 51 Cus- 
tom 2-dr., $300; 4-dr., $290, $160, $135; 
coupe, $260. "50 4-dr., $110. s 
NASH — '53 Ambassador 4-dr., $650°. °51 


tesman 4-dr., $150°. 
oLDSMOBILE—'56 (88) 2-dr., $2,090°. "55 
(98) Holiday, $1,800* (ps); (88) Holiday, 


$1,750°. °'54 (88) Super 4-dr., $1,425° 
(ps). "52 (88) Holiday, $450°. °51 (98) 
Holiday, $200°. "50 (88) 2-dr.. $140°*. 


PACKARD — ‘52 Clipper 4-dr., $300*. 
PLYMOUTH—'57 Plaza (6) 2-dr.; $1,860. 
"55 Plaza 4-dr., $840, ‘53 Savoy station . 
’52 Cranbrook 4-dr., $300. 


jon, $400. 
cl Deluxe station wagon, $360; 2-dr., 
$180; Special Deluxe 2-dr., $220. '50 De- 
luxe 4-dr., $170. 

PONTIAC — °56 Star Chief (8) Catalina, 
$2,200* (ps). ‘53 Chieftain (8) 2-dr., 
$375*. °52 Chieftain (8) 4-dr., $370. "50 
(8) 4-dr., $200. 

STUDEBAKER—’'52 Champion coupe, $170. 

WILLYS—'53 station wagon, $525. '51 Jeep- 
ster $600 

MISCELLANEOUS — '56 Lioyd bus, $800. 
‘50 Chevrolet %-ton pickup, $250; GMC 
%-ton pickup, $335, '49 Ford %-ton pick- 
up, $340; %-ton pickup, $125. ‘48 Chev- 

. rolet %-ton pickup, $180. 


JENISON, MICH. 


(Grand Rapids Auctions. Sale every Tues- 

day. Prices are for sale of Feb. 19.) 

(Market very solid as buyers from 12 
states attended today’s sale. Bidding very 

active on all makes and models. Sold 103 
ears out of 180 offerings.) 

BUICK—’56 Century Riviera $2,500*; 4-dr., 
$2,150° (ps), $1,915*; Super Riviera, $2,- 
175* (ps), $2,150* (ps); Special Riviera, 
$1,985*. °55 Century 2-dr., $1,595°; 4-dr., 
$1,345* (ps); Special Riviera, $1,555*; 
4-dr., $1,495* (ps), $1,400°; Super Rivi- 
era, $1,400° (ps). $1,095* (ps). "52 Super 
4-dr., $320°. ‘51 Special 4-dr., $155. 

CADILLAC—'57 (62) club coupe, $4,870* 
(ps). °56 (62) 2-dr., $3,520° (ps). "4 
(62) 4-dr., $2,205° (ps), $2,100° (ps). "53 
(62) 4-dr., $1,375*° (ps). "52 (62) 4-dr., 
$725° 

CHEVROLET—'56 Bel Air (8) conv., $1,- 
825*, $1,650; 2-dr., $1,655°; Two-ten (8) 
4-dr., $1,520°; Two-ten (6) station 
wagon, $1,480; 2-dr., $1,410°, $1,070, $1,- 
010, $960. °55 Bel Air (8) 2-dr., $1,220; 
4-dr., $1,270, $1,175; Bel Air (6) 2-dr., 
$1,105, $1,100; Two-ten (8) Delray, $1,- 
150, $1,095°*; 2-dr., $950; One-fifty 2-dr., 
$885, $700. °54 Two-ten sedan, $695. 53 
Two-ten station wagon, $850° (ps); 4-dr., 
$595, $585, $550; Bel Air 2-dr., $610°. 52 
SL Deluxe 2-dr., $415, $255. 

CHRYSLER—’55 Windsor Nassau, $1,505°. 
‘49 Windsor 4-dr., $215*. 

DeSOTO—'53 club coupe, $595°*. 

DODGE — ‘56 Coronet 4-dr., $1,675*. °53 
Meadowbrook 4-dr. $305*. 

FORD—'57 Fairlane (8) 500 4-dr., $2,300*; 
Custom (8) 300 4-dr., $2,180*. '56 Country 
sedan, $2,100*, $1,860° (ps); Fairlane 
(8) 4-dr., $1,670, $1,600; Custom (8) 2- 


dr., $1,330, $1,295, $1,215; Main (8) 2- * e 

dr. $1,215. °55 Country sedan, $1,210, * i 
$1,080; Fairlane (8) Crown Victoria, $1,- no er service 0 ur 

295°; Custom (8) 2-dr., $1,085, $910, 2 at & 


(ps). °55 (62) coupe de Ville, $3,055* tom (8) 2-dr., $390; 4-dr., $365. '51 Cus-/| Prices are for sale of Feb. 15.) (Continued on Page 42, Col. 1) 





. "54 Main (8) 4-dr., $750. "53 Cus- 
tom (8) 2-dr., $785, $500, $480; Crest 
(8) Victoria, $700; Main (6) 4-dr., $460. 
‘52 Crest (8) Victoria, $500*. ’51 club 
coupe, $155, $140, $105. 

URY—’56 Montclair 2-dr., $1,925*; 
Custom 4-dr., $1,625, °54 2-dr., $835. 53 
4-dr., $485. ‘52 Monterey 2-dr., $450, 
$400. '51 4-dr., $185*. 

—a— ss Rambler club coupe, $600; 2- 


-, $425. 

OLDSMOBILE —’56 (88) Super Holiday, 
$2,180* (ps); Deluxe 4-dr., $1,885*. ’55 
(88) Holiday, $1,700*, $1,680* (ps); 4-dr., 
$1,590*, $1,530°, '54 (88) 4-dr. $1,370, 
$1,325, $1,300, $1,135*. °53 (88) 4-dr., 
$640*. "52 (98) Holiday, $750 (ps). ’51 
(88) Super 2-dr., 7 

PLYMOUTH—'55 Belvedere (8) 2-dr., $1,- 

ee he 


CeOeeeeeeeeeeeeseseseseseseseee To close more truck sales and make more Load-Packers, pole-derricks or other equip- 
profit,offer your customerscompletelyequipped ment needed to do the best job at the lowest 
units, ready to work. And, to make sure __ net cost. You can then offer the customer a 
each customer gets the right unit to handle complete “package”, ready to go out on the 
his specific applications, ask your Gar Wood- _job. You eliminate the need for him to “shop 
St. Paul truck equipment distributor for around”... the risk of losing the sale to 
equipment recommendations on each deal. another dealer. 


Your Gar Wood-St. Paul truck equipment Here’s an extra service, Mr. Truck Sales- 
distributor will analyze each customer’s job man, to help you sell! It’s yours for the ask- 
requirements . . . work out a proper axle ing from your Gar Wood-St. Paul distributor 
load distribution to meet state laws... ... headquarters in your area for the newest, 
recommend the proper hoists and dump most advanced line of truck equipment on 
bodies, winches, cranes, Frate-Gates, Hi-Lifts, the market. Call your distributor soon! 


GAR WOOD INDUSTRIES, INC. 


Wayne, Michigan « Richmond, California 
Plants in Wayne and Ypsilanti, Mich. + Findlay, Ohio * Mattoon, ill. + Richmond, Calif. 


Your distributor else offers: 


@ Sales help from equipment specialists 
@ Technical help on equipment problems 


@ Field demonstrations that close sales 
fast 







@ The newest, most advanced line of 
truck equipment on the market! 
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Macton Machinery Co. 
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AUTOMOTIVE NEWS, MARCH 4, 


Affecting Factories and Dealers .. . 


Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

General Motors maintained its 
position as the largest user of out- 
door advertising as U. S. car and 
truck manufacturers spent more 
than $20 million in the medium in 
1956. 

Altogether, the top 100 adver- 
tisers upped their expenditures 
from $93,422,641 in 1955 to $95,- 
685,000 last year. Of the 1956 total, 
$20,603,724.74 was spent by the 
auto makers. 

Gasoline and oil companies ex- 
pended $19,035,548 in the medium, 
while suppliers to the auto indus- 
try spent a total of $3,140,109.09 

GM’s expenditure of $10,945,254.35 
was almost double the $5,958,005.21 
spent by Ford Motor Co., second 
largest advertiser in the outdoor 
medium. 

Studebaker-Packard Corp., with 
an expenditure of $1,532,891.69 was 
the third largest automotive 
spender and 15th among all adver- 





tisers in the medium. Chrysler 
Corp., placed 18th with an 
outlay of $1,250,752.43; American 
Motors 63rd with an expenditure 
of $419,988.66, and Willys Motors, 
Inc., although not finishing in the 
100, spent $24,336 on outdoor ad- 
vertising medium. 

International - Harvester, the 
only manufacturer listed sepa- 
rately as a truck producer, ex- 
pended $472,496.40. 

Top spender in the gasoline-oil 
classification was Shell Oil 
Co., which placed fifth with an ex- 
penditure of $3,278,671.48. 

Other users of the medium in the 
gasoline-oil classifications were: 
Gulf Oil Co., 12th with an expen- 
diture of $1,778,974.83; American Oil 
Co., 13th with $1,689,189.82; Esso 
Standard Oil Co. 19th with $1,244,- 
889.63; Standard Oil Co. of Cali- 
fornia, 20th with $1,231,681.80; Sin- 
clair Refining Co., 24th with $1,043,- 
394.90; Standard Oil of Indiana, 
25th with $1,016,894; Atlantic Refin- 


ing Co. 32nd with $798,568.25; Texas 
Co., 35th with $766,706.17, 

Richfield Oil Corp. of California, 
37th with $729,135.03; Union Oil of 
California, $599,021.13; Sun Oil Co., 
46th with $559,180.15; Tidewater Oil 
Co., 47th with $526,715.59; D-X Sun- 
ray Oil Co., 56th with $462,803; Phil- 
lips Petroleum Corp., 57th with 
$461,456.90; Continental Oil Co., 58th 
with $455,470; Richfield Oil Corp. of 
New York, 68th with $385,011; Cities 
Service Co., 7ist with $363,382.14; 
Socony Mobil Oil Co., 83rd with 
$308,107.06; Signal Oil Co., 86th with 
$291,488.40, and Standard Oil Co. of 
Ohio, 93rd with $263,784. 

Companies in the gasoline-oil 

classification that didn’t make the 
top 100 advertisers included Deep 
Rock Oil Co. with an expenditure 
of $106,527.04; Ethyl Corp. $61,- 
602; Ohio Oil Co. $205,856.15; 
| Pennzoil Co. of California $42,- 
392.32; Pure Oil Co., $154,879.61, 
and Standard Oil Co. of Ken- 
tucky, $209,765.60. 

General Tire & Rubber Co. was 


{the top advertiser among the sup- 


pliers with an expenditure of $1,- 
308,415.70. It placed 16th among the 
|top 100 advertisers in the outdoor 
medium. 

Other users of the medium 
among automotive suppliers were 





VALVOLINE TREASURE CHEST 


offers a motor oil 


that auto engines 


thrive on... 


a reliable 33.000 


mile guaranty 


that 


honors claims promptly... 


PLUS 


satisfied customers 


who keep coming back... 


Here is the positive way to give your cus- 
tomers 33,000 miles or 24 months of trouble- 


when Valvoline 


free chassis and engine repair motoring, 


lubricated—at no cost to you. 


Write Valvoline today, Dept. AN-357, for the big new 36-page, 
fully illustrated book which will give you every fact and detail 
about the 33,000 Mile Guaranty. 


VALVOLINE OIL COMPANY 


(DIV. OF ASHLAND OIL & REFINING COMPANY) 
FREEDOM, PENNSYLVANIA 
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Novi Equipment Co., 43rd with an 
expenditure of $618,110.41; General 
Electric Co., 73rd with $360,143.69; 
Electric Auto-Lite Co., 85th with 
$292,305.88; Fram Corp., 98th with 
$236,005.77. 

Suppliers that did not finish in 
the top 100 and the amounts ex- 
pended were Firestone Tire & 
Rubber Co., $24,000; Heet division 
of DeMert & Dougherty, Inc., $58,- 
365.46; Kaiser Aluminum Chemical 
Corp., $98,296.62; Mitchell Mfg. Co., 
$36,081.49; Olin Mathieson Chemical 
Corp., $46,337.26; Reynolds Metals 
Co., $40,404.01; Rheem Mfg. Co., $1,- 
080; Rohm & Haas Co., $20,562.80. 

Biggest spender in GM’s $10,- 
945,254.35 outlay for outdoor ad- 
vertising was Chevrolet with an 
expenditure of $8,094,053.28, Other 
divisions and the amount spent 
were Oldsmobile, $863,729.45; AC 
Spark Plug, $768,241.50; Cadillac, 
$500,733.78; Pontiac, $399,368.30; 
Buick, $139,680; Guide Lamp divi- 
sion, $85,000; United Motor Serv- 
ice, $76,375.54; GM institutional 
advertising, $16,000, and GMC, $1,- 
572.50. 

Ford Motor’s expenditure of $5,- 


958,005.21 included expenditures of | 


$3,709,246.80 by Ford division; $1,- 
954,019.72 by the Ford Dealers’ Ad- 
vertising Fund; $140,000 by Lincoln; 
$90,419.25 by Mercury, and $64,319.44 
by Ford tractor division. 

A breakdown of the S-P expendi- 
tures showed Studebaker expending 
$1,131,341.03, and Packard, $401,- 
550.66. 


Plymouth was Chrysler Corp.’s 


biggest spender with an outlay of 
$567,417. Dodge spent $305,942.42; 
Chrysler division, $255,591.22, and 
DeSoto, $121,801.79. 

Nash spent $414,589.56 of AMC’s 
$419,988.66 expenditure for ou t- 
door advertising in 1956. Hudson 
expended $6,610, and Kelvinator 
spent the other $297.20. 

Kaiser-Willys Sales division ex- 
pended $4,896 of the $24,336 spent 
for billboards by Willys Motors, Inc. 


* > * 


Ford Appoints Bowers 


The appointment of John R. 
Bowers as Ford division car adver- 
tising manager has been announcd 

by Chase Morsey 
jr., Ford car mar- 
keting manager. 
Bowers joins 
Ford from Brooke, 
Smith, French & 
Dorrance adver- 
tising agency, 
where as a vice- 
president and 
account executive 
he served several 
clients including 

J. R. Bowers an automotive ac- 
count. 

He had been with the agency 
since 1946. 


= > = 

City Buick Backs Show 

City Buick Inc., Long Island City, 
N. Y., has contracted for sponsor- 
ship of “Knickerbocker Warmup” 
with Marty Glickman and Les 
Kaiter over WINS. 

The show immediately precedes 


all Knickerbocker Basketball broad- 
casts. 


> > * 


WSAAA Honors Belding 

Don Belding, retiring chairman 
of the board for Foote, Cone, and 
Belding, received the first an- 
nual award of the Western States 
Advertising Agencies Assn. at a 
banquet in Los Angeles. 

James Christopher, president 
of WSAAA, presented Belding 
with a plaque in recognition of 
his 35 years of service in the field 
of advertising. 

* * * 


Hirschberg Rejoins Peck 

Sanford L. Hirschberg, formerly 
vice-president of Dowd, Redfield, 
and Johnstone, Inc., New York, has 
rejoined Peck Advertising Agency, 
New York, as vice-president and 
director. 

Hirschberg was associated with 
Peck Advertising Agency prior to 
1948 as account executive and vice- 
president. 

* * * 


Goodrich Appoints Semegen 

Alex L, Semegen has been ap- 
pointed advertising manager of In- 
ternational B. F. Goodrich Co., Ak- 
ron, Semegen has been with B, F. 
Goodrich since 1946. 


He moves to his new position 





a 
handled promotion of truck, farm 
and industrial tires, 


Hetler Opens Campaign 


Heller Tool Co., Newcomerst 
O., file manufacturer and subsid 
of Simonds Saw & Steel Co., Fitch. 
burg, Mass., has launched an inten. 
sive program to announce an ex. 
pansion of its tool lines during 
1957, 


* + * 


U. S. News Names Rep 


MacManus, John and Adams, 
Inc., has been appointed by U. g. 
News & World Report to handle 
its space sales advertising. The 
account will be handled by the 
agency’s New York office. 

Schwab & Beatty, Inc., will 
continue to handle circulation ad- 
vertising for the magazine. 

* + = 


Rootes Appoints Rep 

Erwin, Wasey & Co., New York, 
has been named to handle all ad- 
vertising in the United States for 
the Rootes Group. 

Rootes, manufacturer of the Hill. 
man, Sunbeam, Humber and Singer 
automobiles, is presently handled 
by Erwin, Wasey offices in Canada 
and England. 








LT EET 
Get the FACTS about 
YOUR 


BANTAMWEIGHT 
COMPETITION 

with the 
HEAVYWEIGHT 
PUNCH! 


Read the most talked about new book 
in the auto industry 


ECONOMY CAR BLITZ 


$3.50 


By Joe H. Wherry 
Detroit Editor of Motor Trend 
Foreword by Dave Alien, Editor Sports Car 
This book is a quick but thorough guide to 
the impact on the U. S. market of imported 
cars selling for less than $2,000. Every dealer 
should read this book so that he can compare 
performance and quality of his makes with 
these low-priced but high-grade imports. 


Invaluable test results and performance sta- 
tistics for seven station wagons and the fol- 
lowing cars: 


Renavit 750 
Lloyd 600 

Austin A-30 

Ford Anglia 
Morris Minor 
Volkswagen 

Nash Metropolitan 
Simca Aronde Peugeot 403 
Renavit Dauphine Volvo P444 


Read what the press has to say about this 
"must" book for all auto dealers: 


Hillman Minx 

Goliath 900 

Austin A-50 Cambridge 
Seab 93 

Ford Consul 

Auto Union DKW 3-6 
Ope! Rekord 


“As a buyer's guide alone, this book is well 
worth its modest price. And as an eye-opener 
for those who've noticed the small cars and 
wondered why people bought ‘em, the book 
is the best written." 

New Bedford, Mass. STANDARD TIMES 


"You will discover some valuable information 
in ECONOMY CAR BLITZ . . . you'll find out 
how advanced these motorized roller-skates 


h bec e 
ee eee SPORTS CAR 


"This book is an excellent and timely buyer's 
guide for the budget-minded motorist." 
ROAD & TRACK 


“With 135 photos and diagrams Wherry gives 
lowdown for the budget-minded motorist not 
in habit of catrying baby elephants or need- 
ing two tons of car to take the Missus shop- 


ing.” 
_ Randall Gould, DENVER POST 


“Here's a valuable reference work based on 
the unbiased opinions and the results of many 
road tests by an author who is known for his 
frank reporting on all cars." 


Pensacola, Florida, NEWS JOURNAL 


copies of ECONOMY 
CAR BLITZ at $3.50 each. 

Remittance enclosed (copies will 
be sent postpaid) 

Send C. O. D. (1 will pay postman 
at the rate of $3.50 plus postage and 
Cc. O. D. charges). 

Money refunded if not fully satisfied. | 


Name 


from the sales promotion staff of || 


B. F. Goodrich Tire Co., where he 
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OT to reading Anatole France’s 

novel, “Penguin Island,” the 
other day. And look what pro- 
phetic lines I found about the mo- 
tor car: 


“Egyptians worshipped the croco-| your competitor's private eight-ball | 


diles that devoured them. Today, 
our own people worship the motors 


the future belongs to the metal 
beast.” 

In Anatole’s day, the motor car 
was the plaything of royalty and 
the other very rich. Yet the 
distinguished novelist believed 
the automobile would “soon 
begin to perform its true func- 


tion—putting its strength at the | 


service of the entire people, 
behaving like a metal monster, 
perhaps, but a docile, toiling 
monster.” 

Anatole predicted that “so the 
motor may cease to be injurious— 
and become beneficient—we must 
build roads suited to its speed ._. 
establish garages on them, foot- 
bridges over them, and so create 
order and harmony among the 
means of communication. That is 
the wish of every good citizen.” 

True, about the time “Penguin 
Island” was predicting a social 
value for the new horse-frightening, 
somewhat lethal motor car, Henry 
Ford was announcing his Model T. 
So, though few but Ford knew it, 
the automobile was on its way to 
becoming a docile monster for the 
entire people. Yet in the whole 
United States there were only 650 
miles paved with macadam—named 
after the engineer McAdam — and 
no concrete. 

= * > 


Neglected Factor? 


I HOPE the prophetic French 
novelist looks down from what- 
ever hereafter is reserved for 
French novelists. He’d be pleased 
with the New York Thruway, the 
turnpikes and the other superhigh- 
ways built and planned. But he’d 
have been plain appalled at the 
carnage that goes on — and inter- 
ested, I know, at the letter Art 
Stevens wrote to me. 

Art — who as President of the 
Automobile Safety Assn. is Arthur 
W. Stevens, commented on my 
column about the relatively neg- 
lected research being done on 
driver attitudes. He wrote: 

“The factor in automobile acci- 
dents that has really been rela- 
tively neglected is the common 
factor in all accidents—the car it- 
self.” 

And he asked: “Why do safety 
programs concentrate on the driver, 
the pedestrian, the highway police, 
and practically ignore the automo- 
bile?” 

Stevens says the main error in 
design has been the bad vision in 


Styling of Autos 
Called Key to 


Robust Economy 


DETROIT.—The nation is in for 
&@ serious economic slump if auto- 
mobile makers fail to keep pace 
with public demand for “car of to- 
Morrow” styling, according to Carl 
W. Sundberg, president, Sundberg- 
Ferrar, a design firm. 

Sundberg, speaking at a meeting 
of the Society of Plastics Engineers, 
said the public has learned to an- 
ticipate design development. 

“The buyer has learned to expect 
that the model change will bring 
something more pleasing to the eye, 
something that looks newer and 
More attractive,” he said. 

Sundberg said that the buyer is 
saddened, perhaps even insulted, if 
the manufacturer offers a car that 
looks too much like the old one. 

He said the possibility of an eco- 
nomic slump occurs when the po- 
tential buyer decides not to look at 
competitive products, but to wait 
out the model year. 





the front-engine car, It’s time, he| together . . 


thinks, the driver was put up front, 

the engine in the rear — it’s weight 

over the wheels it has to drive. 
Well, we've been talking about it 

for a long time, 

| * * * 


Safety Research Pool 


—- FRANCE knew people 
were funny. That’s why his 


people are funny. Often, when 
they’re funny just once—about one 
| fluke you make in automotive 
design — you’re bankrupt. Or at 
least, you’ve lost a lot of your mar- 
ket for too long. 

The record shows that one small 
| fluke in design can put you behind 





for some three years. That is an 


|“unpopular” fluke, even though it| 
that crush them. Without a doubt, was designed to save thousands of | 


| miles. 


Car salesmen have been 
accused of playing down safety 
factors. They argue that one 
mention of a safety factor—im- 
plying possibility of an accident 
—can send the customer across 
| the street to buy a car that 
“won't have accidents.” 


jthat car manufacturers get 








Davis Back-hoe 
hydraulically 





iis 


in less than five minutes. 


“Penguin Island” is a classic, And | 


lowered to digging position 
in only one minute. 


ee et etree 
completely from truck 
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. like the gas and elec- 
tric people ...to pool their resources 
for safety research. Perhaps through 
the Society of Automotive Engi- 
neers, 

It could work out that a label, 
SAE, eventually would reassure the 
bewildered car-buyer, like the AGA 
or UL labels that vouch for the 
safety of gas or electrical appli- 


ances. 
* * *« 


It’s Up to the Public 


'P S. ONCE upon a time, people 
* fought through the courts to 
| prevent their children from being 
| vaccinated against smallpox, They 
believed youngsters injected with 
cow serum would grow horns. 
Everybody, or nearly ever y- 
| body, knows better now. But 
everybody isn’t an expert on au- 
tomotive safety. 
the same as ever—research and 
education. 
Several manufacturers have con- 





| tributed substantial sums to crash 
| research. When good answers are 

presented widely to the public — 
| convincingly—so car-makers won't 
| design themselves out of the mar- 
| ket, we'll get safer cars. That 


Best suggestion I’ve heard yet is| means, when the public wants safe | Hermann (Hudson), Detroit, chairman of the Hudson Dealer advisory Board, NADA 


|cars, it’ll get them. Not before. 


THE EQUIPMENT THAT LEADS THE WAY 


EX. 


~ 





this new 


210 which 


The answer is | 


YY OPENING A GREAT NEW 


The construction boom is on, and new, profitable sales are yours with 


utilities, counties, townships, cities, petroleum companies, and many 
other industries want this versatile equipment. FIRST, because it has 
the features that have made it America’s largest selling back-hoe. 
SECOND, because it can be completely detached from the truck in five 
minutes, freeing the truck for normal utility. THIRD, because it is 
priced lower than any other truck unit. 


The Davis Back-hoe will fit all one-ton or larger flat-bed trucks. 
Independent hydraulic system is powered by any one of several 
industrial engines — giving you more sales in that line, too. Installa- 
tion is easy; maintenance is simple. 


It is available in both the popular Model 185, or the new Model 


“MID-WESTERN INDUSTRIES, INC. 


1009 SOUTH WEST STREET 


































































| Romney Meets with Dealers— 


George Romney, American Motors president, chats with some of the top Nash and 


Hudson dealers during the NADA Convention in San Francisco. Seated, from left, are 
| Romney; Paul Lauritzen (Nash), Richmond, Va., vice-chairman of the Nash Dealer 


Advisory Board and NADA regional vice-president; Joe Hinote (Hudson), Reno, Nev., 
NADA state director. Standing: Bill Grawemeyer (Nash), NDAB chairman, and Bill 


| area chairman and president of the Detroit Auto Dealers Assn. 


AMERICA’S LARGEST SELLING 
BACK-HOE 


NOW AVAILABLE 


TRUCK MOUNTED 
MARKET FOR TRUCK DEALERS 


DAVIS TRUCK BACK-HOE. Plumbers, contractors, 


permits flush digging alongside buildings, fences, etc. 


A limited number of dealerships are available to truck dealers. 
Write for complete information and name of nearest distributor. 


DEPT. AN WICHITA 15, KANSAS 
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BREAKAWAY VALVE — A breakaway 
valve utilizing a nylon ball check that is 
said to defy wear has been marketed by 
Power Brake Parts Mfg. Co., 3441 S. Ra- 
cine Ave., Chicago 8, lil. In addition, the 
nylon ball is said to provide positive as- 
surance that the valve will not flutter or 
vibrate at any speed. Exclusive vertical 
positioning makes the PB Breakaway Valve 
completely self-draining. Since moisture 
cannot accumulate, the unit will not freeze- 
up. The valve fits all present valve mount- 
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ENGINSCOPE ACCESSORY — A device 
which is said to allow a mechanic to 
detect and pin-point pre-ignition and late 
flame (after ignition) is the latest in line 
of accessories for the TV-Type EnginScope 
produced by Allen 8. Du Mont Laboratories, 
inc., 750 Bloomfield, Clifton, N. J. The Du 
Mont Type 2902 Flame Pickup is designed 
fo convert the flame that occurs in the 
cylinders of internal combustion engines 
into electrical signals. These signals are 
coupled to the EnginScope, displaying 
patterns of light suitable for analyzing 
pre-ignition end. late fome. 


Lighting Equipment 
The introduction of a line of 
truck safety lighting equipment has 
been announced by the J, W. 
Speaker Corp., 3059 N. Weil St. 
Milwaukee, Wis. 


Included in the Speaker line is 
an armored clearance and marker 
lamp and a streamlined clearance 
or marker lamp, with a formfit 
celltite styrofoam mounting gasket 
and shatterproof side and rear 
plastic lenses. 

* 


a sliding idler gear 
not require the low reverse 
moved for reverse engage- 
length of the case, mainshaft 
and countershaft is reduced by 1% inches, 
saving 20 pounds and increasing shaft 
rigidity, according to the manufacturer. 
A weight-saving of an additional 15 
pounds is achieved by using a die-cast 
uluminum cover. 
* iz * 


Parts Precision-Molded 


From Nylon by Gries 
Superior service life and lubricity 


‘are claimed for nylon rubbing 


made in the New Rochelle 
(N. Y.) plant of Gries Reproducer 


These rubbing blocks, which bear 





TRUCK NEW PRODUCTS 


against the hexagonal (or octa- 
gonal) distributor shaft of an auto- 
motive engine, lift the distributor 
points to open and close them as 
often as 100,000 times per minute 
when the automobile is traveling 
60 miles per hour, it is said, 
= a. = 





TELESCOPIC HOIST — A single front- 
mounted telescopic hoist, capable of 
raising and dumping in less than six 
seconds, has been announced by Her- 
cules Steel Products Co., Galion, O. 
Known as Model 1215, the 5-inch hoist 
has been designed for use on high-speed 
batching operations or wherever fast 
dumping action is essential, it is claimed. 
A special Hercules-designed bleeder valve 
is said to provide hydraulic cushioning at 
the end of the lifting stroke to prevent 
cylinder damage. Accelerating the truck 
engine at the top of the stroke provides 
a rapid 4 to 10-in. rising and falling 
motion of the body assuring complete, 
fast dumping, without “frogging” the 
truck, it is deimed. ‘ae 





SUSPENSION SEAT — A bucket suspen- 
sion seat for heavy-duty construction and 
earth-moving equipment has been intro- 
duced by Bostrom Mfg. Co., 133 W. Ore- 
gon St., Milwavkee, Wis. The seat is 
designed with a rubber torsional spring 
suspension system that soaks up the dam- 
aging shocks and vibration inherent in 
the operation of heavy-duty equipment, it 
is claimed. Different views show shock 
and vibration absorbing construction and 
special adjustment features. Lever for in- 
dividual weight adjustment is seen at the 
front of the seat; side view shows levers 
for various posture and position adjust- 
ments. With seat pad removed, rubber 
torsional springs which soak up shock and 
vibration can be seen. - 





CONVERSION HOIST — A conversion 
hydraulic hoist, designed for installation 
on % and one-ton trucks, has been an- 
nounced by Galion Alisteal Body Co., 
Galion, O. Designated model 443, the 
Class 6 hoist is suitable for mounting 
under 6% to 9'4-foot pickup bodies, plat- 
form bodies up to 10 feet, or light-duty 
Galion Alisteal dump bodies up to 8 feet 
long. Hoist capacity rating is up to six 
tons, depending on body length and pivot, 
the manufacturer states. Designed for in- 
stallation on trucks, with either straight or 
kickup frames, having cab-t>-axle dimen- 
sions from 46 to 60 inches, the unit pro- 
vides a 45-degree dumping angle. Mount- 
ing height is 8-9/16 inches. 





SEMI-DUMP TRAILER — The Stabilift 
“frameless” semi-dump trailer can be 
efficiently used as a batch carrier on con- 
crete paving jobs, according to the man- 
ufacturer, Cook Bros. Equipment Co., 3334 
San Fernando Rd., Los Angeles, Calif. 
Field performance revealed that the 20- 
fon legal payload capacity permits the 
Stabilift to haul seven 5,500-pound batches 
per trip, it is claimed. The unit is also 
used for hauling “hot stuff” and working 
with asphalt paving pochines. 

. 





HYDRAULIC CRANE — A hydraulically 
operated truck crane, Model OC-70A, with 
capacity up to 1,000 pounds, has been 
marketed by the Cam Tool Co., 1038 
Larkin St., San Francisco, Calif. It stands 
four feet high and weighs 110 pounds. 
The extended overhang of the boom is 4 
feet and it locks in several telescoped 
positions. Loads can be lifted vertically 
almost 8 feet from the truck bed and a 
release valve allows for safe and easy 
lowering, it is deimed. 


Everhot Products Shows 


New Tail-Pipe Assortment 


Everhot Products Co., Chicago, 
has announced a new Everbend tail 
pipe assortment. It consists of three 
92-inch pipes with diameters of 1%, 
1% and two inches, 

The kit also includes a bending 
tool that helps the mechanic shape 
the pipe to the desired form quickly 
and accurately and without heat. 

> * > 














HEADLAMP — Four ruggedizing fea- 
tures have been incorporated in the 
Vision-Aid 5440-S 12-volt truck and bus 
headlamp produced by Tung-Sol Electric, 
Inc., 100 Eighth Ave., Newark, N. J. The 
improvements are said to include: A spot 
weld which joins two lead wires together; 
a ceramic collar which stiffens the entire 
filament structure; a re-proportioning of 
both filaments which makes both more 
resistant to shock and vibration, and a 
flexible spring member welded to special 
support shock mounts to isolate fog cap 
from filament structure. 


Spray-On Whitewall Cleaner 
Marketed by Woodside 


A whitewall cleaner that is said 
to clean whitewalls whiter, brighter 
and faster than previous prepara- 
tions has been marketed by Wood- 


side Industries, Division of Park 
Chemical Co., 6125 Vancouver, De- 
troit 4, Mich. 


Called Woodside Whitewall Spray 
Cleaner, the product is said to work 
with equal ease and effectiveness 
on black tires and other rubber 
products, and is compounded to 
clean road stains, oil, grease and 
dirt. 





AUTOROLS — The addition of two 
models to its Auvtorol line has been an- 
nounced by Bear Mfg. Co., Rock Island, 
lll. The recessed model, No. 1100, is de- 
signed for permanent installation and is 
set in concrete. The unit may be installed 
for either forward or backward access 
onto the rollers. The surface model, 1110, 
is designed for a semi-permanent type 
installation in limited space. Equipped 
with two sturdy wheel well stands to 
support the front of the vehicle, it may 
be relocated in the shop from time to 
time with comparative ease. Another sur- 
face model, No. 1120, is complete with 
drive-on ramps, removable runways for 
easy access under the vehicle, and front- 
end stand. 





DIRECTIONAL SIGNAL—A proller- 
type, self-cancelling directional signa! 
switch, No. 236, has been added to the 
line of automotive equipment produced 


by Grote Mfg. Co., Bellevue, Ky. The 
switch, designed for universal truck appli- 
cation, is fused for burn-out-proof opera- 
tion, and easy installation. The signal 
automatically cuts off after turning by the 
action of a rubber roller against the hub 
of the steering wheel, although the switch 
may be manually operated. No. 236 is 
available in six volts, while a 12-volt 
model is designated No. 236-12. 





TRANSMISSION — A compact, seven- 
speed Fuller roadranger transmission, the 
R-35 model, has been announced by the 
Fuller Mfg. Co., Kalamazoo, Mich. It is 
designed for gasoline engines up to 400 
cubic inches of piston displacement. With 
the R-35, the driver has seven forward 
speeds available in progressive and selec- 
tive steps, with closely spaced and equal 
ratios if the operating range, it is claimed. 
The seven forward speeds, and one 
reverse, are shifted by a single lever — 
there is no geor splitting. The R-35 is a 
unit mounted transmission without an 
auxiliary section. Weight is 375 Ibs, 
length 26 25/32 inches. 





CRANKING SWITCH — A line of mag. 
netic cranking switches, featuring six, 12, 
24 and 32-volt models, has been intr. 
duced by the Leece-Neville Co., 1374 £— 
Fifty-first St., Cleveland 3, O. Applicable 
to a wide range of engines on trucks, 
buses, off-highway units, and industrial ang 
marine installations with comparable yR 
systems, their standard mountings mais 
them especially useful for service replac. 
ment, it is claimed. Product features & 
clude totally enclosed, waterproof cp, 
struction; heavy-duty contacts; light-weight, 
fast-action plunger; and non-chattering 
design. 





DIESEL ENGINE OIL — Amalie X-1-0, 
a diesel engine oil developed speci 
cally to meet the critical lubrication 
demands of diesel engines, is being mar 
keted by Amalie Division, l. Sonnebom 
Sons, Inc., Franklin, Pa. The oil is seid 
to reduce formation of carbon, gum and 
sludge; disperse and suspend any carbon 
and sludge deposits that do form; mink 
mize varnish formation on cylinder walls 
and piston skirts; inhibit corrosion of 
bearings, and assure easier starting i# 
cold weather. The oil can be used ia 
all types of diesel trucks and buses, a 
well as diesel-powered equipment, it is 
claimed. 





MIDGET LIFT — Designated the Type C 
Pull-A-Way, this easy-to-handle unit con 
be used for all raising, lowering and pull- 
ing jobs, according to its manufacturef, 
Wright Hoist Division, American Chain & 
Cable Co., Inc., York, Pa. The lightweight 
device, with its frame fabricated from 
drop forged aluminum alloy, features © 
double interlock that prevents the brake 
from slipping; an automatic notch-pet 
cycle letdown that is said to assure posi- 
tive control; and a safety handle that pre- 
vents serious overloading. Lifts are avail- 
able in three capacities: 1'%-ton, 3-tom 
and 6-ton. Standard lift of all units is 5 
feet. 








Vleet your hest customers..in the pages oh 
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It’s no secret that Holiday families are just about the 
“free-wheeling-est” people in America. With incomes 
nearly triple the national average, they're a pace-setting 
group of people who really thrive on driving — whether it 
be across country or just across town. 

For instance, not only do they drive a whopping 12.4 
billion miles a year, but buy 900 million gallons of gas, 


HOLIDAY readers are the leaders of the new active leisure ! 


alae 


42 million quarts of oil and 144 million tires on the way. 
Not to mention a potential 9 million spark plugs, 242 mil- 
lion oil filters and 600,000 batteries! 

Already many of the nation’s most distinguished auto- 
motive advertisers — 56 in all—have discovered what a 
high-powered and oh-so-effective selling medium Holiday is. 
How about you? 
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Used-Car Auction Prices 


(Continued from Page 37) 


"51 Hornet 4-dr., $120. (ps); Deluxe Holiday, $1,735* (ps); 2- 
KAISER—’51 4-dr., $100*. dr., $1,520*. 
LINCOLN —'56 Premiere coupe, $3,000* | PACKARD—’53 4-dr., $240°. 
(ps). ’52 Cosmopolitan coupe, $400*. '49| PLYMOUTH—’56 Plaza (8) 2-dr., $1,060*. 
4-dr., $130°*. = a &. cares on o 2 
ERCURY—’'56 Custom 4-dr., $1,095. °55 (8) 4-dr., ° 5*; jaza - 
ee coupe, $1,400*; 4-dr., $1,325*. dr., $825. '54 Savoy 2-dr., $660*. °'53 
"61 4-dr., $155*. °50 4-dr., $225*, $140. Cranbrook Belvedere, $540*; "4- dr., $450*; 
NASH—’56 Rambler Cross Country, $1,- Cambridge 2-dr., $470, $350, $330. 
595°; 4-dr., $1,350*. °55 Rambler Cross PONTIAC—’55 Chieftain (8) Catalina, $1i,- 
Country, $1,255*. °53 Rambler station 325*. °54 Star Chief (8) 4-dr., $1,085° 
wagon, $640; Statesman 2-dr., $380*. °52 (ps); Chieftain (8) 2-dr., $725*. °53 
Statesman 4-dr., $195. Chieftain (8) 2-dr., $580. '52 Chieftain 
OLDSMOBILE—’56 (88) Holiday, $2,000*; (8) 4-dr., $400; Catalina, $340*. *51 4- 
Fe, Oe oe eee (On), Lee eteietaen— "53 Champion club coupe 
° s ’ 
ot om na LS = = ala = _—— $400*. °52 Commander Land Cruiser, 
$170*. °50 Champion 4-dr., $110°*. 


Dealer Liability WILLYS—'48 Jeepster, $390. 
FT. WAYNE, IND. 
P ut at $50,000 i im (Fort Wayne Auto Auction. Sale every 


e Tuesday. Prices are for sale of Feb. 19.) 

Bad-Brakes Suit (Market stable ae we sold 64 cut of 
84.) 

BUICK—'s6 Century Riviera, $1,950* (ps). 

ROCHESTER, N. Y.—A case of/ '"'55 Special 2-dr., $1,250°, "54 Century 

brake failure on a used car cost] Riviera, $1,200*; Super 4-dr., $1,200*; 


Dorschel Buick here $50,000 last ae 2-dr., $750*, ‘53 Super Riviera, 
week. CADILLAC—’56 (62) coupe de Ville, $3,- 
The damages were granted in| 800° (ps). 


CHEVROLET—'56 Bel Air (6) 4-dr., $1,- 
State Supreme Court in a suit filed) "(75 .">-ar.. $1,050; Two-ten (6) 2-dr., $1,- 


against the dealership by the widow| 340) '55 Two-ten (6) 2-dr., $925. '54 Two- 
of a man who was struck and killed| ten 2-dr., $700. ‘51 SL Deluxe Bel Air, 


$250; 2-dr., $185*. "49 SL Deluxe 4-dr., 
when brakes failed on a used car $170. 


sold by Dorschel a week earlier. CHRYSLER —’55 Windsor 4-dr., $1,500* 
Killed Sept. 23, 1955, was Leroy| (ps). '51 NY 2-dr., $285°. 


DODGE—’53 Coronet 2-dr., $585°. 
Lott, who was struck by the car! Popp 57 Fairlane (8) 500 2-dr., $2,315*. 


driven by Willie Shaw. Evidence in| ‘56 Fairlane (8) conv., $1,730* (ps); Vic- 
the suit indicated that Dorschel had| toria, $1,380; 2-dr., $1,440°; Country 


sedan, $1,460°, $1,395; Custom (8) 2-dr., 
acquired the car Sept. 12, 1955, and si.aa5°. ey Ranch Wagon, $1,510: 


sold it to Shaw Sept. 16. Main (8) 4-dr., $1,225. "55 Country 
The plaintiff charged that the/ sedan, $1,230; Frailane (8) conv., $1,- 


280°; '2-dr., $1,200*, $1,145* (ps), $1,045; 
brake lines were corroded on the Custom (8) 2-dr., $900"; 4-dr.., 51,000, 
car and that Dorschel did not re- $910*; Main (6) 4-dr., $600°. 


pair them. Lott was struck when; (8) conv., $970*; station =a, sas". 


"53 Custom (8) 2-dr., $770, $550°. °52 
the brake lines on the car broke as| 20 ow, ‘conv., $505: 3-dr., $475°*, 


Shaw applied pedal pressure. $430; Victoria, $590°; Main (8) 2-dr., 
Shaw, now serving a term of 2%/| $400. '51 Custom (8) 4-dr., $230. '50 2- 


.|__ dr., $100. 
to three years for criminal negli-| Or 3N” 50 Hornet 4-dr., $335*. 


gence, left prison to testify for Mrs. MEROCURY—’56 Montclair Hardtop, $1,840°. 
Lott in the case. OLDSMOBILE — '56 (98) 4-dr., $2, 025° 


ADVERTISEMENT 











NEPTUNA'S “Sportsman™ Features Retractable Wheels— 

This dual purpose land and water cruiser was the “hit” of the recent Chi. & N. Y. 
Boat Shows (Time & Newsweek, Jon. 28th). For full info. regarding dealerships 
($1100 profit per unit) call Mr. Kendall, Neptuna Corp., 723 Sonora, Glendale, Calif., 
CH. 5-6991. 











HERE’S A FAST-SELLING PART 
IN A POPULAR, GROWING MARKET 


DRAVHITE Custom Buitt 
TRAILER HITCHES 


For UTILITY ond BOAT Trailers 


Automobile dealers from coast 

to coast are selling DRAW- 

TITE UTILITY and BOAT 

TRAILER HITCHES to a profit- 

able, growing market of car 

owners who want to “get 

properly hitched.” YOU, TOO, 

can participate in this profit- 

able line. No inventory prob- 

lem .. . shipment is made 

within 24 hours after receipt of 

order! Write for dealer infor- 

mation and prices. 

@ CUSTOM BUILT for all car models @ Install in 15 minutes 
@ Solid bar cold rolled steel @ No welding required 


© Loads up to 2000 Ibs. G.W. © Complete with ball 2, 
@ Cadmium or Chrome plated 


Na 


(ps); (88) Holiday, $1,980*; 4-dr., $1,- 
880* (ps). '55 (98) 2-dr., $1,825° (ps). 
’53 (88) Holiday, $930*, °52 (88) 4-dr., 
$450*. °50 (88) 4-dr., $225*. 
PLYMOUTH—’ 53 Cranbrook 4-dr., $270. 


PONTIAC— 56 Chieftain (8) conv., $1,980* 
(ps). °56 Chieftain (8) 4-dr., $1,275* 
(ps); 2-dr., $1,075*, ’52 Star Chief 2-dr., 
$330; 4-dr., $370. 


LITTLETON, COLO. 


(Colorado Auto Auction, Sale every Mon- 
day. Prices are for sale of Feb. 18.) 


BUICK — '57 RM Riviera, $3,480* (ps); 
Century Riviera, $2,890* (ps). 56 Super 
Riviera, $2,345* (ps), $2,230* (ps), $2,- 
205* (ps); Century Riviera, $2,270* (ps); 
Special 2-dr., $1,960*, 3 at $1,955*, $1,- 
935*, 2 at $1,930*, $1,915*; RM Riviera, 
$2,200* (ps). °55 Century Riviera, 2 at 
$1,670* (ps), $1,625*; Super Riviera, $1,- 
540* (ps). "54 Special conv., $1,285*. 

CADILLAC—’57 (62) sedan de Ville, $5, 
510* (ps), $5,500* (ps). "56 (62) sedan 
de Ville, $4,090° (ps), $4,000° (ps), $3,- 
915* (ps), $3,880* (ps); coupe, $3,730* 
(ps), $3,645* (ps), $3,600° (ps). "55 (62) 
coupe de Ville, $3,225* (ps). °54 (60) se- 
dan, $2,090* (ps). 

OHEVROLET—’57 Bel Air (8) conv., $2,- 
525*; Sport coupe, $2,440*, $2,350*, $2,- 
305*; Two-ten (8) station wagon, $2,470*, 
$2,400, $2,335*; 4-dr., $2,200*, $2,140*. 
56 Bel Air (8) 4-dr., $1,950°; Two-ten 
(8) station wagon, $1,900*; 2-dr., $1,625, 
$1,435, $1,405*, $1,395°. °55 Bel Air (8) 
Sport coupe, $1,670*; Two-ten (8) station 
wagon, $1,625*, $1,500. '54 Bel Air 4-dr., 
$905; Two-ten 4-dr., $680. "53 Two-ten 
4-dr., $650°, $620*. 

CHRYSLER — '57 NY Hardtop, $3,835* 
(ps); Saratoga, $3,675* (ps), $3,530° 
(ps). °56 NY station wagon, $2,425* (ps); 
Hardtop, $2,135* (ps); Windsor 4-dr., 
$2,215* (ps). "55 Windsor Nassau, $1,320. 
"53 Windsor 2-dr., $570* (ps), $520* (ps). 

DODGE—’56 Royal (8) Hardtop, $1,885* 
(ps). °55 Royal (8) 2-dr., $1,400*, $1,- 
300°. 

FORD — ’°57 Thunderbird, $3,350* (ps); 
Fairlane (8) 500 2-dr., $2,280°; 4-dr., 
$2,350; Country Squire, $2,625*; Fairiane 
(8) 2-dr., $2,230* (ps). '56 Thunderbird, 
$2,645° ; Country sedan, $2,010* (ps), $1,- 
900° ; Fairlane (8) conv., $1,815* (ps); 
4-dr., $1,640° (ps), $1,585°; Ranch Wag- 
on, $1,570. '55 Thunderbird, $2,160* (ps); 
Fairlane (8) 4-dr.. $1,215*; Custom (8) 
4-dr., $1,080*, $1,040, $860. "53 Ranch 
Wagon, $865*. °51 Custom (8) conv., 
$225, 


LINCOLN—'56 Premiere 4-dr., $3,285* 
(ps); Capri 4-dr., $3,025* (ps). ‘53 Cos- 
mopolitan 4-dr., $695*. °51 2-dr., $165*. 

MERCURY — ‘57 Monterey 4-dr., $2,775* 

; Hardtop, $2,740° (ps), $2,685* 

$2,405*. °56 Montclair 4-dr., b 

; Sport coupe, $2,020*° (ps), $1,645°; 

Custom Sport coupe, $1,695. ‘55 Monterey 

Sport coupe, $1,515*. "54 Custom 4-dr., 

$875. °53 Monterey coupe, $820°. ‘52 2- 
dr., $275. 

NASH—’'54 Statesman Hardtop, $850. 

OLDSMOBILE — ‘57 (98) 4-dr., $3,170* 
(ps). "56 (98) Holiday, $2,600° (ps); (88) 
Holiday, $2,375* (ps), $2,275* (ps), $2,- 
080°. °55 (98) Holiday, $1,870° (ps); 
(88) 2-dr., $1,760*, $1,750*; Super Holi- 
day, $1,720° (ps), $1,640°. "54 (88) 4- 
dr., $1,035*; $1,020. '53 (88) Super 4-dr., 
$700*. '52 (88) Holiday, $625°. 

PLYMOUTH—'57 Piaza (8) 4-dr., $2,080. 
"56 Belvedere (8) Suburban, $1,910*. ‘55 
Plaza (6) 4-dr., $800. ‘4 4-dr., $550. 

PONTIAC—’'56 Chieftain (8) station wagon, 
$1,940°; Catalina, $1,800° (ps), $1,585*. 
"55 Star Chief (8) 4-dr., $1,405*; $1,- 
350°. °53 Chieftain (8) 4-dr., $605*, 
$525*. °52 Chieftain (8) 4-dr., $400. 

MISOELLAN EOUS—’57 Willys %-ton pick- 
up, $2,075; Chevrolet, %-ton pickup, $1,- 
620, $1,570. "56 Willys %-ton pickup, $1,- 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 

nesday. Prices are for sale of Feb. 20.) 

(Am active sale today with clean units 
selling well and sales percentage at a 
good average. Seid 126 out of 167.) 

BUICK — ‘SS Special 2-dr., $1,335°. ‘53 
Super 2-dr., $715*; Special 4-dr., $710°; 
2-dr., $715." "5O Super 4-dr. 
cial 4-dr., $205*; 2-dr., $165°. 
$170°*. 

CADILLAC—'56 (62) coupe, $3,555* (ps). 
"S53 (62) 4-dr., $1,380* (ps). "52 (62) 4- 
dr., $930°. "51 (62) 4-dr., $315*. '49 (62) 
4-dr., $415. 

CHEVROLET—'56 Bel Air (8) 2-dr., $1,- 
555; 4-dr., $1,505°; 
$1,300; 2-dr., $1,385. 
4-dr., $1,005, $865; 

Two-ten 2-dr., 

Bel Air 2-dr., 

$345°; club coupe, $295, 
$305°*, $230. °49 SL Deluxe club coupe, 
$206; 4-dr., $220. °48 FL. 2-dr., $170. 

CHRYSLER—- "52 Windsor 4-dr., "$430. 

DeSOTO — ‘53 Firedome 2-dr., $355. °52 
Firedome 4-dr., $230, 

DODGE—'51 Coronet 2-dr., $155. °48 Coro- 
net 4-dr., $120. 

FORD—'57 Fairlane (8) Victoria, $2,030; 
Custom (8) 2-dr., $1,995*. °56 Fairlane 
(8) Victoria, $1,865, $1,710° 
530°; 4-dr., $1,605*; 
$1, 415°; 

Fairlane (8) 2-dr., $1,335°; 

$1,080, $1,005, $805; 4-dr., 
oa Custom (8) 2-dr., $725, 
coupe, $725; 


nn 
4-dr., $305*, $155. °49 4-dr., $195, $170.;as clean and sharp autos very Scares 
"47 2-dr., $105. N. Y. area, Sold 76 out of 119. 
STUDEBAKER—’50 4-dr., $145. * * * 
MISCELLANEOUS—’56 Ford %-ton pick- VALDOSTA, GA. 
up, — "55 Chevrolet %-ton pickup,/ Tom Hewitt Auto Auction, Sale 
$825 Friday (Feb, 22). We had a jam-up wa 
this week with lots of very aciive buyers 


MINNEAPOLIS and sellers present. Weather rather coo} 


wi Minneapolis Auto Auction. Sale every a ee 
ednesday. Prices are for sale ‘eb. 20.) . 
(Market firm on ’52s through ’55s, ’56 INDIANAPOLIS 
models way off. Sold 84 out of 126.) Ken Schaefer Auto Auction, Inc, ga, 
BUICK—’56 Special conv., $1,980*; 4-dr., | every Thursday (Feb. 21). Our 
$1,740*. °55 Century 4-dr., $1,455*. °54 softened slightly today as buyers were much 
Super 4-dr., $1,120*. '53 Super 4-dr., | More selective. A total of 269 cars were 
$735*; Special 4-dr., $600. °52 Super | consigned. 
Riviera, $480*, $435*. °51 Super Riviera, * a 
$375*, $360. '50 Special 2-dr., $175. SYRACUSE 
CADILLAC—’55 (60) 4-dr., $2,900* (ps). Syracuse Auto Auction. Sale every Weg 
54 (62) coupe de Ville, $2,455* (ps). '53| nesday (Feb. 20), Today’s market ; 
(62) coupe, $1,635*, $1,540*, "52 (62) 4-| to a new high. Many cars brought equal to 
r., $905°. last year. 
CHEVROLET—’56 Two-ten (8) 4-dr., $1,- ——— 
580° (ps). 55 Two-ten (8) 4-dr. "$970, 
$960. °54 Two-ten 4-dr., $790, $740. "53 M. N l H » d 
Two-ten 2-dr., $595; One-fifty 2-dr., $460. c u ty to €a 
"52 SL Deluxe 2-dr., $390, $375. °51 SL 
Deluxe 2-dr., $290, $280, $220. '50 SL N M k B h 
Deluxe 4-dr., $260, $160, "49 4-dr., $130. ew ac ranc 
CHRYSLER—'52 Windsor 4-dr., $315*. PLAINFIELD, N. J. — H. L. Me- 


DeSOTO—'55 Firedome 4-dr., $1,440*. °53 ‘ 
Firedome 4-dr., $670* (ps). 50 Firedome Nulty, veteran sales executive for 


4-dr., $200°. Mack Trucks, Inc., has been named 
DODGE—'55 Custom Royal 4-dr., $1,550*| general manager of the company’s 


(ps). "54 Custom Royal 4-dr., $770*. ’53 
Coronet Hardtop, $520*; 4-dr., $525*. new Great Lakes division, with 


FORD—’57 Fairlane (8) 500 4-dr., $2,405* | headquarters at Cleveland. 
(ps); Custom (8) 300 4-dr., $2,135*. 56] Lewis E. Minkel, Mack’s generaj 


Fairlane (8) Victoria, $1,410*; * Country 
sedan, $1,820, $1,735*; Custom (8) 4- sales manager, at the same time 


, $1,440°; Custom (6) Victoria, $1,410. | announced that Ray D. Peo, former 


38" Country sedan, $1,400*; Custom (8)|Chicago branch manager, has been 
4-dr., $1,060*. °54 Custom (8) 4-dr., romoted to general man 
$840*. °53 Custom (8) 4-dr., $670°, $640, | P & ager of 


$610. °52 Custom (8) 2-dr., $410*, *51|)the Central division to fill the 


siset S00. "50 2-dr., $260*, $250*, $240,| vacancy left by McNulty’s transfer, 


LINCOLN—'55 Capri 4-dr., $1,840* (ps).| Im other shifts, Richard J. Mein- 
MERCURY—’54 Montclair Hardtop, $1,085*,|eTt, formerly Cincinnati, branch 


ae = se. $260°. enep? manager, has been named mana- 

} _—" atesman 4-dr., $165*. i 

OLDSMOBILE—'56 (88) 4-dr.. $1,820°, ’55|8¢T Of the Chicago branch. Ray 
(88) Super 2-dr., $1,710*. °52 (88) 4-dr.,| Bonhaus, previously salesman at 


og a a "51 (88) 4-dr., $220*. '50/the Cincinnati office, since 192% 
-ar., 80°. s : 
PACKARD’51 4-dr., $155*, $110°. will take over managership of that 


PLYMOUTH—’55 Savoy (6) 4-dr.. $890*; | Office. 
Plaza (6) 2-dr., $820. "54 Belvedere 4-dr., 
$540°. °53 Cranbrook 2-dr., $480. *5i 


e 
Cranbrook 4-dr., $225; 2-dr., $175. °49 Fil Art 
Suburban, $180. 1 ms as 
PONTIAC—"56 Chieftain (8) 4-dr., $1,705°*. 
’55 Chieftain (8) 4-dr., $1,460*, °54 Chief- Chrysler Employes Get 
tain (8) 2-dr., $810*, $785*, °53 Chieftain ° ° 
(8) 4-dr., $680°. "52 Chieftain (8) 4-dr., Movie Seminar 


STUDEBAKER. ss Commander 2dr, $1,-| . DETROIT.—The evolution of mo- 
070°. '54 Commander 4-dr., $700*. °51| tion pictures as art and entertain- 
Commander 2-dr., $215*. ment as shown through films that 

oe ee es date back to 1893 is now a part of 

— Auctions in Brief — Chrysler Corp.’s employe recreation 

CHICAGO program. 

Greater Chicago Auto Auction. Sale every| Participants receive a list of the 

aw (Feb, 21). Sold 263 cars out af| pictures to be shown, which are ob- 

™ t-te tained from the Museum of Modern 

NEW YORK CITY Art in New York, along with brief 

Skyline Auto Auction, Sale every Tues-| 2Otes on the historical significance 
day (Feb. 19). Consignment off this week | of each film. 





eechcraft 


Has Fine Opportunities For 
FLYING SALES EXECUTIVES 


Exceptional opportunities exist now for qualified, experienced 
salesmen who would like to supervise and direct the sales organ- 
izational work in a fast growing business aircraft market within 
key regions of the U. S. Those who have executive management 
experience necessary to initiate and administer sales programs 
in the field, and who are qualified pilots, should send complete 
resume and recent photo to Robert J. Geis, Marketing Manager, 
Commercial Sales, Beech Aircraft Corporation, Wichita 1, Kansas. 








ADVERTISEMENT 





(8) Victoria, $755*; Custom (8) clubf’ 


coupe, $600, $575, $570; 4-dr., $545, $515; 
Main (8) 2-dr., $405. '52 Custom (8) 2- 
dr., $455°, $375; +.. $415, $400; Main 
(8) coupe, $340. °51 Custom (8) Victoria, 
$455, $350; 4-dr., 315, $315*, $225; 2-dr., 
$308, $165. °50 "Custom (8) club coupe, 
$220; Custom (6) 4-dr., 

) —— Be (8) club coupe, $200; 4 
Custom (6) 4-dr., $165, °47 2-dr., 
"41 2-dr., $190. 

LINCOLN —’49 4-dr., $175. 

MERCURY —’55 Monterey 2-dr., $1,105*. 
"54 Monterey 2-dr., $1,005* (ps); 4-dr., 
$885"; coupe, $825°. ‘52 station wagon, 


"53 (88) 2-dr., $690*, 
; 4-dr., $675*. °52 (88) 4-dr., $590*, 
. "51 (88) 4-dr., $330*, $255*, $160. 
"50 (88) club coupe, $280. 

PLYMOUTH—’57 Plaza (6) 2-dr., scat’ 405. 
‘56 Belvedere (8) 2-dr. $1,385 
Savoy 4-dr., $505. "50 4- -dr., $135. 
2-dr., $170. 

PONTIAC—’ 57 Star Chief (8) 2-dr., $2,- 
310°. °55 Chieftain (8) 2-dr., $1,005°. "S44 
Chieftain (8) Catalina, $805*. '53 Chief- 
tain (8) 4-dr., $575*. °52 2-dr., 2 at 
$A65°; 4-dr., $380*,. 51 Catalina, $405°*; 


21-FOOT DISPLAY UMBRELLA FOR CAR LoTs— 


The McFarland “GREAT” UMBRELLA (21-foot spread) and the “WHIRLABOUT'’—the 
“GREAT” UMBRELLA that turns, are now working for progressive dealers from coast 
to coast. A “GREAT” UMBRELLA will make your lot more attractive—help your sales 
and make you money! For full information call, wire or write McFarland “GREAT” 
UMBRELLA Co.—Division of McFARLAND Awning Corp., 742 S. W. 8th St., Miami, 
Florida. - Phone - Miami - FR 4-8153. 















Merchandising 


Memos to Dealers 


























= HIN WILLIAMSON, who is in 
lal to the sales-training business in 





Birmingham, Ala., dropped in the 
dher day to talk shop. 

There's a lot of false ideas about 
glesmen going the rounds, accord- 





= 









By Bob Finlay 






ing to Williamson, who works with 
them and studies them. 

Contrary to popular conception, 
says Williamson, most of them are 
neither lazy nor unmindful of the 
interest of the dealer. 

The salesmen are willing but 
often the sales leadership is lack- 
ing. Biggest need is for manage- 
ment to help salesmen organize 
their time to make it more effec- 
tive. 

A Williamson tip to salesmen— 
make a broad plan for each week 
and a specific plan for each day. 
And a tip for management—help 
your salesmen with these plans and 
insist on the men turning in copies 
which you can use at the end of 


the week to follow through on per- 
formance. The follow through helps 
make the planning idea meaningful 
to the salesmen. 

Incidentally, Williamson said that 
in response to a questionnaire, most 
dealers indicated that the majority 
of their customers did not shop 
other dealers, and yet dealers still 
base their advertising and selling 
themes on the idea that they do 
shop. Shooting at the wrong pigeon? 

* * + 
Who’s Losing? 
b ee hear a lot of talk today 
about the medium-price field 
losing sales to the low-price field. 
But that’s in name only. Cars sell- 
ing in the medium-price field are 
doing very well indeed. 

The catch is that the lines of the 
so-called low-priced makes have 
been so extended that they are 
taking thousands of sales in the 
medium-price field—but they are 
doing this with medium-priced cars. 
Figure out sales by prices instead of 
by names of cars and you'll find 


the medium-price field is stronger | i 


than ever. 

This upgrading of the Ford, 
Chevrolet and Plymouth lines, by 
the way, is making problems for 
salesmen. 

“Seems like selling is now based 





LOOK TO DAYBROOK 


.. . for Professional Help in Truck Equipment Application 


—THE FIELD ENGINEER’— 


Mc. [Jenter Succeeds Leichliter 

for | 4g American Steel & Wire 

vs Harry L. Jenter, Cleveland dis- 

vith tict manager of operations for 
American Steel & Wire division, 
jas been named operations vic e- 

tml aesident of this division of United 

nie Sates Steel Corp. 

eon | Jenter succeeds Van H. Leich- 

of piter, who was appointed wire divi- 

the gon president. 

fer. 

ein- 

ich 

na- 

Ray 

at 

928, 

hat 

mo- 

ain- 

hat 


a 


Your Daybrook distributor is fully equipped 
with “The Field Engineer” and specification- 
rating data—Daybrook calculated and designed 
—to put the right equipment on the job! 


THE RESULT ... more satisfactory perform- 
ance—longer service life—greater customer satis- 
faction—with Daybrook equipment! 


EEE | | SCS! CBRE OS 


This valuable assistance is available to truck 
manufacturers, dealers, and fleet operators for 


= 18 a8 





DAYBROOK HYDRAULIC DIVISION ~ L. A. YOUNG SPRING & WIRE CORPORATION + BOWLING GREEN, OHIO 





AUTOMOTIVE NEWS, MARCH 4, 1957 


43 








GN ae 
CRAZY TRADE-IN 
SALE NOW ON. 


FE 








“Only $200? Now who do I see 
about a sensible tradein?” 





on stealing a deal from another 
make (with an upgraded model) or 
lying to the customer,” a Ford 
salesman said the other day. 

He tells of customers who come 
in sold on his line. 

“I want the best Ford car there 
s,” the customer says. 

The salesman qualifies the custo 
mer and finds that his idea is the 
best Ford comes at $2,500 and he 
won't go over that. 

“So,” says the salesman, “I tell 
him the Custom 300 is the best car 


Troch 


CONSULT YOUR 


ALABAMA 
ARIZONA PHOENIX —Superior Coach Sales & Service 


CALIFORNIA 
ANGELES — Western 
Carriage Works « SAN 

COLORADO 

= 4 ¥ ICUT — SOUTH NORWALK — Truck Equipment 

Ine. 
te = ee Miller Sales, 


in the stable and I don’t let him get 
near the Fairlane 500.” 
> = + 


Old Stuff with New Twist 


EP JAMES (Buick) reports that 
this bird dog pitch is working 
successfully in Los Angeles: 

Customers buying cars on time 
are sent a postcard which says: 

“Bring a customer ... get a 
monthly payment on your car. Be- 
cause you, our customer, are our 
best advertisement, we make you 
this amazing offer. 

“Just bring in a prospective buyer 
for a new car or Big J guaranteed 
used car. When car is delivered, you 
will receive one monthly payment 
on your car with our compliments. 
Only one offer per customer. This 
unique offer is valid until March 1, 
1957 only, and may never be re- 
peated. Bring a customer (anyone 
outside of your immediate house- 
hold)—earn a monthly payment to- 
day.” 

o o * 
Community Relations 


C, ANDERSON, who did a re- 

* markable job of building up 

his dealership in Lake Orion, Mich., 

by accenting community relations, 

is going into the publishing busi- 

hess, offering dealers three volumes 
which show how to do it. 


NEAREST 


DAYBROOK DISTRIBUTOR FOR: 





ASSISTANCE 


FAIRFIELD—Duncan Mfg. & Equipment Co. 


—FRESNO—Utility Trailer Sales Co. + LOS 
& Horst Co. (Maywood) + Standard 
SCO— Utility 


Traster Sales Co. 
DENVER—Timpte Bros., Inc. 


MIAM|— 
Co. « W. PALM BEACH—DeBoliac 


a, 
GEORGIA ATLANTA—Brooker Truck Equipment Co. 
DANO BOISE —Car! R. Burt Equipment Co. 


aes CHICAGO— Talbert Trailers, Inc. (uy - . 1 A 
Equipment Sales Co.* (Cicero) « SPRI 
Trailer & Body Co. 

ENDIANA—EVANSVILLE—Superior Wi Co. + FORT 
WAYNE—Hoosier Truck Equipment « NOBLESVILLE — Warner 
Commercial Body, Inc. « TH BEND —Generai Equipment 


& Machine Co. 
COWA— DES MOINES — Weston Dump Body Co. 
MANSAS —L/BERAL—Tradewind Industries, Inc 
KENTUCKY —LOUISVILLE—Tom Rice, Inc. 


—Dealers Truck Equipment Co. 


LOUISIANA BATON ROUGE 
« NEW ORLEANS—Truck Equipment Co. « SHREVEPORT— 











the asking. If you have jobs requiring applica- 
tion assistance—ask your Daybrook distributor 
to lend a hand. You will benefit and profit from 
his help! 


AT ih TANCE A TNE ti, A 


BES SLITS RIN, ORT A R= 


Dealers Truck Equipment Co. 

MARYLAND-— BALTIMORE—Warner Fruehauf Trailer Co., Inc. 

MASSACHUSETTS BOSTON—W. F. Lacey & Sons Co. 
(Medford) 

MICHIGAN DETROIT — Scientific Brake & Equipment Co. « 
J.J. Lynn & Sone « GRAND RAPIDS — Allred Truck Equipment 
Co. « LANSING—Truck & Trailer Equipment Co. « SAGINAW 
— Scientific Brake & Equipment Co 

‘A—DULUTH—Lakeshore Body & Equipment Corp 

Power Brake & Equipment, inc 

MISSOURI KANSAS CITY—Monatco Manufacturing Corp. « 
AL mn Equipment Co., inc.; McCabe-Powers 

er . ~ JOPLIN — McClellan's, Inc. « MISSOULA — 
Superior Coach Sales* 

NEBRASKA OMAHA Omaha Body & Equipment Co. 

NEW JERSEY — NEWARK—Industrial Truck Equipment 

Corp. « THOROFARE—H. A. DeHart & Son 

NEW MEXICO ALBUQUERQUE—Timpte Bros., Inc. 

NEW YORK _— ALBANY —Estate of Andrew ) Ronan « BUFFALO 
—Universal Truck Equipment Corp. « NEW YORK—Ammel 
Brake Co. « J. C. Truck Equipment, Inc. (Garden City Park) « 
SHERMAN—Sherman Hydraulic Co. © SYRACUSE—L. 8B. 
Smith, inc. « TROY—Howe Brothers 

COONTN) GANSLENA CHARLOTTE — Twin-States Equip- 
ment Co. 

NORTH DAKOTA-— FARGO—Travis Bros. Body Works 

OH1O—CINCINNATI—Melvin L. Aston Welding Co. + CLEVE- 

LAND—Schaefer Body, inc. « COLUMBUS—Harry J —— 
& inc. « DAYTON—Kencar Equipment Co. 
TOLEDO—Riedy-Manner Truck Equipment Corp. « YOUNGS: 
TOWN Seu. Truck Body & Trailer Service Co. 

OKLAHOMA — TULSA—Truck Parts & Equipment Co. 

OREGON —PORTLAND— Rudy Yost Equipment; Ai Mac, Inc.* 

PENNSYLVANIA— ALLENTOWN —Alientown Brake & Whedi 
Service « CAMP HILL—L. B. Smith, inc. « ERIE — A 
ment Co. « HUMMEL: 'S WHARF —Traiico Mig. & 
PHILADELPHIA—S. J. Eskin « PITTSBURGH — eerce Brothers 
« SCRANTON—Brake Service Company « WILLIAMSPORT— 
Servall Machinery & Supply Corp.* 

TENNESSEE — KNOXVILLE — Post & Company, Inc. « 
MEMPHIS— Dealers eee Sales, inc. « NASHVILLE— 
Tennessee Steel Products, Inc. 

TEXAS—DALLAS—Texas Hydraulic & Equipment Co. « EL 
PASO—P & R Truck & Bonen Co. « HOUSTON —Truck Parts 
& Equipment, inc. » SAN ANTONIO— Commercial Body Corp. 
« WICHITA FALLS—Longhorn Trailer & Body Co 

UTAH— SALT LAKE CITY—H. H. Nielsen Equipment Co. 

VIRGINIA— 7 “e Baker focipest | Engineering Co.; 
Mclihany € inc.* « KE General Welding 
& Machine Mciineny Equipment Co., Inc.* 


MINNESOT 
« ST. PAUL- 


‘WASHINGTON SEATTLE—Transport Trailer & ome 


; Aw Mac, tne. ® « SPOKANE — Spokane Machinery 
he ‘Mac, Inc.® 
WISCONSIN — APPLETON — Auto Body Works, Inc. « 
MADISON — Johnson atenhe. Equipment Co., inc. « MIL- 
WAUKEE— Motor Truck Body Brake & Equipment Co., Inc.* 
DISTRICT OF COLUMBIA — WASHINGTON — Warner 
Fruehaut Trailer Co. 

—SASKATOON, SASKATCHEWAN—Miine Distribu- 
tors, Lid. © VANCOUVER, BRITISH COLUMBIA—Pioneer 
Equipment Ltd. 

CUBA—HAVANA—Cuban Agricultural Services, Inc. 

in Windsor, Ontario, Canada by Elcombe Engi- 
Ltd., and distributed by Beaver Hydraulic 

; Bills Welding Shop, St. Thomas; Lamosion Trock 


Lid., 
Body, Ltd., Edmonton; Elcombe Sales and 
Elman Motors, Litd., Sydney: Sam Sam Glidden, 


Chaton 
Machine Wor Winnipeg; Su Ld., Toronto; 
Wheel & Brake Ltd. Hamilton: . Wolsey, Port Arthur. 


indicates Power Loader distributors only. 
Above distributor list current at time of publication. 


EE LEP HOLE. Pee 


APTA IEEE MAE NN a a TS 










ST 


Raat 


sail Mies da tl airsabtc ithe Shee iter ae elo 


News to Note... 
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Auto World in Brief 


BOTTINEAU, N. D.—Charnholm 
Motor & Implement Co. (Oldsmo- 
bile) has moved into a new building. 
A car was given away at the open- 
ing ceremonies. LeRoy Charnholm 
is head of the dealership. 


* . = 
Commercial Solvents Forms 


New Automotive Sales Unit 


NEW YORK.—The automotive 
specialties department of Commer- 
cial Solvents Corp. has formed a 
new chemical specialties sales and 
merchandising group for its Quixol, 


Quakersol, 


antifreeze, 


mercial Solvents’ 


here. 





gil 
Wakefield Expands Plant 
SPARTANBURG, S. C. — Wake- 
field Buick has begun a $28,000 ex- 
pansion program that will double 


Peak Nitro Fuel and 
Nor’way line of products other than 


Heading the new unit is Elmer 
E, LaRue, who has been associated 
with the automotive chemicals and 
machinery industries more than 15 
years. He will headquarter at Com- 


general offices 


the size of its sales quarters and 
triple the size of its body shop. It 
will be completed by Apr. 1, 

* * * 


Harger-Haldeman Branch 


LOS ANGELES.—Harger- Halde- 
man (Chrysler-Plymouth) has 
opened a branch in South Gate, 
Calif., according to George Harger, 
president. Bill Neale is general sales 
manager for both locations. 

~ 


W ood Conversion To Build 


New Plant in New Jersey 

ST. PAUL. — Wood Conversion 
Co. will begin construction of a 
new $3.5 million manufacturing 
plant four miles from Burlington, 
N, J., about Apr. 1. 

When completed early next year, 
the plant will employ about 150 per- 
sons and it will produce Tufflex 
cushioning material for use in auto 
dashboards and roofs for sound 


New Commercial Car Registrations, 


12 Months’ Total, 1956-1955 


Truck registrations by states 
are released here weekly, as 
compiled by R. L Polk repre- 
sentatives in state capitals. 
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District of Columbia 
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absorption, thermal insulation and 
vibration dampening. 

* * x 

C of C Elects Reghitto 
ANTIOCH, Calif. — Lou Reghitto 

(Oldsmobile) has been elected presi- 
dent of the local Chamber of Com- 
merce. 

+ * a 


Simpson Builds 5th Plant 


MERCER, Wis. — The fifth plant 
of Simpson Electric Co. is nearing 
completion here, according to M. O. 
Buehring, sales manager. Other 
plants are in Chicago, Aurora, IIl., 
and Lac du Flambeau, Wis. 


+ * * 


Plomb Tool Changes Name 


LOS ANGELES.—Stockholders 
of Plomb Tool Co. have approved 
changing the firm’s name to 
Pendleton Tool Industries, Inc. 
The company’s plants in Los 
Angeles and Jamestown, N, Y., 
will operate under the name of 
Proto Tool Co., a division of 
Pendleton. 


* * * 


Jewel Chemical Moves 


BROOKLYN, N. Y.—Jewel Chem- 
ical Corp. has moved to larger 
quarters at 747 Belmont Ave., 
Brooklyn 8, N, Y., it is announced 
by Dan Morris, general manager. 
In addition to its regular lines of 
polishes, detergents and cleaners, 
Jewel has been appointed distrib- 
utors for the Knight line of auto- 
motive chemicals in Brooklyn, 
Queens, Bronx, Manhattan and 
Westchester counties. 

= > + 


Dealers Elect Kelly 


PITTSBURGH. — George Kelly, 
Kelly Chevrolet, has been elected 


wile 
president of the Allegheny 
Chevrolet Dealers’ Club for 1957, 
Other officers are: A. J. Mc Clinchie 
Pinkerton Motor Co., vice-president 
and M. N. Palumbo, Gumbel Chey. 
rolet, secretary-treasurer. 
* * * 


Canada Cars Increase 


OTTAWA, — Approximately 5 
percent of Canadian house 
had automobiles in 1956 againgt 
56 percent in the preceding year, 

* 


* * 


Dealer Goes to Capital 

DEMING, N. M, — Travis Brem, 
Deming Chevrolet dealer, is serv. 
ing his first term in the state Legis. 
lature. 

* * * 

‘Enterprise in Oil’ 
Tells the Shell Story 


NEW YORK.—Shell Oil Co, has 
announced publication of “Enter. 
prise In Oil,” a biography of the 
company and its affiliates in the 
U. S. 


The 816-page book was written 
by Kendall Beaton and published 
by Appleton-Century-Crofts, Ine, It 
sells for $7.50. 

= 7 * 
Davidson Rubber Forms 


Subsidiary in Dover, N. H. 


CHARLESTOWN, Mass.—David- 
son Rubber Co, has announced the 
opening of a subsidiary manufac- 
turing plant in Dover, N. H, 

According to the company, the 
new plant—Profile Rubber Prod- 
ucts, Inc.—will manufacture indus- 
trial rubber products, including a 
closed cellulose sponge rubber gas- 
keting material marketed to auto- 
motive and other industrial custom- 
ers under the trade name Clocel. 


How They're Pushing Sales .. . 


Dealer Ad Ideas 


Ads to Believe In 


ce advertising you can really 
believe in,” has been an- 
nounced by a group called Auto 
Row Franchised Dealers in Pitts- 
burgh. 

An advertisement in the Mount 
Lebanon News was headed: “It 
does make a difference where you 
buy your ‘second car.’” 

Below was a picture of Harold 
W. Malcolm, chairman of the 
group of dealers. A black and 
white map positioned below Mal- 
colm’s pledge of integrity and 
truth in used-car merchandising 
showed locations of the dealer- 
ships. 

Included were Walker Pontiac, 
Liberty-Dormont, Dormont Odlsmo- 
bile, Stoffan Motors, Delrose Nash, 
Miller Chevrolet, Rohrich Cadillac, 
Downtown Motors and Powers Mo- 
tors. 

* ” ” 
Weep for the Shopper 
a A BLACK-BORDERED, full-page 
newspaper ad, headed “In Me- 
moriam” and featuring a tombstone, 


22444| was used by Ray-Cole Motors, Inc. 


(Dodge-Plymouth), Skokie, Ill. 

The tombstone read, “Here lies 
poor Mike McNeil, he ran himself 
ragged trying to beat our deal.” 

Copy advised readers: “Don’t be 
like poor Mike, come and buy at 
Ray-Cole.” 

It continued: “We do not print 
low downpayments or low monthly 
payments—we give them.” 

* + * 


Psychiatry to the Fore 


as | CAR dealer consults psychiatrist,” 
read the headline of an adver- 
tisement inserted by Regent Motor 
Sales (Mercury-Meteor), Toronto. 
Ad copy explained: “For 2% 
weeks, competitors and friends have 


4788 | suspected that Oscar L. Joseph, of 


Regent Motor Sales, was having a 
nervous or mental breakdown. The 
reason is the ridiculously low prices 
for which he is selling 1957 Mer- 
curys and Meteors. 

“However, while he insists he will 
not be undersold, Joseph has con- 
sented to undergo psychiatric treat- 
ment to find the real reason. Watch 


20272 | these ads for the doctor’s report. 
7 + 


= 
Backshop Buildup 
_— men will serve you well,” 
said Beck Chevrolet Corp., 
wa | Fredericksburg, Va., in an ad 
featuring a group picture of service 


department employes, 
“We're proud to present these 


| men,” Beck said, “for they are more 
than mechanics, they’re specialists 
in individual fields of automotive 
service.” 

The ad noted that the backshop 


crew totals 276 years of experience, 
* + * 


57 Reasons Why... 

ir A full-page newspaper ad, Mike 
Persia Chevrolet, Inc., San An- 

tonio, listed “57 reasons why Mike 

Persia Chevrolet is first in San 

Antonio in Chevrolet sales...” 


There followed pictures of 48 
dealership officials and salesmen, 
with a “box score” on each show- 
ing his length of service with 
the firm and the number of units 
sold. 

The other nine “reasons” included 
nine Persia “firsts” in new-car sales 
methods, 


The ad explained that the men 
pictured represented 614% years of 
automotive experience and had 
made more than 87,898 automobile 
sales. 


Money Saver— 


Wallace H. Doebler of GMC truck and 
coach division, Pontiac, displays the house 
hold corn tongs that inspired him to it 
vent the unique industrial measuring 
pers which he holds in his other 
Used by inventory takers to determin 
the number of parts in hardware bits 
similar to those in the background, th 
calipers are saving GMC an esti 
$6,000 annually. The invention also 
Doebler a $1,000 savings bond under the 
firm's suggestion plan. 
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DETROIT. — The value of safety 
jn selling cars was coincidentally 
discussed last week by the general 
managers of both Ford and Chevro- 


 sarcesing 600 Chevrolet 
dealers in Minneapolis, E. N. 
Cole, general manager of Chevro- 
jet, said the American people 
show little interest in new-car 
safety features. 

Meanwhile, R. S. McNamara, 
general manager of Ford division, 
told U. S. Bureau of Public Roads 
officials in Detroit that Ford’s 
safety features “definitely have 


been an important factor in the in- | 


creased sale of Ford cars and 
trucks.” 


McNamara said that since Ford | 
pioneered new “passenger packag- | 


ing” safety devices with the intro- 
duction of its 56 models, the Ford 
car has steadily increased its per- 
centage of total industry sales. 

(Ford’s percent of the market 
increased 1.15 percent last year, 
compared with a 3.41 percent in- 
crease for Chevrolet.) 

“Some people have the idea that 
the public will not buy safety,” he 


By Cole and McNamara... 


Sales Value of Safety Discussed 


continued. “We know that is not 
true. The Ford car has increased 
in popularity since the introduction 
of our safety features on the 1956 
model and our penetration of the 
market last year was higher than 
in 1955. Of course, the 1957 Ford 
is enjoying the best sales year in 


|our history.” 


Cole asserted that greater traffic 
density on the highways requires 
greater performance in new cars, 
including more horsepower, to im- 
prove acceleration. 

He said Chevrolet has sought to 
make its cars less “accident 
prone” through extensive im- 





provement of “recovery perform- 
| ance” in accident situations, But, 
he added, the public’s greatest in- 
terest is in styling. 

“Styling is something to enhance 
|the beauty of the car,’ Cole com- 
mented. “It’s something to show 
off how successful the owner is. A 
car has become something of an 


index to show off the buyer’s stand- | 


ard of living.” 

Declaring that consumers want 
jsomething distinctive, something 
which can be identified with new- 


Hufstader Calls Colo. Bill 


Peril to Dealer Franchises 


from Page 3) 


(Continued 


dustry present any justification 

for class legislation which will 

place wholly private businesses in 

a strait jacket of governmental 
regulation and control.” 

If the automobile industry can be 
singled out for such unprecedented 
control, Hufstader asked, “what in- 
dustry is next?” 

“ .. There is no reasonable dif- 


ferentiation between the automobile | 


business and the farm machinery 
business, the appliance business, or 
for that matter, any other merchan- 


them from similar regulation and 
control,” he said. “The extension of 
the principle behind this bill to 
other commercial activities can have 
but one result—the regulation of all 
businesses as public utilities.” 
Under the bill, Hufstader said, 
cancellation or non-renewal of man- 
ufacturers’ contracts with dealers 


would, in effect, be prohibited alto-| 


gether. It would be “virtually impos- 
sible” for a manufacturer to protect 
itself and the public from an ineffi- 
cient or unscrupulous dealer, he 
said. At the same time it would 
close the retail automobile field to 
those who want to become dealers, 
and tend to lessen competition. 


Hufstader pointed out that GM 
passenger car and truck dealers, 
including 196 in Colorado, are 
operating under new selling 
agreements which give dealers’ 
interests broad and detailed con- 
sideration, including the right of 
dealers to appeal to an impartial 

umpire from decisions from GM 


~ divisions. 


’ “We believe it fair to say that in 
Ro other business in the United 
‘States are retailers accorded more 
“@quitable treatment than our deal- 
@fs are accorded under the provi- 
Bions of the General Motors fran- 
‘thise,” he said. 

The long history of the franchise 
arrangement has proven it the best 
Method of serving the interests of 
the dealer and manufacturer as well 
as those of the retail customer, Huf- 
stader stated. 


Hufstader made these other points 





AMC Opens U.C. 
Manager Parleys 


DETROIT.—A series of meetings 
between American Motors execu- 
tives and used-car managers of 
Nash and Hudson dealerships will 
begin this week, it is announced by 
Harry E. Cardoze jr., national used- 
car manager. 

The meeting schedule is as fol- 
lows: March 4, Portland, Ore., Mult- 
homah Hotel; March 6, Chicago, 
Conrad Hilton Hotel; March 8, 
Tampa. Fla, Floridan Hotel, and 








, concerning policy and economic 


problems the bill would create: 


1. It is certain to result. in con- 
tinuous friction and litigation where 
fair dealing on a friendly basis has 
been the rule. 

2. It would place “revolutionary 
liabilities,” indeterminate in amount, 


|if GM were to continue dealing | 


with franchised dealers only in Col- 
orado. 

3. It would in effect nullify the 
law of contract as it applies to auto- 


‘ | mobile dealers. 
dising business which would bar} 


4. The business affairs of Colo- 
rado dealers would be subject to a 
politically appointed official. 


W alker to Head 


GM of Canada 


OSHAWA, Ont. — Edwin H. 
Walker, 47, has been elected presi- 
dent and general manager of Gen- 
eral Motors of Canada, Ltd., ef- 
fective Apr. 1. 


He succeeds 
William A. 
Wecker, 
retiring after 21 


nearly 12 years of 
which was as 
head of GM of 
Canada. Walker 
has been associ- 
ated with GM 
since 1929. 

Walker will 
move up from his post as president 
and general manager of McKinnon 
Industries, Ltd. GM’s Canadian 
parts and accessory manufacturing 
subsidiary. Replacing him there will 
be E. Jack Barbeau, factory man- 
ager of McKinnon’s Grantham 
Township (Ont.) plant. 





E, H. Walker 





March 11, Boston, Somerset Hotel.| on sports cars. 


No Password? 


Corvette Owners to Get 


Pin and Badge 

DETROIT.—A program giving 
special recognition to Corvette 
owners has been announced by E. 
N. Cole, general manager of Chev- 
rolet. 

Two distinctive emblems, fash- 
ioned after the car’s insignia, have 
been designed to identify Corvette 
owners, One is a lapel pin and the 
other a badge or patch which can 
be worn on jackets, caps or shirts, 

These, along with a free sub- 
scription to the Corvette News, are 
to be sent to each Corvette owner 
when he fills out a card sent to him 
by Cole. The News is a quarterly 
publication carrying stories of Cor- 
vette owners and feature articles 


who is} 


years of service, | 


ness, he said that the public wants 
cars which look as though they are 
moving when they're standing still. 

McNamara continued, “But more 
important than sales is the fact 
that the safety features have saved 
lives and reduced the severity of 
injuries in cases where those new 
cars and trucks have become in- 
volved in accidents.” 


Noting that the success of 
Ford’s safety equipment was 
proved in a new study by the 
Cornell University Automotive 
| Crash Injury Research Group, 
McNamara said: 
| “Based on these findings, John 
|O, Moore, director of the Cornell 
| project, recently estimated that if 





jall of America’s 50 million auto- | 


|mobiles suddenly were equipped 
with Ford’s five safety features, 
half a million persons annually 
| would escape injury and a major 
|share of our current traffic fatali- 
|ties would survive.” 

He said that additional safety im- 
| provements were made on the ’57 
Ford and that more than 50 engi- 
|neering employes continue to work 
full time developing safety devices 
for Ford Motor Co. cars. 

Meanwhile, John Najjar, chief 
stylist of the Lincoln Styling 
Studio, took a position somewhat 
in opposition to Ford’s McNamara. 

Speaking at the Industrial 
Designers Institute in Los Ange- 
les, Najjar said visual appeal now 
plays the major role when the 
average American car buyer 
makes his selection. 
| He declared, “Engineering and 
|manufacturing preceded styling at 
j}one time as the first consideration 
|in the minds of those purchasing a 
| car. 

“However, the engineer and pro- 
duction man have done their work 
so well that the public takes for 
|granted the fact that the automo- 
| bile is mechanically and structur- 
ally sound. Now the car buyer seeks 
| the product that is most pleasing to 
| the eye.” 
| Taking a similar position, Carl 
|W. Sundberg, president of Sund- 
| berg-Ferrar, a design firm, told the 
| Society of Plastic Engineers in De- 
|troit that the nation is in for a 
| Serious economic slump if the auto 
|makers fail to produce cars with 
advanced styling. 

He said, “The buyer has learned 
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to expect that the model change 
will bring something more pleas- 
ing to the eye, something that 
looks newer and more‘attractive.” 

Sundberg said the possibility of 
an economic slump occurs when the 
potential buyer decides not to look 
at competitive products but to wait 
out the model year. 


Sharon Opens 
New Roemer Mill 


SHARON, Pa. — Sharon Steel 
Corp. has opened a new $14 million 
slabbing and blooming mill at its 
Roemer Works here, increasing in- 
got rolling at this plant to 1.2 mil- 
lion tons a year. 

It is the largest capital expendi- 
ture program in the company’s his- 
tory and enables Sharon to process 
stainless and high-alloy steels for 


the first time at the Roemer Works. | 


Ingots weighing from four to 20 
tons now can be rolled into slabs 
up to 10 inches thick by 60 inches 
wide by 30 feet long, Sharon said. 
The company has begun construc- 
tion on a new electric furnace at 
Roemer which is expected to double 
Stainless capacity by early 1958, 
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|Bill Ford Heads 
Product Planning 


DEARBORN. — William Clay 
Ford last week was appointed vice- 
president of product planning and 
styling of Ford 
Motor Co. Young- 
est of the three 
Ford brothers, 
Ford will be 
responsible for co- 
ordination and re- 
view of all for- 
ward product pro- 
grams throughout 
the company. 

George W. Walk- 
er, vice-president 
and director of 
styling, will continue in charge of 
the company’s styling office, report- 
ing to Ford, who will be 32 on 
| March 14. 





William ©. Ford 


| Goodrich Names Billingsley 
As Technical Director 

W. F. Billingsley has been named 
technical director of B, F, Goodrich 
Tire Co. 


Billingsley succeeds Harold Gray, 
| who is on special assignment, 


















Gives the most detailed, com- 
plete and up-to-date wholesale 
price data available . . . on which 
to base comparative costs of 
1957 avtomobiles, accessories 
and equipment 


Details the wholesale cost of 


additional cost. 


310 Lakeside Ave., W. 





FIRST AGAIN...now with the Mobil-D-icer 


e@busletie AUTO AIR CONDITIONER 


The industry leader — totally redesigned for all long, low 
’57’s. Push-button operation, two 2-speed fans, three 360° 
adjustable louvers —and the exclusive Mobil-D-Icer — an 
electric-automatic control guaranteeing even coil temperature 
and maximum refrigeration at all times. 










illustrated brochure and 


MOBIL-AIRE MFG. CO. « Box 122, Denison, Texas 


The Official Automotive Wholesale 
Cost Index for 1957 Will Help You! 


Includes ALL American-made 1957 cars. 
Classifies dealer's basic cost according to model. 


Kept current with mojor price-change supplements .. . 


An indispensable tool for checking competition...cost-wise! 
SEND NO MONEY! We will mail post-paid and invoice 
upon mailing at $7.50 for the initial copy and $6 for each 
additional copy mailed to the same address. 

Write for your requirements TODAY! 


AUTOMOTIVE PUBLISHING COMPANY 
Ray Chamberlain, Manager 


\Know your 
\ Competitors’ 







Costs! 





The one authoritative and ac- 
cepted NEW car cost reference 

+ »« « developed for and 
most widely used by banks and 
finance companies from coast-to- 
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New-Car Pie 


ents Shown... 


How Makes Sold in States in °56 


(Continued from Page 2) 

place it held in 32 states. Buick 
dropped to fourth in 14 states and 
to fifth in three states (Arkansas, 
Massachusetts and Rhode Island). 

No. 4 nationally was Plymouth, 
its spot in 16 states. It ran No. 3 in 
16 states, No. 5 in 11 states and No. 
6 in six states (Georgia, Louisiana, 
Nevada, New Mexico, Oregan and 
Utah). oa 


— in fifth place in 
overall sales, claimed that spot 
in 27 states. However, Oldsmobile 
zoomed to No. 3 in Massachusetts. 
It also topped its national ranking 
by moving up to fourth place in 17 
states. It fell behind by scoring 
sixth in four states (Maine, New 
Hampshire, Virginia and West Vir- 
ginia.) 

Pontiac held its No. 6 national 
ranking in 37 states. It moved up 
to No. 5 in eight states and to No. 4 
in two states (Georgia, where it 
nosed out Oldsmobile by a single 
registration, and Louisiana). Pon- 
tiac fell to seventh place in Arkan- 
sas and to eighth in North Dakota. 

Mercury was seventh nationally 
and in 37 states. It scored No. 6 
in Arkansas and North Dakota 
and was No. 8 in 10 states. 

In No. 8 place was Dodge, a posi- 
tion it held in 37 states. Dodge 
moved up one spot to No. 7 in 11 
states, but plummeted to tenth in 
Nevada. 

> > 7 
ON A make-by-make basis, mar- 
ket penetrations ranged from 
weakest to strongest as follows: 

Hvupson—0.08 percent in Delaware 
to 1.79 percent in Idaho, and Nasu 
—0.29 in Mississippi to 3.82 in Wis- 
consin. 

Curyster—0.97 in Oklahoma to 
235 in New Jersey; Imperiut—0.05 
in Arkansas to 0.31 in Utah; DeSoto 
—0.84 in Arkansas and Georgia to 
3.07 in New Jersey; Donce—2.30 in 
Alabama to 4.96 in New Jersey and 
West Virginia, and PLymoutH—5.89 
in Texas and Wyoming to 12.68 in 
the District of Columbia. 

Forp — 18.66 in the District of 
Columbia to 28.30 in North Caro- 
lina; Linco.n—0.35 in Mississippi to 
1.29 in Nevada, and Mercury—3.68 
in the District of Columbia to 6.51 
in Utah. 

Buickx—6.76 in Arkansas to 10.34 


4 at Billy Conn’s 
Face Charges of 
Fraud Conspiracy 


PITTSBURGH. — Four men as- 
sociated with Billy Conn’s Big 
Three Motors, Inc., which went out 
of business in the aftermath of a 
fatal shooting, have been held on 
charges of conspiracy to cheat and 
defraud. 


They are Alan Lamfrom, one- 
time president; Leonard Black, 
treasurer; Hershey Schwartz and 
Edward Dargen, listed as salesmen. 
A fifth, Nathan Lift, also listed as a 
salesman, was granted a postpone- 
ment. 

The charges stemmed from alle- 
gations that the men sold autos to 
customers on promises of low 
monthly payments when they knew 
actual payments would be much 
larger. 

One of those who signed the in- 
formation was Mrs. Raymond Law- 
son, wife of the man indicted for 
murder as a result of a shooting at 
the dealership. 


Imperial Adds 
LeBaron Hardtop 


DETROIT. — Imperial has added 
a four-door hardtop in its LeBaron 
series. The model is priced at $5,- 
742.50, including Federal excise tax 
and dealer delivery-and-handling 
charges, the same price as the Le- 
Baron four-door sedan. 

Standard items on the new model 
include TorqueFlite transmission, 
power steering, power brakes, power 
windows and six-way power seat. 

In pricing the unit, Imperial fol- 
lowed its practice of placing the 
same tags on four-door sedans and 
four-door hardtops in its various 
series. A luxury-class rival, Lin- 
coln, uses the same formula. 


in Wisconsin; Capm.Lac—1.26 in West 
Virginia to 3.24 in Nevada; CHEvro- 
LET—21.00 in Nevada to 34.05 in Ala- 
bama; O_psmosiLeE—5.66 in Maine to 
9.71 in Massachusetts, and Pontiac 
—3.76 in North Dakota to 7.86 in 
Louisiana. 

Packarp—0.12 in South Carolina 
to 0.79 in Connecticut, and Srupz- 
BAKER—0.58 in the District of Colum- 
bia to 3.28 in Nevada. 

MIscELLANEOUS—0.27 in Arkansas 
and North Dakota to 5.61 in Cali- 
fornia. 

= ao a. 


aa sales last year dropped 
6.94 percent below 1955. States 


Hardtops, Wagons 
Increase Shares 


Of Output in °56 


DETROIT.—Hardtops and station 
wagons reached new popularity 
peaks in 1956, according to the 
Automobile Manufacturers Assn. 


Production for the year, broken 
down into body types, shows hard- 
tops with 31.2 percent, an increase 
of more than four percentage points 
over 1955. Station wagons climbed 
to a new high of 11 percent of out- 
put, compared with 9.6 percent in 
1955, AMA said. 

Convertibles registered a small 
gain, rising to 3.4 percent from 3 
percent. 

The four-door hardtop showed 
greatest improvement, with 13 per- 
cent, compared to 6.3 percent in 
1955, 

Although hardtops and station 
wagons continued to dent the 
sedan’s percentage, they still have 
a long way to go before dislodging 
the ald favorite from first place. 
Sedans took 54 percent, down five 
percentage points from the year 
before. And the four-door sedan 
was still up there with 34.6 percent. 


with less-than-average losses in- 
cluded: 

West Virginia, 2.81 percent; Ver- 
mont, 5.90; Arkansas, 8.48; Maine, 
9.24; Nevada, 9.30; Louisiana, 9.56; 
Florida, 10.14; Montana, 10.31; Min- 
nesota, 10.60; Massachusetts, 11.65; 
North Dakota, 11.83; Utah, 11.86, 
and Ohio, 12.73. 

Also, Georgia, 12.73; South Car- 
olina, 13.06; Wisconsin, 13.19; 
Maryland, 13.26; Oregon, 13.35; 
Virginia, 13.43; Mlinois, 13.61; Ari- 
zona, 13.62; New Jersey, 13.85; 
Kentucky, 1457; Washington, 

14.87; New Mexico, 15.01; Connec- 
ticut, 15.61; Mississippi, 15.77; 
Idaho, 15.92; Colorado, 16A1; 
Pennsylvania, 16.48; California, 
16.48, and Alabama, 16.74. 

States with market declines in 
excess of the national average in- 
cluded: 

Missouri, 17.09; New Hampshire, 
17.27; South Dakota, 17.58; Dela- 

ware, 17.76; Indiana, 18.06; Kansas, 
18.45; North Carolina, 18.90; Wyom- 
ing, 19.26; New York, 19.49; Texas, 
19.69; Oklahoma, 20.03; Iowa, 22.53; 
District of Columbia, 23.68; Ten- 
nessee, 23.77; Rhode Island, 26.25; 
Nebraska, 26.33, and Michigan, 32.07. 





Top Trucks 


New-truck registrations, 19 
states for January: 


1957 Pos. Make 1956 Pos. 
1— 4,619 Chevrolet 4,346— 1 
2— 3,163 Ford 4,386— 2 
3— 2,065 International 2,146— 3 
4— 1310 GMC 1,652— 4 
5— 878 Dodge 872— 5 
6— 497 Willys 359— 6 
7— 324 Mack 273— 8 
8— 277 White 325— 7 
9— 208 Studebaker 202— 9 

10— 84 Diamond T 69—10 
11— 62 Reo 41—11 
1 4 Brockway 3—12 
199 Misc. 138 
Total All Makes 
13,690 15,312 


Further details on Page 42. 











Akron Independents Celebrate Anniversary— 

The Akron Used Car Dealers Assn. celebrated its 22nd anniversary with a dinner 
meeting at the Chesterfield Hotel, Akron. Association officers, from left, include, Lester 
Royer, vice-president; Robert F. Schultz, treasurer; Akron Mayor Leo A. Berg, who was 


a dinner guest; Lovis A. Geller, president; 


and Donald L. Keener, secretary. 





Ark. Court Finds 
Dealer Guilty 
On Usury Charge 


LITTLE ROCK. — The Arkansas 
supreme court has held that W. D. 
Chamblin Sales, Blytheville (Ark.) 
Studebaker dealer, has committed 
usury against a farm laborer by 
charging him more than the 10 per- 
cent interest permitted for inter- 
state rates. 

The supreme court reversed a 
Mississippi county chancery court’s 
decision that Chamblin’s contract 
with Sanford Cunningham was not 
usurious, and remanded the case to 
the lower court for “further pro- 
ceedings.” 

Cunningham testified that he 
agreed to buy a ’49 Packard from 
Chamblin for $395, making a $100 
downpayment. He introduced a 
memorandum showing the balance 
to be $295. 

Later Cunningham signed a con- 
ditional sales contract showing a 


time differential price of $493 for 
the car and a balance of $393. 

Cunningham testified that two 
months later, after he had paid 
$204 more on the balance, Cham- 
blin repossessed the car, leaving 
Cunningham and his family to walk 
nine miles to their home. 

Justice Minor W. Millwee said 
that no part of the conditional sales 
contract showed an indication that 
the extra $98 was for anything but 
interest. 


Atwater Heads DeSoto Assn. 

LOS ANGELES.—Clem Atwater, 
Atwater & Fish, Hollywood, has 
been elected president of the De- 
Soto Dealers Assn. of Southern Cal- 
ifornia. Other officers are Bob Mc- 
Clure, Long Beach, vice-president, 
and George Karl, Pasadena, secre- 
tary-treasurer. Directors, in addi- 
tion to the officers, are Bob Clapp, 
West Los Angeles, Joe Mashak, 
Van Nuys, H. R. McNeil, East Los 
Angeles, and Jim Love, Santa 
Paula. 





How Car Makers Fared on Percentage of Industry in Various States in ’56 Sales 


Compiled by Automotive News 
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NS Fe les oe ae wads os 7.17| 14.75 02} 83) 26.89| 8.72 51.46 1.86| 2.46 
Mississippi ....-.----++++++++ 8.45| 13.45 od 43) 31.51| 6.48 53.10 1.46| 1.72 
og ai ens a4 9.18] 14.57 .02 .00| 30.09 6.93 53.15 1.38] 1.86 
hd aS ome S Cea ihe g 7.57| 15.65 .03 18} 25.63) 6.70 47.97 1.96| 2.61 
ST cc eksodskaneale 7.34| 13.34 .02 .05| 28.45| 6.41 52.34 1.24) 1.88 
As sea ale eS a 6.25| 12.85 09 .24| 21.00) 7.52 46.81 3.28| 4.11 
New Hampshire ............. 7.86) 15.31 03 59) 25.06) 6.75 48.08 1.77) 2.21 
CE sc 5 pa w'seeds ds 10.12] 21.35 .03} .69| 21.91| 7.68 47.41 1.21| 1.77 
SIS «Sica sc csecareas 5.95| 11.99 03 .36| 29.61) 6.97) 53.73 1.12] 1.36 
Se WO 3S: i caddebestce 9.98| 19.73) 02 .76| 21.71| 8.73 48.69 1.15] 1.71 
North Carolina ............-- 7.72| 13.61 01 .78| 27.39) 6.80 50.17 1.19] 1.54 
North Dakota ..............+- 7.94) 15.52 01 .55| 27.78| 7.09 47.35 1.70| 2.24 
I Tc dienoree honed 8.34| 17.41 01) .95| 24.49| 7.48 50.19 1.08] 1.60 
i sk a oe aledae 6.60} 11.58 02 .07| 29.94| 7.36 53.49 1.13] 1.51 
Na kn a Sisk oad 6.22| 13.40 .03 .97| 25.47| 6.58| 6.47| 49.17 2.09| 2.48 
Pennsylvania .........-..-++ 11.84] 21.74 .02 .93| 22.82| 7.10] 5.87) 47.09 1.41] 2.17 
RED o ovicsinccddecess 9.42| 16.64 .05 .44| 22.69| 8.88) 5.54) 47.89 1.60] 2.24 
ON oc co cintescchacs 7.27| 12.28 02 58) 31.92] 6.21| 5.39] 53.57 .96| 1.08 
EEG, cs wen 6 casniek 7.34] 13.89 01 53} 28.75| 6.69) 5.42) 50.69 1.67} 2.23 
INP So inssso<estecses 7.53] 12.89 01 -58| 30.55| 7.19| 5.01) 53.68 1.11] 1.37 
| 5 Se eR Tees 5.89| 10.58 .03 : -12} 32.11] 7.26} 5.73) 56.1 .99| 1.23 
Re a FD ee css 6.56} 15.10 03| 27.71| 9.74| 2.45| 25.11| 7.75| 6.71| 51.76 1.05] 1.49 
ENS ee eT ee 8.33] 15.22 .02| 29.00] 8.15] 1.36] 26.28] 6.02| 6.00] 47.81 1.79| 2.16 
NE es 7 A Sh a cece 9.08] 15.99 .01| 29.92] 8.34] 1.71] 26.67] 6.05] 6.77| 49.54 1.11] 1.62 
ESE ae 7.39| 14.81 .02| 28.75] 8.79] 1.53] 24.88| 5.77| 5.76] 46.73 1.59] 2.04 
Mitet Wileiale oss cccccccccuce 10.67} 19.25 01) 28.87] 8.30) 1.26] 25.78] 5.72) 6.09) 47.15 1.52] 2.24 
i sca ou owen 6.35| 13.99 01] 27.01| 10.34] 2.04) 25.56] 7.78) 5.39] 51.11 1.36] 1.98 
NN nL ke ckdien 5.89| 12.53 .02| 28.17] 9.52| 2.76) 29.63] 7.29] 5.83] 55.03 1.21) 1.74 
District of Columbia .......... d i 12.68] 20.56 01, 23.06} 7.84] 2.85] 27.15] 7.17| 6.82| 51.83 .58| 1.23 
Note: Total will not add wp to 100% because miscallaneous makers have not been included. Twelve-Month Sales Data Supplied by R. L. Polk & Co. 
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Discounts Up, Prices ur so. 


Are ’37 Ads Catching 
Bit of Spring Fever? 


By John K. Teahen dr. 
Staff Writer 

ARGE overallowances and 

healthy price cuts and discounts 

have moved to center stage in the 
current edition of the automobile 
gales follies, according to a study 
of dealer advertising in several 
localities. 

While the ads could be the fore- 
runner of a spring blitz, most ob- 
servers do not believe any such 
ratrace is in the cards. 

Dealers have learned a lot in the 
last few years, industry veterans 
say. It is doubtful that they would 
willingly subject themselves to the 
jungle warfare of the recent past. 

- * * 

eet many dealers still shudder at 

ads like one placed by R. E. 
Broe, Inc. (Dodge-Plymouth), 
Springfield, Ill. It announced that 
for three days, “We are discounting 
all new cars—Plymouths, $600 dis- 
count; Dodges, $800 discount.” 

The discount pitch was tied to a 
Washington’s Birthday party at the 
dealership. 

Don Allen (Chevrolet) also 
worked the holiday theme with 
“Pittsburgh’s First Washington’s 
Birthday Carnival” patterned 
after similar events in Washing- 
ton. 

Price of the day’s new-car special 
—a One-Fifty utility sedan—carried 
out the patriotic motif. It was listed 
at $1,776. A 1949 Ford was offered 
for 99 cents. 

= > > 
PITTSBURGH rival, Murdoch 
Chevrolet, screamed about “ac- 
tual allewances” and spoke of 
$923.55 for a 1951 “One-Fifty” two- 
door and $1,082.20 for a “Two-ten” 
two-door. 


Chevrolet did not use these series 
designations until 1953. 


Chevrolets, Fords and Plymouths” 
and smaller numbers of other 
makes. They were “for our West 
Coast store.” 

Louisville Motors (Ford), Louis- 
ville, said, “We desperately need 65 
used cars for spring selling . . 
We're prepared to make you a 
really surprising offer—Your pres- 
ent car may be worth hundreds 
more than you think.” 

> > +. 

HE overallowance was the lure 

in Decatur, Ill, where Rechtin- 


Syracuse Show 
Boosts Turnout 


Over Last Year 


DETROIT. — First reports from 
Syracuse show a record first day’s 
attendance of 10,281 at the auto 
show. Officials said this was ap- 
Proximately 1,000 greater than last 
year’s opening. 

Many auto dealers attended a 
luncheon staged as part of the show 
each year. Tennyson Guyer, public 
relations director of Cooper Tire 
& Rubber Co., was principal 
speaker. 

William B. Dunn, president of 
the dealers association, also spoke, 
as did Paul T. Henson, show chair- 
man, and Stuart C. Ballard, exec- 
— vice-president of the associa- 

on. 

A three-day show in Walla, Walla, 
Wash., closed yesterday (March 3). 
Homer Hayes was general chair- 
man and all area dealers took part. 
Dealers in Greenville, S. C., closed 
their three-day display last Satur- 
day (March 2). 

The nine-day Kansas City show 
opened the same day and two 
shows will open next Wednesday 
(March 6). 

One, at Winnipeg, Man., will run 
four days, the other, at Spokane, 
will carry on for five. 

Toledo dealers have allocated 
space for their section of Sports- 
Home-Boat-Auto Show, which will 
be held at the Civic Auditorium 
March 9-17.—W. C. Lockwoop. 





Hupp, Inc. (Ford), offered “double 
Red Book cash value” for 1948 
through 1954 models of 12 makes. 

In Edgefield, S. C., Yonce Motor 
Co. (Ford) announced “the biggest 
and best trades in our 39-year his- 
tory.” 

And in Charleston, W. Vsa., 
Clark-Clay (Chrysler - Plymouth) 
proclaimed modestly, “A Clark- 
Clay volume deal will beat any 
deal, anywhere.” 

The ad mentioned “up to and 
even more than” $750 for 1950 mod- 
els and $1,350 for 1953 models of 
Ford, Chevrolet and Plymouth. 

In Louisville, Summers-Hermann 
(Ford) declared, “If you’re thinking 
of buying a new car and you can’t 
trade here, forget it—you just can’t 
trade.” Lee Vaughan Buick Co., Lit- 
tle Rock, Ark., claimed, “Remem- 
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ber: If we can talk with you, we 
can trade with you.” 
+ oz aa 
Te Ford dealers in Birming- 
ham, Ala., offered large dis- 
counts on 1957 models. Adamson 
Ford listed a Custom 300 two-door 


at $1,895, and Bob Arnold Ford|~ 


mentioned a Custom two-door for 
$1,695. 


livered prices. And the factory 
totals do not include freight, local 
taxes or license and title. 

In Pittsburgh, Sanford’s added a 
DeSoto franchise to its Dodge- 
Plymouth contracts and offered a 
Firesweep four-door sedan with 
PowerFlite transmission for 
$2,732.25. 

Suggested retail for this unit— 
again excluding local taxes, freight 
and license and title—is $2,956.80. 

The dealership declared, “Our 
prices are preshrunk. They’re San- 
fordized!” 

Pendergrass Chevrolet Co., 
Louisville, put semewhat of a 
damper on the overallowance and 
big-discount offers. 

The company reminded, “If you’re 
trading for a new car soon, it’s just 
horse sense to remember it’s the 
difference that counts.” 


10% Sales Rise Predicted 
For School Buses in ’57 


ATLANTIC CITY.—A 10 percent 
increase in school bus sales this 
year has been predicted by C. W. 
Trout, president, Henney Motor Co., 
Inc., at a thrée-day meeting of dis- 
tributors to preview the firm’s new 
line of Oneida school buses. 

“Student transportation re- 


Trout said that the company 
again will conduct its year-long 


North Carolinians 
To Hear Sutter 
At May Parley 


RALEIGH, N. C. — Frederick 
M. Sutter, NADA’s new president, 
will address the 22nd annual con- 
vention of the North Carolina Au- 
tomobile Dealers Assn. to be held 
May 19-21 in Asheville, according 


‘Ito John M. Tiller, of Durham, 


NCADA president. 

Sutter, a Dodge-Plymouth dealer 
in Columbus, Ind., was elected 
NADA president at the January 
convention in San Francisco. He 
has been an NADA director since 
1947, was secretary in 1951 and 
vice-president in 1956. 


Some 1,000 dealers and their 
wives, together with factory and 
allied industry representatives are 
expected to attend the convention. 
Joint headquarters have been set 
up in the George Vanderbilt and 
Battery Park hotels. 

Registration will begin Sunday 
morning, May 19, in the Asheville 
City Auditorium. 

NCADA officers, in addition to 
Tiller, are: Walter Deal, Asheville, 
vice-president; Hal Hoyle, Lincoln- 
ton, secretary, and Joe A. Watkins, 
Oxford, treasurer. Allan Mims, 
Rocky Mount, is NADA director, 
and Bessie B. Ballentine, Raleigh, 
is executive secretary. 


Sales, Profits Dip 
For B. F. Goodrich 


AKRON. — Net sales of B. F. 
Goodrich Co. amounted to $724,168,- 
401 in 1956; compared with $755,016,- 
879 for the year 1955, a decrease of 
4.1 percent, John L. Collyer, chair- 
man, and W. S. Richardson, presi- 
dent, report. 

Net income in 1956 amounted to 
$43,765,431, compared with $46,662,- 
127 in 1955. 

Current assets at the end of 1956 
were $343,640,370 and current liabili- 
ties were $98,497,305, a ratio of 3.5 
to 1. Net working capital was $245,- 
143,065 at year-end, compared with 
$241,152,107 at the end of 1955. In- 
ventories at year-end amounted to 
$147,258,710, compared with $147,345,- 
672 at the end of 1955. 


competition to find the country’s 
safest school bus drivers. The top 
100 will share prizes worth more 
than $15,000, he said. 


“Mister Safety,” the leading 
driver, will receive a $500 savings 
bond while a new 48-passenger 
Oneida Warrior bus will be pre- 
sented to the school or contractor 
that he represents. 


William T,. DeCapua, works man- 
ager, presented a “blueprint for a 
very substantial upsurge” in bus 
production at the Oneida plant at 
Canastota, N. Y. 

Fran Kamb, of Kamb, Meteyer 
Advertising Agency, Rochester, 
N. Y,, the in 
which the company’s new trade- 
mark—an Oneida Indian warrior 
—will be used in space and direct- 
mail advertising throughout the 
year. 


Four executives of Henney toured 
the East and Midwest with a series 
of eight one-day meetings with 
distributor salesmen to kick off the 
new line of buses. 

L. L. Parks, sales engineer; D. G. 
Russell, assistant sales manager, 
and Robert J. Burgess, adminis- 
trative assistant, attended along 
with Trout, 


Two other sessions are planned 
this month in the West and South- 
west. 


Obituaries 


Mrs. E. T. McMillan 
MULLINS, 8. C.—Mrs. E. T. McMillan, 
64, president of McMillan Motor Co., Inc., 
here, died Feb. 22, after an iliness of two 
weeks. 
* * * 
Leslie P. Bennett 
ROCHESTER, N. Y.—tLeslie P. Bennett, 
64, executive vice-president and general 
manager of Archer Motors Co., Inc. (Ford), 
died Feb. 17. He had been associated with 
the company 28 years. 
* * * 


A. P. Nute 
SEATTLE.—A. P. Nute, 81, who came 
here as a Packard distributor in 1907, died 
Feb. 22. Mr. Nute had been associated with 
Packard in Indiana before coming west. 
Later he was associated with Hudson. He 
retired in 1929. - ~ 


* 
W. D. Wade 
TEMPLE, Tex.—W. D. Wade, 75, one of 
the state’s oldest DeSoto dealers, died Feb. 
14. 
* 7 * 


Thomas J. Arnold 
SPENCER, W. Va.—Thomas J. Arnold, 
53, who was president of Arnold-Reed 
Motor Co, for some time and a past pres- 
ident of the West Virginia Automobile 
Dealers Assn., died Feb. 23 at Morgan- 
town after a heart attack. 
* o * 


Thomas W. E. Mills 
VANCOUVER, B. C. — Thomas William 
Edgar Millis, president of Millis Motors, is 
dead, Born in Scotland 70 years ago, Mr. 
Millis was police commissioner for Lynn 
Valley area for 12 years. 
* * * 


McKinley A. Jones 
LEWISTOWN, Mont.—(UTPS) — McKin- 
ley Arthur Jones, 62, retired automobile 
dealer, was buried here Feb. 26. He died in 
a Rochester (itas.) hospital. 
* * 


Thomas 
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engineer in the Bloomfield (N, J.) 
Works of the Lamp division. In 
1954, he was promoted to section 
manager in the department. 


Westinghouse Ups Dietz 


Philip F. Dietz has been named 
engineering manager of the minia- 
ture lamp department of Westing- 
house Lamp division. He joined 
Westinghouse in 1946 as a factory 


New Model 310 Multi-Purpose Seat Model 0-4418 Tilt-Away Seat 


American Seating comfort 
helps speed your deliveries! 


American Seating light-delivery truck seats are comfort-designed to reduce 
driver fatigue; help meet tight delivery schedules. 

The all-new Model 310 Multi-Purpose Seat has coil springs in cushion 
and seat back; adjusts vertically to four positions, 3” range —fore and 
aft to five positions, 4” range. It’s craftsman-upholstered, with reinforced 
French seams, for long life and hard service. Metal parts are finished in 
high-lustre baked enamel. 

The Model 0-4418, with its full-depth foam-rubber cushion, is covered 
in vinyl-coated fabric upholstering — perforated for ventilation. Vertical 
adjustment, 4” range with five positions; entire seat hinges at floor for 
easy entry and exit. 

Next time you order, ask for comfort — ask for American Seating! 


AMERICAN 
SEATING 


GRAND RAPIDS 2, MICHIGAN 
WORLD’S LEADER IN PUBLIC SEATING 


Branch Offices and Distributors in Princi 
tion, School, Theatre, Auditorium, Chu 


youte 
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Cities. Manufacturers of Transporta- 
, Stadium Seating, and Folding Chairs. 





Because of maximum driver-vision, girder-type body re- 
inforcement, curb-high steps and heavy-duty bumpers. 


CAPACITY-— of 8, 10 and 12-foot body 
lengths, with maximum usable loadspace, 
and with easy access from sides or rear. 
CHASSIS — Mounted on Chevrolet, Dodge, 
Ford or G.M.C. chassis, the UTILITY offers the 
widest range of chassis and power units. A 
stock of all standard chassis on hand assures 
prompt delivery. 

ADAPTABILITY—With more unobstructed 
loadspace than any other type body, the 
UTILITY is ideal for almost any business in 
city and suburban delivery service. 


PERFORMANCE — advanced engineering 
and time-tested body construction assure 
long life and minimum maintenance. 


ADVERTISING — on unobstructed sides 
and rear, flush-closing side doors and large 
usable front-end surface. 


eoeeeeveeeeeeeeeeee ee @ 


CONVENIENCE —from low side and rear 
steps, 31-inch wide walk-in side doors, com- 
plete accessibility to engine and service 
points, and folding, adjustable seat. 
LOOK TO UTILITY FOR YOUR MONEY’S WORTH 
For rugged dependability and day-by-day serviceability, the 
UTILITY walk-in will give you greater value and cost less for 
maintenance than any other similar unit you can buy. 


Consult your local Chevrolet, Dodge, Ford or G.M.C. dealer 
for complete information, or write, wire or phone direct to . . . 


UTILITY TRUCK, INC. 
subsidiary of Detroit Office: 
UNION CITY BODY COMPANY, INCORPORATED 18450 Livernois, 
Phone: 424 or 565 © UNION CITY, INDIANA Phone: UNiv. 1-8800 


YOU CAN SEE. .\y.). -IT’S A UTILITY 
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4 Ohio Groups 
Choose Officers 


LIMA, O. — Automobile dealer 
associations in four Ohio localities 
have elected officers. Heading the 
Lima group are Jack Cronin, pres- 
ident; John Coffield, vice-president; 
Paul Schneider, secretary-treasurer, 
and L, W. Mannon, assistant secre- 
tary-treasurer. 

The newly organized Columbiana 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story, 
plus many other pertinent facts concerning 
the automotive industry, every week 
throughout the year. 


HOUSTON 
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County association elected Mike 
Turk, East Liverpool, president; 
Clifford Zimmerman, Salem, vice- 
president, and Harold Brittain, 
East Palestine, secretary-treasurer. 


In Darke County, Don Smith, 
Rossburg, was elected president, 
with Deo Troutwine, Arcanum, 
vice-president, and Paul Wilson, 
Greenville, secretary. 

Appointed for two-year terms by 
the directors of the Medina County 
association were Calvin D. Wible, 
Medina, president; P. W. McDowell, 
Wadsworth, vice-president, and B. 
A. Davenport, Medina, secretary- 
treasurer. 


now FIRST 





In City Zone Population Standings of Daily 
Newspaper Cities ... 500,000 to 1,000,000 


as listed in Standard Rate & Data Service 


500,000 to 1,000,000 
(22 cities) 


Current population estimate for 
Houston A.B.C. city zone is now 
924,318!* Almost 200,000 more 
people than in 1950. With this 
26.5% population increase in the 
Houston city zoné, one shining 
truth becomes apparent — you 
need The Houston Post to cover 
the Houston market. 

*Based on inj 


The Houston Post has done the 
best job of keeping apace with 
Houston's rapid population 
growth. It has the largest circu- 
lation gain, 1950-56. 


Get the new facts on Houston, 
where the trend to The Post 
grows and grows. 


lormation obtained from city officials, city zone increase 
to 924,318 as of February 1, 1956. - 


A.B.C. Publisher's statement for six months ending September 30, 1956. 


THE HOUSTON POST 


Represented Nationally By MOLONEY, REGAN & SCHMITT 
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Dealers Besi 


ed Since Last Ma 


Sue to Halt Galesburg Pickets 


(Continued from Page 3) 


year ago by union officials on the 
question of recognition. 

When Windish said he could 
not speak for the others, the 
suit quoted Miller as saying, “If 
that’s the way you want it, we 
can use an economic boycott.” 
Picketing began about May 15, 

and at no time did more than 41 of 
the approximately 153 garage em- 
Ployes join the picket line, accord- 
ing to the dealers, who added that 
14 pickets subsequently returned to 
work, 


The brief cited several acts of 


vandalism to their property during | 


the summer months and accused 
pickets of accosting potential cus- 
tomers and assaulting garage em- 
ployes who refused to leave their 
jobs. 


> * * 


Mishandling Admitted 


At A meeting in July, according 
to the brief, Baum said “that 
he knew that the unions had badly 
mishandled the organizing cam- 
paign and that they could not 
organize them now even if they 
wanted to because the employes 
were opposed to the union.” 

The suit said that Baum never- 
theless demanded union recogni- 
tion. Gene Bragg, current presi- 
dent of the association, then 
asked, “You mean you want us 
to organize them for you.” 

“That's it exactly,” replied Baum. 

When Bragg asked what if the 
dealers refused, Baum allegedly 


said, “If you don’t, we'll stay with | 


you till we break you.” 
At first the 
have representation elections, Later 


they advocated elections, but then | 


the unions refused. This is the 


present situation. 
> > > 


Minister Enters Dispute 


N AFFIDAVIT was introduced 
from the Rev. Glenn Lindell, a 
Galesburg minister who acted as 


Dealers 


dealers refused to | 


mediator, who reported Siemiller 
said: 

“We appreciate the efforts of 
those who have tried to settle this 
thing, but let’s get one thing 
straight. We will negotiate with the 
dealers, but there are two matters 
that we will not negotiate and they 
are recognition and the union shop. 
The. only way for you dealers to 
settle this thing is to sign up.” 

Siemiller later added, “Now you 
gentlemen have talked about an 
election. If you feel you would 
like an election to save face, we 
| will be glad to arrange some- 
| thing. But believe me, gentle- 
men, there will be no doubt about 
the outcome of that election.” 

When asked how he could deter- 
mine the outcome of an election, 
according to Mr. Lindell, Siemiller 
said, “The men who did not strike 
would not be permitted to vote.” 

The brief said the Galesburg 
Council of Churches later entered 
|the dispute and examined the rec- 
ords of the dealers and the unions, 
reporting that the unions never 
jrepresented a majority of the 
| dealerships’ employes. 

© « * 


\Council Asks Withdrawal 


HE dealers also recalled that 

last September the City Council 
requested the unions to withdraw 
|their pickets. But the bill’s sponsor, 
|James Godsil, subsequently had his 
gas station picketed for a month 
ito show, according to the suit that 
any person who opposed the unions 
could expect retaliation. 
| The dealers contend that on 

Feb. 6, Miller called on one dealer 
to report that two or three 
dealers were ready to sign with 
the union and that two local 
| eredit unions had been ordered to 
| hold up all auto credit applica- 
tions. 

Miller allegedly explained, “The 
minute I get these two dealers 
signed up, our machine is going to 
work. They are going to feed all 


Tell Me 


| 





(Continued from Page 3) 


car would result in $81,000 total 
gross per month, or $25,200 more 
annual gross profit average per 
dealer than the 300 cars at $200 per 
month. 

> > > 


Manufacturer’s ‘Obligation’ 
a. then, lies the rub? 
Through ignorance or fear, 
some dealers insist that they will 
take “thinner” deals than the rest, 
whether under the delusion that 
this course will give them more 
profit, or that they have no alter- 


native because their product is not 
as saleable as competition. 


“The answer to the first is that 
if one dealer uses some variation 
of the wheel-and-deal system 
(thinner deals in hopes of more of 
them) most other dealers eventu- 
ally will follow suit. 

“The result is that all deals are 
thinner, and each make of car 
eventually falls into its proper 
slot provided by the value, design 
and engineering of the manufac- 
turer (with due allowance for the 


aggressiveness, service, merchan- 
dising, etc. of the individual 
dealer). And no more total cars 


Ike Urges Extension 
Of Minimum Wage Act 
WASHINGTON. — The Ad- 


are sold — the total market is not 
price elastic! 

“What, then, can the dealer do 
whose product is less saleable than 
competition? This dealer’s fate is 
in the hands of the manufacturer— 
as it is in any case. If his product 
can’t be sold at a reasonable profit, 
the sooner this is made clear to 
the manufacturer the better. 


“The sooner the manufacturer 
changes quality, design or engineer- 
ing to meet competition properly, 
the better. Any device on the part 
of the dealer to assume the obliga- 
tions of the manufacturer, by at- 
tempting to sell a hard-to-sell prod- 
uct on price alone, is doing, in the 
long run, himself and the entire 
retail automobile industry a great 
disservice.” 


Volume of Export 
For Willys Totals 
$60 Million in 56 
TOLEDO. — Willys-Overland Ex- 
port Corp. announced last week 
that in 1956 it improved its position 


as the auto industry’s third largest 
exporter of commercial vehicles. 


Willys also led all companies in 
overseas shipments of trucks under 
10,000 pounds GVW with 35 percent 
of the total, said J. C. Delaplain, 
general manager. He said total 
value was $60 million, a 4.3 percent 
increase over 1955. 


Earlier, the firm, reporting from 
San Jose, Costa Rica, predicted a 
substantial increase in 1957 sales of 
Jeeps and replacement parts in 
Latin America. 

It was said, at the firm’s seventh 
annual Latin America sales confer- 
ence, that $30 million in total vol- 
ume will be shipped to the area in 
1957. 

Distributors from 24 nations at- 
tended the three-day conference 
and were addressed by President 
Jose Figueres, of Costa Rica. 


the business to these two or three 
dealers. We can tie up more credit 
unions than these. 

Token picketing is continuing at 
all the dealerships except at two, 
However, Windish said that this 
was merely part of the union 
strategy and did not indicate that 
tnese dealers had signed up. 

* oe = 


Union States Position 


FN pleiecnctssd Marjorie Schneider 
representing the unions, said 
the issuance of an injunction on 
the grounds set forth would create 
a precedent in Illinois labor law. 


She said the dealers are not at- 
|tempting to restrain acts of vio- 
lence or mass picketing as is often 
the case in such suits, but are try- 
ing to prohibit the very act of 
picketing. 

The dealers are being repre- 
sented by Barash & Stoerzbach, 
Galesburg attorneys, and the Chi- 
cago firm of Winston, Strawn, 
Smith and Patterson. 


While the Teamsters were en- 
countering a legal hurdle in the 
Midwest, the union announced last 
|week that it will hold a strategy 
conference in April to plan its ex- 
pansion in the East and the South, 

James R, Hoffa, Teamster vice- 
president, said the leaders of the 
Eastern, Southern and Central 
states Conferences of the Teams- 
ters, would meet in New York to 
coordinate their organizing efforts. 

* of 


Labor Hearings Open 


EANWHILLE, the national spot- 

light was turned on Teamster 
activities in Washington where a 
Senate committee opened hearings 
on labor racketeering. 

At the hearings, which are ex- 
pected to last a year, it was 
revealed that the funds of Team- 
ster Local 690 in Spokane was vir- 
tually a revolving fund for reliev- 
ing the distress of gamblers and 
other friends of the Teamster 
bosses. 

Although openly fearful about 
his pension when he retires next 
year, Albert J. Ruhl, secretary of 
Local 690, revealed that $3,900 was 
loaned to Thomas E. Maloney, a 
Seattle gambler; that $30,000 was 
loaned to a friend of Teamster 
President Dave Beck’s son to 
open a tavern, and that $17,000 
was loaned to Sam Sellinas, a 
Seattle bootlegger and gambler, 
to settle a U. S. tax judgment. 

Later in the hearing, two Port- 
land (Ore.) newspaper reporters 

testified that union officials con- 
spired with racketeers in an effort 
to take over the Portland city gov- 
ernment. 








$1,000.00 per month or MORE 
commissions to representatives 
who can qualify. 

Want representatives now sell- 
ing seat covers, car mats and 
other accessories to car dealers 
only. 


Exclusive protected territories. 


World's largest manufacturer 
of license plate frames and 
monograms. 


Territories Available: 


Wisc. — Minn. 
No. & So. Dak. 
lowa — Nebr. 
Kans. — Mo. 
Ark. — La. 
Texas 

Pacific Northwest 


THE BENMATT 
ORGANIZATION, INC. 


3447 E. 15th St., Los Angeles 23, Calif. 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 














Week Week Total Jan. 1 dan. 1 
an? Wen, Feb. 23 Fours. March 4 March 2 

Miser’ «1908* 0 sseT* sey 1956* 1957 
AMERICAN MOTORS 2,270 2,554 2,287 8,583 29,855 15,254 
BOE vecssecsnssesvescsessives 40 191 46 161 2,414 454 
SRED inexerctsvsesecoceesmsosscoente 130 499 129 520 6,059 1,137 
RINNE cesivesctubsiveressceecs 2,100 1,864 2,112 7,902 21,382 13,663 
CHRYSLER CORP. ...... 28,026 15,981 31,961 123,030 184,169 253,373 
CFE an. sarereasscsssocccesee 3,183 2,073 3,200 =13,141 25,029 27,976 
BOONE «....0..:10a.coccseeee 1,053 186 1,033 3,875 2,978 7,713 
RIND. accrsveesesseoserincineisoes 3,600 2,304 3,644 14,701 21,732 31,694 
BIOGO  opciveseciarccsssssess eevee 5,800 2,600 6,790 26,013 38,041 55,225 
Plymouth. ................0 14,390 8,818 17,294 65,300 96,389 130,765 
FORD MOTOR. ............... 41,885 35,297 41,829 168,271 309,594 373,366 
Continental .................. 35 56 30 99 647 158 
IEEE, - cisevsivevveresavsesessiteqseese 33,750 28,837 33,605 133,460 250,749 294,303 
TOE cvcsccosevscetsossessesves 1,100 1,111 833 4,304 11,283 10,476 
PROP OEEY ...1.0000.0c0sescesseese 7,000 5,293 7,361 30,408 46,915 68,929 
GENERAL MOTORS .. 65,401 77,498 61,236 2/:3,240 671,086 584,987 
SIE, whcudinnavisicrsrévemivstens 11,335 14,882 11,347 45,339 136,805 102,369 
III scciussaserivectrsoenns 3,350 3,391 3,263 13,304 29,741 29,068 
IIE ccocsxssoverstcscctobs 30.600 37.913 27,099 124,746 319,154 283,125 
Oldsmobile .................... 10,916 12,053 11,211 42,848 105,235 90,356 
ND iy dtascudecddvestvevusevened 9,200 9,259 8,316 37,003 80,151 80,069 
SNE SEMIINDEE © -séveesncisncrsssstesones 1,701 1,539 1,625 6,481 29,485 13,672 
SPOIL © isscesvesoivousovernces OD. docencedinad 344 1,756 4,013 3,930 
Studebaker .................. 1,326 1,539 1,281 4,725 25,472 9,742 
Total Cars, U. S............ 139,283 132,869 138,938 569,605 1,224,189 1,241,152 





*Revised. 


COMMERCIAL CARS 
(U. 8. PRODUCTION ONLY) 


Week 








Ended Same Ended Output, “ 7 . me , 
Mee? Yooe® Wiest” =~  =« 1957 
CHEVROLET ................. 7,400 9,064 7,332 29,944 75,172 64,785 
DIAMOND T .................. 80 838 Eo) 314 858 701 
IT  inverictepinisiiaanince tiunlaa 80 30 30 321 831 686 
DODGE 1,736 1,962 7,210 15,039 15,306 

FORD 6,392 8,640 32,511 57,351 57,667 | 
GMC 2,127 1,428 5,586 18,424 13,233 
INTERNATIONAL ...... 1,533 2,749 1,384 6,194 27,158 16,782 

SS 350 388 352 1,545 3,507 3,383 
IEA ietistniindnabenistedenusmiaservets 76 73 72 291 667 576 
STUDEBAKER .............. 232 96 234 997 2,253 2,139 
II dinsciceeastncseqnsshineecasine 350 390 346 1,314 3,558 2,388 
SIRSTNTED » inssscussesaeisvcovacsasione 1,700 1,267 1,302 6,483 11,851 13,116 
MISCELLANEOUS*** MW 49 43 169 428 357 
Total Trucks, UW. &....... 22,688 24,499 23,255 92,879 217,097 191,619 

Total Cars, Trucks, 

ER ee ee 161,971 157,368 162,193 662,484 1,441,286 1,432,771 





Week Total Jan. 1 Jan. 1 











Full Return at Chevrolet... 


Makers Slate Boost This Week 


(Continued from Page 1) 


outh—had produced 803,097 cars for 


65.7 percent of total production. 
: +, 


HIEF difference between the two 
years is that Ford has taken 
over first place from Chevrolet and 
Plymouth has replaced Buick in the 
No. 3 spot. 

Although last week’s 139,283 as- 
semblies were just 0.2 percent 
above the previous week’s output 
of 138,938 cars, it was some 438 
percent above the same week a 
year ago, when the makers turned 
out 132,869 units. 

Last week’s car output was 112.8 
percent of Automotive News’ three- 
year index, compared with the 112.5 
percent compiled on the previous 
week’s assemblies. 


+ = +e 
HEVROLET’S return to normal 
production on Tuesday, plus 

slight hikes by other makers, also 
helped the makers complete Febru- 
ary with an estimated 569,605 as- 
semblies. 

February’s output not only was 
2.5 percent above the 555,596 cars 
turned out during the same 
month a year ago, but marked 
the second consecutive month of 
1957 that car assemblies have 
surpassed the corresponding 1956 
month. 

Imperial was the only Chrysler 
Corp. make to show an improve- 
ment last week over a week earlier. 
Its production last week totalled 


1,053 units, compared with 1,033 a} 


week before. 
> 


cline, dropping from 6,790 the 
previous week to 5,800 last week. 
DeSoto was off from 3,644 to 3,600, 


slipped from 3,200 to 3.183. 
In addition to Chevrolet, Cadil- 


hikes at GM. Buick remained on 
Oldsmobile dropped nearly 


units. 
A breakdown | of GM operations 


Anderson Names 
15 Distributors 
To AC Council 


FLINT.—Membership of the 1957 
|AC Distributor Council has been 
jannounced by Joseph A. Anderson, 
| general manager, AC Spark Plug 











EEE | division. 


Total Cars, Trucks, 


The 15-member group, represent- 


Oe San 9,423 9,389 6,802 37,074 62,420 82,049 ing the nation’s warehouse distrib- 
| utors of AC replacement auto prod- 
Grand Total, jucts, met here last week for the 


Cars and Trucks, 


U. S. and Canada......171,394 167,257 168,995 699,558 1,503,706 1,514,820 | £0 


a ae a 3 camden 4 ceed = on . 

*Revised. Miscellaneous includes Corbitt, Marmon-Herrington, Federal, F o u r-Wheel distributor relations, the council! 
Drive, etc. 

N.B.: All U. S. totals include cars and trucks for military orders. 


***autocar, Freightliner and Sterling are included in White totals; Brockway included 
in Mack totals. 





Bell Opposes Wage-Hour Fre 
Dealer Net Dips to 0.8% 


(Continued from Page 1) 


first of three conferences planned 
r 1957. 
Aimed at strengthening factory- 


was established two years ago to 
jexplore problems affecting the 
design, manufacture, distribution 
|and sale of AC products. Members 
jare chosen on a rotating basis for 
one year. 


showed Buick with 11,335 assemblies 
last week, compared with 11,347 a 
week earlier; Cadillac, up from 3,268 
to 3,350; Oldsmobile, down from 
11,211 to 10,916, and Pontiac up from 
8,316 to 9,200. 
+ oa + 

—— was the only Ford 

Motor unit not to show an in- 
crease in output last week. 

Lincoln hiked its schedules from 
833 units the previous week to 
1,100 last week and Continental 
rose from 30 to 35 units. Mercury, 
which did not work any of its 
plants Saturday, was down from 
7,361 to 7,000 units. 

American Motors remained on 
par with the previous week as it 
turned out 2,287 cars last week, 
compared with 2,270 a week earlier. 

* = * 

UDSON was down from 46 cars 

the previous week to 40 last 
week; Nash was up from 129 to 130, 
and Rambler was down from 2,112 
to 2,100 units. 

Studebaker - Packard increased 


; 49 


its output from 1,625 units the 
previous week to 1,701 last week. 

Studebaker climbed from 1,281 to 
1,326 and Packard jumped from 344 
to 375 units. 

Truck production dropped from 
23,255 units the previous week to an 
estimated 22,688 last week. 

The return of Ford and GM of 
Canada to normal operations raised 
Canadian car-truck output from 
6,802 vehicles a week earlier to 9,423 


last week. 
* & = 


Fire Closes Ford Plant 
One Shift in Long Beach 

LONG BEACH, Calif—The Ford 
plant here had to shut down for the 
afternoon of Feb. 18, and suffered 
about $2,000 damage from fire 
which started during the lunch 
hour in an oven of the paint sec- 
tion. 

Employes succeeded in control- 
ling the fire, and work was resumed 
the next morning. a‘ 





Colbert Calls Productio 
Chrysler’s Chief Problem 


| By E. C. Bash 


Staff Correspondent 


and Chrysler (excluding Imperial) | 


lac and Pontiac showed output | 
par with the previous week, while | 


ATLANTA. — Chrysler Corp. this 
year is in the enviable position of 
|having only one major problem— 


= >. 
ODGE showed the biggest de-| how to build enough cars to satisfy 


|public demand, according to L. L. 
|Colbert, president. 

Colbert told regional Chrysler- 
line dealers here that part of the 
corporation’s long-range plan- 
| ming is to “split off” Plymouth 
and make it independent. How- 
ever, he said no time limit has 
been set for this achievement. 

More single dealerships will be 
appointed this year in areas where 
there has not been adequate dealer 
coverage, Colbert said. 

“When the public is ready to 
accept the small, foreign-type car,” 
said Colbert, “Chrysler will have 
one on the market. We have been 
building and testing small cars for 
experiment since the war.” 

John Mansfield, Plymouth presi- 
dent; M. C. Patterson, Dodge pres- 
ident; L. I, Woolson, DeSoto presi- 
dent, and E. C. Quinn, DeSoto pres- 
ident, accompanied Colbert here. 

Others in the party were W. C. 
Newberg, auto group vice-presi- 
dent; C. L. Jacobson, dealer 
relations vice-president; Byron 


|Nichols, group marketing general 


i 


Members of the 1957 council are: | 


|Wayne Bull, San Antonio; W. D. 


Craig, Fairmont, W. Va: Fred | 


Furth, Cicero, Ill; Max A. Hayes, 
| Asheville, N. C.; Everett L. Kelly, 
Denver; A. H. Leu, Marion, IIL: 
Henry Levene, Binghamton, N. Y.; 
iD. W. McLean, Grand Rapids, 


James P. Mitchell earlier in the, law only those retail, service and Mich.; Robert W. O'Conner, South 


week, but the association indicated | 
it was against the Administration’s | 
recommendations by taking the, 
broad stand that it opposed “any” 
proposal whatsoever to extend cov-| 
erage of the present law. 

Mitchell recommended that the 
wage-hour law be stretched to cover 
workers in presently exempt estab- 
lishments whose annual purchases} 
of merchandise and supplies exceed 
$1 million yearly and which employ 
over 100 workers. | 

* * * 
ITCHELL contended his ed 
posal would bring under the 





l 





Wolfram Appointed 


LANSING. — Jack F. Wolfram, | 
Oldsmobile general manager, has 
been elected to the executive com- 
mittee of the Michigan United 
Fund. The group coordinates fund- 
raising activities of 32 State and 
national agencies. Irving A. Duffy, 
Ford group vice-president, is presi- 
dent. 


other establishments which are 
“substantially engaged in interstate 


| commerce.” 


He emphasized that the Adminis- 
tration “does not propose to extend 
this act to the millions of small, 
local businesses. To do this would 
place a burden on these businesses 
and might seriously curtail employ- 
ment of the many employes who 
depend on the survival and growth 
of these businesses for their liveli- 
hood.” 

Even the additional businesses 
brought under coverage by his 
recommendation, the secretary 
testified, would stay exempt from 
the overtime provisions of the 
Federal statute. 

Mitchell said his proposal would 
extend coverage to about 2% mil- 
lion additional workers, with two 
million of them employed by some 
2,200 enterprises engaged in retail 
trade. The latter category, he said, 
would be comprised of chain-store 
organizations, and “giant single- 
unit department stores and other 
large retail establishments.” 


Bend; Norman B. Parker, Glendale, 
| Calif.; R. C. Pitzer, San Jose, Calif.; 
|Sam Weiss, Albany; John Yantis, 
| Ft. Smith, Ark.; John H. Yellman, 
Lexington, Ky., and Harold U. Zer- 
| be, Reading, Pa. 


Poses Beaver L-M Deal 
Is Judged Bankrupt 


SOUTH BEND. — Paratt-Keever 
| Lincoln-Mercury, Inc., Michigan 
City, Ind.. has been judged bank- 
|rupt in U. S. District Court here. 

The firm did not contest the peti- 
| tion, which was filed by three of its 
| ereditors—Meyer Glass & Paint Co., 
a $17.97 debt; Owens Motor Supply 
'Co., Inc., $614.15. and General Over- 
all Supply Co., Inc., $645.60. 

7 * 


Deal in Receivership 


NEW HAVEN, Conn. — New 
Haven Lincoln-Mercury Sales & 
|Service, Inc., franchised since 1948, 
has gone into temporary receiver- 
ship. The firm blamed declining 
\sales and “overexpansion at the 
| wrong time.” ‘ 


manager; R. L. Biggers, Fargo divi- 
sion general manager; E. M. 
Braden, central area sales man- 
ager, and A. B. Nielsen, director of 


| field operations for group market- 


ing. 

“We have the finest products, 
the finest styling, the lowest pos- 
sible prices,” Colbert told the 
dealers. “It’s up to you to deliver 
our cars in volume and at a 
profit.” 

He expressed no doubt but that 


|Plymouth would finish 1957 in third 


place. He said Chrysler Corp. is 


jaiming at a 20 percent penetration 


of the market this year. 

Colbert said he is confident of 
achieving this goal because of a 
“gradual sustained increase in our 
sales.” He claimed the corporation 
gained 19 percent of the market 
in January and 20.3 percent for the 
first 10 days of February. 

This was done, he said, despite 
having only limited field stocks. 

“We have a quarter-million 
orders on hand in Detroit,” he said, 
“not counting orders in dealer 


Record Income 


Reported by CCC 


BALTIMORE, — Commercial 
Credit Co.’s consolidated net income 
was $26,478,671 for 1956, larger than 
for any previous year in the com- 
pany’s history, and compares with 
$26,184,930 for 1955, and $24,228,773 
for 1954. 


Net income per common share} 


was $5.26 for 1956; $5.22 for 1955; 
$4.86 for 1954; $5.21 for 1953, and 
$4.34 for 1952. 


hands which have not reached 
central office.” 

Imperial sales, according to Col- 
bert, are two to three times ahead 
of the 1956 model year. 

The dealers were told that the 
corporation currently is produc- 
ing 6,000 cars and trucks a day. 
Plymouth and Chrysler are run- 
ing overtime every day with 
Dodge and DeSoto on alternate 
overtime operations, the dealers 
were told. 

A 10-year program of expansion, 
according to Colbert, may include 
new assembly plants in New Jersey, 
Kansas City, Texas and possibly At- 
lanta. He said the Newark (Del.) 
plant is expected to be in full pro- 
duction soon. 


Ragsdale Hails 
May Safety Check; 
3,000 Dealers Join 


FLINT. — More than 3,000 Buick 
dealers have signified their inten- 
tions of participating actively in the 
National Vehicle Safety Check cam- 
paign scheduled for May, Edward 
T. Ragsdale, Buick general man- 
ager, said last week. 

The campaign is sponsored by the 
Inter-Industry Highway Safety 
Committee, the National Safety 
Council and Look magazine. More 
than two million cars were checked 
last year, and it was found that one 
out of five needed work done on at 
least one safety item. 

“It is highly gratifying that so 
many of our dealers are willing to 
donate time, manpower and equip- 
=a to this vital work,” Ragsdale 
said. 

“The success of the campaign 
hinges on the active participation 
of individual car owners, of course. 
Buick dealers, through their over- 
whelming acceptance of the pro- 
gram, are demonstrating their civic 
responsibility by encouraging mo- 
torists to take. advantage of the 
facilities being made available.” 


Car-Lease Group 
Looks for Boom 


NEW ORLEANS.—Leased fleets 
may increase by 10,000 cars this 
year, the 40 members of the Amer- 
ican Automotive Leasing Assn. pre- 
dicted at their annual meeting here. 

The association consists of long- 
term, car-leasing companies. It was 
reported that the 40 members rep- 
resent an investment of more than 
$50 million and that the anticipated 
growth may increase this by 30 to 
40 percent. 

Armund J. Schoen, Chicago, was 
reelected president of the associa- 
tion. Other officers are Kenneth C. 


|Glaser, Minneapolis, and A. R. Neu- 


ber, Merchantville, N. J., vice-pres- 
idents; David Brockman, Kansas 
City, Kans., treasurer, and Jess 
Raban, Chicago, secretary. 
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At API Lube Meeting... 
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Uniform ‘Language’ 
Urged for Motor Oils 


By W. C. Lockwood 
Staff Writer 
ETROIT.—The need for a com- 
mon “language”for an automo- 
tive engineer to report lubricating 
oil requirements for an engine was 
expressed here last week, 

Carl T. Doman, Ford division 
service manager, speaking at the 
annual meeting of the lubrication 
committee of American Petroleum 
Institute’s marketing division, pre- 
sented the view of Ray Potter, of 
Ford’s engineering research. 

Potter acknowledged that the 
present API classifications were set 
up to meet this need. However, it 
was said that “rare is the 
probability that two or more oil 
companies could agree on the exact 
meaning.” 

Potter believes that the missing 
element in the classification is the 
“method of measurement.” Ford, 
in an effort to correct this, uses the 
API classifications, followed by a 
“system of understandable method 
of measurement.” 

+ > o 


are speakers at the meeting 
included E, J. Krause, Buick 
general service manager, and Rich- 
ard B. Teiper, director of service, 
Chrysler Corp. 

The annual sessions are held, API 

said, to “extend and perpetuate” 
the close working 
relationship of the 
automotive and 
oil industries to 
better fulfill their 
obligations to 
motorists, their 
common custom- 
ers. 

Another prob- 
lem Doman dis- 
cussed was for- 
mation of sludge 
in engines under 

cold operating conditions and stop- 
and-go-service. 

“We believe,” Doman quoted 
Potter, “the problem may be 
accentuated in passenger cars by 
the trend to higher horsepower 
engines operating at low load 
factor in congested traffic condi- 
tions.” 

Doman commented that usually 
service managers are supposed to 
stay out of engineering, “other than 
to point out to engineers that a 
problem exists.” 

= . + 

OWEVER, he said, pinpointing 

the problem for engineers is 

just the beginning. He said it was 
necessary to back every statement 
with facts to show intensity of 
problem and possible effect on sales, 
if it is not corrected immediately. 

A service manager's greatest 
problem, said Doman, is people. 
Casting ahead, he said that 150,000 
mechanics will be needed by 1965 
to handle the vehicles which then 
will be in operation. 

The alternative, he said, was to 


Dealer Lipman 
Cited by AMC 
For 756 Volume 


HARTFORD, Conn.—Morris Lip- 
man, president of Lipman Motors, 
Inc., last week was named winner 
of American Motors’ Nash Top 
Volume Dealer Award for 1956. 


It was the second time that his 
company topped all other U. S&S. 
dealers in sales volume of Nash 
and Rambler. 


Lipman went into the auto bus- 
iness in 1942 with $5,000, which he 
used to set up a used-car lot at 585 
Prospect ave., West Hartford, and 
a showroom with room to display 
eight cars. 

By the end of World War II, he 
was able to buy property he shared 
with Pratt & Whitney division of 
United Aircraft. In 1945, he received 
the Nash franchise for Hartford. 

In 1947, he built his new head- 
quarters at 133 Washington St., and 
he doubled the size of the building 
in 1951. In 1956, he bought Colonial 
Motors. 


“either improve the productivity 
of mechanics through better tools, 
knowledge and desire, or by de- 
creasing maintenance required.” 

“One thing is sure,” said Doman, 
“in this service business. We must 
elevate the position of the mechanic 
so he is more respected. He de- 
serves the same respect as a tool- 
maker, a pattern maker or any 
such profession.” 

* + * 


EIPER discussed chassis lubri- 

cation—-its present and future— 
strictly from a serviceman’s point 
of view. 


He recalled the steady increase 
in use of lubrication fittings used 
on chassis from 1946 to 1951 and 
the equally steady drop since 
1951. 

“Thirteen out of 24 models re- 
duced the number (since 1951) 
while the other 11 remained the 
same, The trend is quite clear,” 
said Teiper. 

He pointed specifically to the 1956 
and 1957 Chrysler chassis—the 
former had 23 fittings, the 1957 only 
eight on a similar model. 


“One of the objectives of design 
is elimination of chassis lubrication 
fittings,” said Teiper. He added that 
the Chrysler eliminations between 
1956 and 1957 were due to changes 
in design. 

In his summary, Teiper said 
that future vehicles will continue 
to require chassis lubrication, but 
designs will be altered so that a 
minimum of points will require 
hoist operation. 

He said strict attention to proper 
procedure and proper frequency of 
lubrication is the greatest service 
that could be performed for the 
customer. Teiper also said there is 
a neéd for more effective, longer- 
lasting chassis lubricants. 


Save spoke on lubricants as 
they apply to transmissions and 
differentials. He said that some time 
ago, a Buick engineer asked why a 
performance scale could not be 
worked out for rear axles so the 
petroleum industry could then tell 
exactly what lubricant to mer- 
chandise. 

Krause said an axle performance 
scale was worked out at Buick, 
graduated at present from five to 
15, proportional to the amount of 
reference additive to base stock. 

“As an example,” he said, “if it 
takes 13 parts additive to base 
stock to pass the test on a given 
axle, then the axle performance 
requirement is 13.” 

Krause said that for a lubricant 
to meet the minimum requirement 
for broken-in axles and participate 
in aftermarket sales for all car 
makes, it probably would take the 
equivalent of 10 parts reference 
additive to base stock, 

“This new axle lubricant, if and 
when it is produced, must meet per- 
formance requirements and not ad- 
vertising requirements and may 
well be called Superior Multi-Pur- 
pose or S.M.P.,” he said. 

> _ a 
RAUSE noted that it was 
Buick’s obligation to recom- 
mend maintenance schedules to 
owners “based on what is available 
which will meet performance re- 
quirements.” 

“Buick has stepped up its obli- 
gation by reducing these require- 
ments through metallurgy, design 
and better machining,” he said, 

“When,” he asked, “are you, the 
petroleum industry, going to meet 
your obligation in this mutual prob- 
lem? We hope that you will develop 
and market superior multi-purpose 
axle lubricant .. . and that you will 
continue research in an attempt to 
develop even better lubricants 
which will allow us to make even 
greater advancements in design.” 

Krause said it can be visualized 
that future requirements of trans- 
mission fluid will exceed those of 
the present Type A fiuids. Probably, 
he said, advancement in transmis- 
sions may make it necessary for 
advancement in fluids as new en- 
gines require advancement in 
gasoline antiknock quality. 

He said it is hoped that the 


petroleum industry will continue 
with research and development 
work necessary to provide trans- 
mission lubricants with better high- 
temperature stability and low- 
temperature fluidity. 


“Automatic transmission fluids 


| Reaching an estimated 150,000 


| RATES: TWENTY-TWO CENTS 
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should have, in addition, high 
natural viscosity index since the 
amount of viscosity decrease, due 
to mechanical breakdown at high 
temperature, is directly related 
to the amount of viscosity index 
improver additive,” he said, 

Krause also noted that the effect 


engaged in all branches of 
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of Type A fluids on seals is forcing 
transmission manufacturers to 
search for rubber compounds which 
will not experience volume change, 
hardness change or compression 
setting during operation in these 
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HELP WANTED 


SERVICE MANAGER WANTED. Northern 
California Chevrolet dealership needs top 
flight, experienced service manager. If 
you can organize and operate a profitable 
department by assuming complete respon- 
sibility; can lead and train a growing 
organization; plan and promote service 
sales and efficiency; achieve results by 
your own efforts, you will want this job. 

t service sales are far behind an- 
nual car sales of 700. Room for real suc- 
cess. The compensation for this job is 
open, We want and will pay for the right 
man. Reply Box 6850, c/o Automotive 
News, Detroit 26, giving full particulars 
including recent picture. 

SALES MANAGER, Excellent opportunity 
for sales manager with Nash dealer—in 
business over 25 years at same location. 
Also, recently appointed dealer for the 
complete line of English Fords. Desires 
man age 25-40, good personal habits and 
sober. Starting salary $10,400 per year 
plus bonus. Write Southern Motors of 
Savannah, Inc., 301 Broughton St., East, 
Savannah, Ga., Att.: Mr. Julius Kamin- 
sky, Pres. 


TWO SHEET METAL mechanics. Paid va- 
cations, Blake Buick, Inc., 520 8. Krome 
Ave., Homestead, Fia. 








EXPERIENCED CHEVROLET service 
manager, Prefer young aggressive man— 
35 to 45 years old. Opportunity is lim- 
ited only by the individual's ability, In- 
centive compensation and other benefits. 
Southern multiple city dealer, 250,000 
population—65% service absorption. Don’t 
apply if you are not ready for a challenge 
to do better. Box 6858, c/o Automotive 
News, Detroit 26. 





SALESMEN — AUTOMOBILE direct mail 
service, top in field, exclusive territory 
High earnings. Car necessary, Will train. 
Box 6877, c/o Automotive News, Detroit 
26. 


NEW CAR SALES MANAGER, Ideal op- 
portunity affording guaranteed salary 
with profit-sharing provisions. Handling 
new car sales program for Cadillac and 
Oldsmobile. Oldest automobile distributor 
in New Mexico. New building providing 
one of finest establishments in U. 8. 
Ideal weather and living conditions, Pres- 
ent exclusive new car sales department 
includes 11 men. Qualifications include 
current experience as new car sales man- 
ager, good educational background, age 
32 to 45, A-1 health and demonstrated 
ability as department manager. Submit 
letter outlining qualifications, current ex- 
perience and references. Please submit 
small photograph which will be returned. 
Galles Motor Co., P. O. Box 1332, Albu- 
querque, N. M. 


GENERAL MANAGER with bookkeeping 
experience for small dual agency handling 
“Big Three’ cars. Approximately 180 
cars at present. Farming community. 
Large government project nearby. Good 
potential. Age limit 40 years. Located 
mid-south state. Box 6878, c/o Automo- 
tive News, Detroit 26. 


NEW CAR AND TRUCK sales manager. 
Ford dealer, lower east coast of Florida, 
has opening for experienced man who can 
organize and direct hard hitting sales 
force paid on best basis in area. Man 
who qualifies will receive salary, percent- 
age overall net profit, paid vacation and 
company demonstrator. Advise in chrono- 
logical order details of experience, age, 
marital status and minimum salary re- 
quirement. Replies will be held in strict 
confidence if requested. Write Box 6868, 
c/o Automotive News, Detroit 26. 


SERVICE MANAGER for Chevrolet-Olds- 
mobile dealership (500 units new and 
used) in small Adirondack town. Handle 
all phases of service department opera- 
tion. Customer relations important. Per- 
manent position. Reply giving background, 
experience, salary, availability, age to 
= 6869, c/o Automotive News, Detroit 














CONTROLLER - MANAGER, Finance, ac- 
counting, cost control. Mature, shirt- 
sleeve executive with outstanding profit 
building record, Familiar all phases deal- 
ership volume operation. ‘‘Big 3’’ back- 
ground. Seeking position as manager or 
right hand man. Would welcome chal- 
lenging assignment, Prefer east coast but 
will consider reiocating. Box 6853, c/o 
Automotive News, Detroit 26. 

HIGH GRADE DETROIT representation 
for firm with products bought by sales, 
advertising and promotion departments of 
manufacturers, Box 6870, c/o Automotive 
News, Detroit 26. 


IN ADVANCE OF PUBLICATION DATE 
AUTOMOTIVE NEWS 








Contract 


POSITION WANTED 


SERVICE MANAGER: Florida or any Gulf 
coast city thru Texas. Over 20 years ex- 
perience, Lincoln-Mercury and Ford deal- 
ers in the South. Proven ability in all 
phases dealer, customer and factory rela- 
tions. Excellent references from former 
employers and top factory personnel. 
Presently employed in large mid-west 
Lincoln-Mercury dealership, Box 6859, c/o 
Automotive News, Detroit 26. 





TRUCK SALES representative. Experienced 
wholesale, retail and dealer management. 
Want position with manufacturer or ex- 
clusive heavy truck dealer. Diesel experi- 
ence. Box 6861, c/o Automotive News, 
Detroit 26. 





ACCOUNTANT-OFFICE manager. Young, 
energetic executive—fourteen years with 
volume operations including GM dealer. 
Familiar with Motor Holding manage- 
ment and will assume full responsibility 
for expense controls. New York area. 
Box 6871, ¢/o Automotive News, Detroit 
26. 





EXECUTIVE SERVICE MANAGER, Fif- 
teen years’ experience. Expert employe 
and customer relations, Training at Gen- 
eral Motors Institute, Flint, Mich. Will 
relocate with volume General Motors op- 
eration. Box 6872, c/o Automotive News, 
Detroit 26. 





EXPERIENCED TELEPHONE SALESMAN 
wants work. Will train and supervise 
others. Courteous, dependable, qualified. 
Satisfaction guaranteed. Write J. E. 
Schreiner, Post Office Box 343, Birming- 
ham, Mich, 


NEED A MARKETING MAN? 


Have salescessful experience as ad agency 
account executive; sales promotion agency 
salesman; auto factory promotion executive. 
Heavy on practical retail approach to new 
car and parts and accessory merchandising 
plans, programs, marketing. Interested? Write, 
right now to Box 6880 c/o Automotive News, 


| Detroit 26. 





DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING one of big 
three in the semi-tropical lower Rio 
Grande Valley of Texas in the citrus 
area. Buy only parts and equipment. 
Have favorable lease. Need not have all 
cash. Box 6818, c/o Automotive News, 
Detroit 26. 





DEALERSHIP HANDLING Lincoln-Mer- 
cury in Indiana county seat town of 
8,000 population. Only dealer in county 
of over 30,000. Attractive lease. Nothing 
to buy but parts, accessories and service 
equipment. Box 6855, c/o Automotive 
News, Detroit 26. 





HANDLING CHRYSLER, Plymouth and 
Willys. 150 to 250 car potential. Large 
annual payroll plus large farming area. 
Fastest growing district in the Pacific 
northwest. Selling on account of health. 
$20,000 will handle. Box 6879, c/o Auto- 
motive News, Detroit 26. 


FOR SALE BY OWNER. Well equipped 
dealership handling DeSoto - Plymouth. 
Ideally located in Vermont, 200 new car 
potential. Modern new building and ad- 
joining used car lot. Can be bought with 
or without real estate. Long term lease 
available. Inventory clean and conserva- 
tive. Small investment required. If inter- 
ested, write Box 6884, c/o Automotive 
News, Detroit 26. 





rates supplied upon request 


2666 PENOBSCOT BUILDING, DETROIT 26, MICH 


DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING Ford-Mercury 
in town of 4,000. Located 125 miles north- 
west of Chicago. $40,000 cash or will sell 
half and sign buy-out agreement on bal- 
ance. Dealership six years old; modern 
building, used car lot adjacent. 150 new 
cars—400 used. Box 6873, c/o Automotive 
News, Detroit 26. 


DEALERSHIP HANDLING Lincoln-Mer- 
cury. Trade area 99,000; city of 25,000; 
rapid industrial expansion; aggressive 
community; excellent facilities; well lo- 
cated. $15,060 wilt handle, Moving to 
larger deal. Box 6874, c/o Automotive 
News, Detroit 26. 

FOR SALE—AGENCY handling 
Mercury in rapidly developing Texas Gulf 
Coast area. Properties include real estate 
at intersection of main highways with 
modern buildings housing shops, display 
room, office, gasoline filling station leased 
to major oil company and large used car 
lot. Agency is long established volume 
business, Address inquiries to McGee Mo- 
tor Sales, Inc., Mathis, Texas. 


AUTO PARTS-DISTRIBUTOR. Completely 
equipped machine shop for automotive 
work, 3-story building, A-1 franchises, 
250 regular customers; 1956 sales $240,- 
000; eastern city; price $100,000 includes 
$75,000 stock; owner retiring. Apple Co., 
Brokers, Cleveland 15, Ohio. 


DEALERSHIP HANDLING INTERNA- 
TIONAL trucks in small northwestern 
Pennsylvania community. Good market. 
Complete shop handles all service jobs. 
Dwelling with rental apartment may be 
purchased with other assets. Excellent 
opportunity. Terms, Box 6876, c/o Auto- 
motive News, Detroit 26. 











Dealership Spells 
Re nault $$S$S$S$$$ for You 


Sell the world's lowest priced $1,345 
4door sedan. Up to 50 miles P.O.E. 
per gallon. 


Also the beautiful DAUPHINE $1,645 
4-door sedan. Up to 43 miles P.O.E. 
per gallon, 


For these superb economy cars, valuable 
dealerships now available in North and 
= Dakota, Nebraska, Colorado and 
ansas. 


Contact 


Ted Shidler 
SHIDLER MOTOR CO. 
Distributors 
9th and Broadwa Phone Forest 3-0116 
WICHITA, KANSAS 


Are You an Outstanding 
Automobile Merchandiser? 


Have you ambitions to find a good oppor- 
tunity with the highest profit dealer organiza- 
tion in the Industry? We are one of the "Big 
3." We have several good points available 
in midwestern metropolitan areas and in farm- 
ing and ranching country. Can buy outright 
or on long term if desired. Investments can 
start at $10,000 and up to $200,000 depending 
on the individual and the size of the deal. 
All replies will be held confidentially. Write 
Box 6882, c/o Automotive News, Detroit 26. 


HELP WANTED 


DISTRICT MANAGERS 
BRANCH MANAGERS 
OFFICE MANAGERS 


Large rapidly expanding sales finance 


company with over quarter century in 


field, requires men fully qualified for above positions. 


Personnel needed for immediate assignments in Midwest offices. Progress 


assured to qualified personnel. 


Multiple employee benefits including Retirement Program, Profit-Sharing, Hos- 
pitalization, liberal Group Life Insurance and 1957 Incentive Bonus. 


Write, in strict confidence, for personal interview, giving complete personal 


information and employment history. 
convenience. 


Interviews will be arranged at your 


Box 6844, c/o Automotive News, Detroit 26. 
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DEALERSHIPS AVAILABLE 


—_————— 
A Michigan Dealership Avail- 
able Handling Buick 


A chance of a lifetime for aggressive man. 
Oniy $45,000 buys parts and fixed assets. 
$100,000 total capital required by factory. 

ividval needs but $30,000 which can 
poke $250,000 in five years. Hurry on this 
ne. 500-700 cars and 175,000 trading 


Box 6881, c/o Automotive News, 
Detroit 26. 
—— 
4 DEALERSHIPS WANTED 
VROLET, Buick, Olds or Cadillac dual. 
" Minimum 150 cars, Prefer Florida, Texas, 
midwest or Rocky Mountain region loca- 
tion. Experienced dealer has cash and 


factory approval, All replies confidential. 
’ Box 6841, c/o Automotive News, Detroit 


WANTED—Cadillac dealership in Califor- 
nia. Prefer principal city and southern 
portion of state. Age 42 and factory ap- 
proval—all replies absolutely confidential. 
Box 6862, c/o Automotive News, Detroit 
26. 
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DEALER SERVICES 


"EXPENSE 
REDUCER” 


Is your competitor with low over- 
head making your life miserable? 
There's only one way to lick him— 


get yours down too. Order our 
“EXPENSE REDUCER" today and get 
overhead down where it belongs. 
Send just $2.00, you will receive 
it by return mail. 


Automotive Enterprises 
10600 Puritan Ave. Detroit 38, Mich. 








AUTOMOTIVE NEWS, MARCH 4, 1957 


DEALER SERVICES 





Have you tried controlling salesmen with 
HYPROSIS? 
the “Dally 


Please don't. It won't work. 
Check" 
sales, Determine at a GLANCE exact worth 
of s Ser arn ay. fre proven, 
Clip ad out RIGHT NOW—mail with letter- 
head and signature, for | copy of _. Check 
Plan Book and illustrated brochure, to 

MALCO SALES SERVICE 
205 7th Ave. Asbury Park, N. J. 








INVENTORY SERVICE 


Parts and Accessories 
ae CERTIFIED REPORTS = 


@ Inventory Investment Evaluated 
@ Analysis of Methods and Procedures 


Full time experts. No pick-up part time help. 


Call or write for service details 
Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6445 
Western Dealers, Attention 
429 S. Western Ave. 

DU 9-5095 





BUSINESS OPPORTUNITIES 





PROFITABLE 
DISTRIBUTORSHIPS 


available with leading truck 
trailer manufacturer in North 
and South Carolina and 
Georgia. A money making line 
and many ‘‘pluses”’ to sell. 
Only firms or individuals experi- 
enced in trailer transportation 
should apply. 

Write Box 6875, c/o Automo- 
tive News, Detriot 26 





CARS FOR SALE 





SPECIAL SALE 


30 EX- 


TAXIS 


"55 FORDS and PLYMOUTHS 


Extra low price to close out this group 


Write, wire or call. 


R.S. HENRY 


New Brighton, Pa. 


Phone 5077 








This issue of 


AUTOMOTIVE NEWS 


was printed on 


LITHENGRAVE PLATES 


by the NEW PROCESS of 


HEAT-SET LITHOGRAPHY 


For information on this high-speed new quality 
printing process—call or write... 


3938 BELLEVUE AVE., DETROIT 7, MICH. 


WaAinut 1-4560 


*“LITHENGRAVE is a trade-mark of Printing Developments, Inc., 
a subsidiary of TIME, Inc.” 





Plan Book will! é  dfitily increases 





Los Angeles 5, Calif. 





BUSINESS OPPORTUNITIES 


AUTO SALES EXEC. 


: TO OWN BUSINESS : 
& Select franchises throughout U. S. still % 
zopen in rich automotive market areas. = 
s: Proven salesmanship and managerial abili- # 
& ties main requisites. Must be self-starter = 
% for established and flourishing inspection = 
# and warranty business now being expanded 
nationally. We set you up and train you & 


for lucrative earnings in , of $15,000 % 


Or more depending initiative and 33 
z drive. No investment. References required. & 
% Send detailed resume. Box cso & 


aA oe News, oe a. 





NEW LINES WANTED 





SALES REPRESENTATIVE 
25 Years’ Experience One C ing 
Automotive Jobbers and Specialized Service 

Outlets—C and Southern States. 
Starting own business. Want two good non- 
competing lines for long pull. Have clean, 
successful record and top flight references 
from trade accounts. 
All replies handled in confidence. 


Box 6883, c/o Automotive News, Detroit 26. 





CARS FOR SALE 





CADILLAC 
7-Passenger, 1955 Limousines, $3,250 
(Air Conditioned, $3,500) 


A. A. Auto Service 


406 East 62nd St. New York, N. Y. 
RE 7. 


ROBINSON CAR LEASING 
FLEET LEASED CARS 
1955—1956 


AT WHOLESALE 
CHEVROLETS, FORDS, PLYMOUTHS 
Available in: Philadelphia, Baltimore, Wash- 
ington, D. C., Pittsburgh, Akron, Cleveland, 
Detroit, Flint, Chicago, Milwaukee, Cincin- 
nati, Louisville, St. Louis, Kansas Ci Lin- 
coln, Neb., kliahoma_ City, ‘orth, 
Dallas, New Orleans, Atlanta, Boston. 


ROBINSON CAR LEASING 
DIVISION 


THE HERTZ CORP. 
For specific information in any city, address: 
1. E. Spatig, Used Car Mgr. WeEbster 9-2144 
218 S$. Wabash Ave. Chicago, Ill. 








Lloyd - Wagen 
GERMAN WONDER CAR 
$1,295 P. 0. E. 


Dealers Inquire 


Gallagher Motors, Inc. 
Importers 
West of Mississippi 
907 E. Pike St. Seattle 22, Wash. 





CARS WANTED 
SEVEN PASSENGER CADILLAC limou- 
sines, ambulances and hearses. Must be 


sharp. Ridgway, Beimont 4-6611, Port- 
land 12, Ore. 








WANTED 


Big Three Dealers Interested in Repeat New 
Cer Sales and Service Year ‘Round and Year 
After Year. 


Requirements are courtesy, integrity, , relia- 
bility, and a desire to work and grow in a 
booming business with an expanding leasing 
company. We are national in operation and 
we need dealers for steady supply of cars 
and trucks. 

Dealers in Other Makes Are Also invited 

to Participate. 
Write Box 6864, c/o Automotive News, 
Detroit 26. 








PARTS FOR SALE 


BUICK PARTS 
UP TO 50% DISCOUNT 
Fast C.0.D. Shipments 


Rea Keech Buick 


3333 Frederick Ave. 
Baltimore 29, Md. 
Phone EDmondson 6-4400 





CHRYSLER PARTS 


UP TO 60 DISCOUNT 
Fast C.0.D. Shipments 


The Motor Sales Co. 
Mt. Royal and Maryland Aves. 
Baltimore |, Maryland 
Phone: SAratoga 7-331! 











PARTS FOR SALE 


BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 


Extra Discount on 
Special Phone Orders 


Fast—Direct—C.0.D. Service 


Art Hansen Buick, 
Inc. 


(formerly Gordon Buick) 
Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ill. 
Phone WAbash 2-1030 


PONTIAC PARTS 


Up to 50% Discount 
Fast C.0.D. Shipments 
FRONTIER PONTIAC INC. 
313 Commerce St. 
Fort Worth, Texas 
Phone ED. 2-518! 
Largest Pontiac Parts Dealer in Southwest 


BUICK PARTS 


UP TO 50% DISCOUNT 
Fast C.0.D. Shipments 


The Motor Sales Co. 


Mt. Royal and Maryland Aves. 


Baltimore |, Maryland 


Phone: SAratoga 7-331! 





TRUCKS FOR SALE 


F'W'D'—2% T MODEL 4500—'Sé—4 cyl. Diesel, 


Merc-Benz., air brakes L.W.B. 9.00x20 tires— 
near new—$4,250. CHEVROLET—'S! F'wW'D'— 
1% TON C & C 84x20 tires—perfect—$! ,250. 
FRUEHAUF TANDEM 25 YARD 20 FOOT dump 


trailer, 2 wet lines, 10x20 tires—like new— 
$4,250. 

Phone Garden 
Box 45 Oak Lawn, Ill. 








ACCESSORIES FOR SALE 





New Motorola Auto Radios 
1950 - 1954 


Ford, Chevrolet, Plymouth, Dodge 
Manual $27.50—Pushbutton $34.95 
Complete radio 
Custom control heads to fit in dash of above 
cars, 


1957 Dodge—i956-7 Ford—!955-6 Plymouth— 
1955-6 Chevrolet 
Manual $29.95 
Custom radio complete to fit in dash of 
above cars, 
Fast, C.0.D. Shipment 


LIBERTY AUTO RADIO 
191 E. 168 St. New York 5!, N. Y. 
LUdiow 8-941! 








MISCELLANEOUS 


CONVERTIBLE TOPS—$i8.75. Headlinings, 
$12.50. Clear plastic seat covers, $12.50. 


a catalogue. Big Buck, 307 Cambridge 


, Boston 14, Mass. 
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MISCELLANEOUS 


Automatic BraKinG 


WITH BRAKE HOOK-UP 


ONLY... $5945 com 


cours, SENS 
BRAKE HOOK-UP.......... 


QUICK-TOW Bumper- 


TRI-KING 3-Point Hook- 


Up iIntra-State Tow Bar $35.00 
TowKing,y.. 45” 
Tow Bar Sales Co. 


Exclusive Distributors 


Factory 
AS NEAR AS YOUR PHONE 
DE 2-0700 AWN 3-8888 Nites: BA 1-8717 


Call Collect .$,50%0 nan. 
40 So. Clinton St., Chicago 6, Ill. 


TRUCK AND CAR SIGNS made easy 
with plastic letters. Metal, wood and 
masonite letters also. Brass _ stencils. 
Signs for every purpose. Jim Ramsey, 
Inc., 175 Jefferson, Lexington, Ky. 





AUXILIARY LEFT FOOT gas pedal, $6.95. 
Guaranteed. Fits all cars, pickups, trucks. 
Dealers and jobbers order from R,. V. 
Lehner Mfg., Ness City, Kans. 


BLUE @ CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& GUIDE CABLES 


MEETS ALL I.C.C. 
REQUIREMENTS 


DEALERS’ SPECIAL (F.0.8. Factory Net) 
$52.35 Fed. Tax Included 


WITH AUTOMATIC BRAKE 


AND BRAKE CABLE 
Less Guide Cables 


GUIDE CABLES 


DEALERS’ SPECIAL (F.0.8. Factory Net) 


$9.90 Fed. Tax included 


THE FAMOUS 
MOTO-MATIC 


TOW + GUIDE 


Four Game Hook-Up 
DEALERS’ SPECIAL (F.0.8. Factory Net) 
$44.85 Fed. Tox included 
Meets 1.C.C. Strength Requirements 
e * 


Liberal Quantity Discounts 
To Distributors 


- Write for Mlustrated Catalog 
Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 
‘Leaders in the Industry 


Since 1939" 
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“She truck dealer 
with a load on his mind 


Load conditions that look like trouble to other dealers are an 
absolute pleasure for an INTERNATIONAL Dealer to contemplate. 

And why not? 

He has trucks to match any and every load — ¥2-ton to 96,000 
lbs. GVW, and everything in between. He sells the world’s most 
complete truck line. 

And INTERNATIONAL’S reputation for building good trucks takes 
a big load off his mind. Because INTERNATIONAL spends more to 
build trucks, his customers find they cost least to own, over the years. 

For information on this profitable line of trucks, write: Manager 


of Sales, Motor Truck Division, International Harvester Company, 
180 N. Michigan Avenue, Chicago 1, Illinois. 


INTERNATIONAL TRUCKS 





